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Utterly new and attractive dealer news- 
paper advertisements like these are sure to 
bring customers to your store. They feature 
= One of the 
ae S R : \V. nationally known brides and their selec- 
One of this Years Very Dictinguished Brides Smartest Brides in ashington pee : 
Mrs Epwako Cortianot Parker tions of Gorham Sterling patterns. Im- 
ee i ~* eddn printed with your name, of course. 





>>>-<<< 


< Hrs John Ig FUNG on romaxd 


chose her wedding silver un the smart King Albert pactero 





Full-page advertisements like these are 
appearing every month in ten of the lead- 
, ing *‘class’’ magazines—reaching over 
GORHAM. 2,000,000 of the country's finest prospects 
csenine nnn as son tat ot for sterling silver. Many of these readers 
are in your community. 
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Hollow ware in Etruscan is the 
newest of Gorham patterns— 
and extremely popular. Pieces 
illustrated here make appealing 
and popular holiday gifts. 





Offered by a 


Siver Moanulacturer 


( "een is pointing the way to the most profit- 
able season the sterling silver industry has ever 


known . . . by giving to jewelers the most complete 
advertising cooperation in the history of the business. 


Not only is this cooperation complete . . . itis 
utterly new in many of its phases . . . brings to the 
jeweler, for rhe first time, his full share in the profits 
advertising pays. 

And there is ample proof of the soundness of this 
new plan! During 1929 nearly 300 progressive jewelers 
have adopted it . . . have joined the growing drive for 
greater sales of Gorham silver... 

Reproductions on the opposite page show a part of 
the work this new plan is doing for these jewelers . . . 
An unprecedented newspaper campaign for local tie-up 
... backed by national advertising reaching more than 
2,000,000 of the nation’s finest prospects for sterling 





silver! 
ae : This water pitcher, bowl and entree 
Don’t you, too, want to join the growing list of dish belong to one of the most popu- 
progressive jewelers profiting by this new merchandis- lar of Gorham patterns—the Dolly 
Madison—unusual for its lines of 


ing idea? Then mail the coupon at once for complete 


details on the plan. grace and beauty. 








The THE GORHAM COMPANY, 5c. 11 


Providence, R. I. 


G O R | | A M C O M [ A N , Gentlemen: Please send me complete information of the 
new Gorham cooperation plan, as soon as possible. 























Sales Agents for GORHAM MANUFACTURING CO. shai i oe 
Gorham-Whiting Division, Providence, R. I. | intl 
Kerr Division, Providence, R. I. Durgin Division, Concord, N. H. j ~4 
City State 
“America’s Leading Silversmiths for-over 97 Years” “ 
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as second class matter February 15, 1902, at the Post Office, at New York, under the act of March 3, 1879. Subscription, $4 per year in U. S. 
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—the product of the Star 








Watch Case Company—are 

the result of a life time of care- 

ful study and experience. They 

are dependable—mechanically 
and intrinsically, and in de- 

| sign they present an assurance 
\ of quality appealing to all. 


STAR WATCH CASE 


LUDINGTON, MICHIGAN 


NEW YORK OFFICE - 20 WEST 47TH ST SAN FRANCISCO OFFICE 704 MARK 
CHICAGO OFFICE - 35 E. WACKER DRIVE CINCINNATI OFFICE - 31 EAST FOURT T 


a 
MEMBER Sats THAT LAST 
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THE J. R. WOOD WAY IS THE PATH TO PROFITS 





Dont let insuffi- 


cient stocks stand be- 


tween you and sales. 


Don’t let over stocks 





stand between you and 
profit. The J. R. Wood 
Plan is your solution. 
Under the Wood Plan 


you get enough differ- 





ent styles at enough 
different prices to sat- 
isfy your customers. 
You get fast delivery 
on quick orders. You 
get new designs. You 
get merchandise that 
people want and will 
buy .. . You get the 





advantages of large 
stocks plus the advan- 
tages of low overhead. 

You get values 
made possible by 
Wood’s size, experi- 


ence and resources... 


You get your profits! 





Instant Appeal... 


The new Signet Rings by Wood are meeting with re- 
markable success. The smart styles, the striking values, 
the intrinsic quality, all give the instant appeal that 
makes the rings move fast at a profit. 


Write us if your copy of the Signet Booklet has not been received. 


J. R. WOOD & SONS 


15 Maiden Lane, New York 29 E. Madison St., Chicago 


A-1102 
14K white gold with 


green gold side pieces 
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ACAPTURING THE 
MARKET WITH 


QUALITY 
and STYLE 





















It is no accident that Forstner chains enjoy 
distribution among 90% of chain whole- 
salers and among retailers in every state 
in the union. Style fashioned into links of 
guaranteed content lend an appeal which 
customers can't resist. 


The line includes, Waldemar, Dickens, 
Vest, Belt, and Sport models in the quali- 
ties represented by our trademarks and 
Key chains as explained at left. 


SOLD THROUGH WHOLESALERS ONLY 
FORSTNER CHAIN CORP., IRVINGTON, N. J. 
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The Baker Line Becomes 
Still More Complete 


ete the purchase of The Interstate Smelting & Refining Co., Herpers 

Brothers, and J. J. Fischer & Meyer Co. we have so rounded out 
our line of products for the manufacturing jeweler that it may be said 
we are ready to furnish him with everything he needs in jewelry parts. 
To list all the things we make would require much more space than we 
have available, but the mention of a few will convey an idea of how 
comprehensive our line has become. Here are some of them: 


350 Varieties of Galleries Ball Joints and Safety Catches 
Emblems Ring Tops—All Shapes and Styles 
Badge and Emblem Material Ring Shanks and Ornaments 
Charms Modern Square Settings 
Alphabets and Numerals in Japanese, Fancy Settings 

Old English, Ionic and_ Block ah Oy : 

ivlics Stone Bezels and Boxes 
Greek Later Flowers, Leaves and Scrolls 
Ear Screw Wires and Parts Swivels for Pendants 
Ear Screw Wires Assembled Seamless Tubing (hollow wire) 
Round and Oval Beads for Necklaces Platinum and Gold Sheet and Wire 
Scarf Pin Stems and Pin Tongues Solder for Platinum 


A specialty of our Interstate Division is the overlaying of old gold 
wedding rings with carved platinum, without marring the inscription. 
Fancy shaped wedding rings such as octagon, tube, heart shape and 
fishtail and other novel styles, as well as emerald guard rings and 
Gypsy mountings are other Interstate products. 


If you do not find just what you want in the catalogues of ours which 
you have, write to us before deciding we cannot supply it. Very prob- 
ably we can. 


BAKER & CO., INC. 


54 Austin St., Newark, N. J. 


30 Church St. 760 Market St. 5 So. Wabash Ave. 
New York San Francisco Chicago 
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Cy) REATIONS by Lampl are markedly expres- OW, [ LO [ 
& sive of new and advanced tendencies in CA ter ANUP 


costume jewelry design. Distinguished pieces in eT ee nT ee ae 


Jade, Lapis, Amethyst, Carnelian and Rose Quartz. 20 WEST FORTY-SEVENTH ST. 


“Creators of the Unusual as Usual’ NEW YORK. 
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ditions creations 


ditinction are a 


KREISLER 


JACQUES KREISLER & COMPANY 


36 WEST 47th STREET, NEW YORK 
55 EAST WASHINGTON STREET CHICAGO: 
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for the Holidays 
Birthdays 


Anniversaries 








Baby Sterling Table Sets 


















ERE, indeed, is a timely holiday item—a real 
sales starter for Baby Sterling—a merchandising 
item that is bound to “go big” during the gift 
days ahead and every day as a matter of fact. Every 
twenty-four hours the stork makes six thousand calls 
million babies every year—a major 


two new 


market! 

In this unique set is provided a substantial table in 
miniature, attractively lacquered and decorated and 
equipped with a set of finest Baby Sterling—making 
a double duty gift that will give double pleasure 
a toy for now and a priceless sterling set to treasure 
all through life. 


THE WATSON COMPANY, 


Attleboro, Mass. 


Chicago: 37 So. Wabash Ave. 
643 So. Olive St. 


New York: 347 Fifth Ave. 


Los Angeles: 








sets. 


use. 












































WATSON 
STERLING 


Illustrated are five popular Watson Ster- 
ling designs. 
You may order your gift tables equipped 
any way you like 
with any assortment of two or three-piece 
With each order is sent a supply 
of attractive folders for store and mail 
Write for full particulars. 


JOHN ADAMS 







There are many others. 







with any design—and 
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GRAND PRIZE 















] | LONGINES 
GRAND 
PRIZES 


















Antwerp 1885 
Paris 1889 
Chicago 1893 
Brussels 1897 


Paris 1900 
Milan 1906 
Berne 1914 


Genoa 1914 
Philadelphia 1926 
Barcelona 1929 

















Le 
/ 







a NA224 9 CABLE 
STIMIER NFT OCT 29 1929 
LCF WITTNAUER 
NEWYORK( A WITTNAUER CO 402 5 AVE) 


OBTAINED GRAND PRIZE EXPOSITION BARCELONA 


LONG INES. At the International Exposition at Barcelona, 
4s PP Spain, Longines Observatory Watches were again 
adjudged supreme in accuracy and workmanship. 














SUPREMACY AT BARCELONA 


A.WITTNAUER CO. 


402-404 FIFTH AVENUE, NEW YORK 





CHICAGO MONTREAL GENEWA 
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Dis is de 


B a 
Crries ...: 


Says Luke Wilkins of Conshohocken, Pa. “Say, ain't my 
gal de smart thing! She give me dis Gemex watch strap... 


de very same my boss has on his watch. Boy, I'll say she’s 
got good taste” ... And so Luke rambles on in praise of 
his new Gemex watch strap. Interesting thing to note how 
universal is the appeal of a product that has proven its worth. 
Because the correct interpretation of modern watch brace- 
let designs, as required by the men and women of America, 
is Faithfully carried out in the new Gemex creations, this line 


is winning popular approval everywhere. 


GE IX|Ex 


WATCH STRAPS 


GEMEX COMPANY, Factory and Executive Offices 
170 THOMAS STREET,NEWARK, NEW JEREY 


805 HEYWORTH BUILDING, CHICAGO, ILL. 
702 MARKET STREET, SAN FRANCISCO, CAL. 


Cc dian Repr tative: The Electric Chain 
Company of Canada, Ltd., 170 John St., Toronto 
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Meet the TOPPER ...unfess you fike them ouunnted| 
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insert Topper between 
foil and wrapper. Squeeze 
at side to open as shown 
‘ in drawing below. 

ee ee (hs I k 7 QS K 

a 

Push gently on the bot- 
tom, below the opening 
on top, to start the first 
cigarettes from the pack 
2OW. 47ST .NEW YORK 
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instant recoguitiow 
by all of our distribu- 
tors ~ distinctive 
designs, created by- 
eminent stylists, who 
tmterpret the modern 
trend im both color 

and patteri.— 
Complete with velvet 




















Flot Princess/ 


ENAMELED BOUDOIR SETS 


PERPETOAL PLATE 


Indestructible 
Non-tarnishable 


Elgin Princess 


Full Enamel Design 
Lavender~Rose~ Green~Ivory 
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ELGIN QUEEN 
Straight Line and Enamel] Design 
Blue ~ Green~Lavender~Ivory 


Sets that have won 

















linea presentatrow AEE 
case. AA, : 







Elgin Princess 
Full Enamel Design 
Rose~ Blue~ Green~ Ivory 


SLGOY APIERICAN MAWurACTURING Co, 
“Jactory and Main Office at Elgin, Illinots, U.S.A. 


NEW YORIT CINCINNATI CHICAGO TORONTO LONDON 
20 West 47th. St 414 Walnut St. 35 Wacker Dnive 17 Kang St.E 65 Holborn Viaduct 
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Crystal NecKlaces 
Crystal Pendants 
Crystal Bracelets 
Crystal Brooches 


The popularity of Crystal Jewelry is so well es- 
tablished that there is no question regarding the immense 
sale of it during the coming holiday season. 


Our salesmen are bountifully supplied with large 
delivery stocks, and we advise your liberal purchases 


for Christmas needs. 
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ESSENCE RARE 
The finest and most exclusive of perfumes. Flacon of cut crystal 


in the manner of a gem. Priced from $25 to $125 the flacon. 


HOUBIGANT, Paris, is the creator of Quelques line of perfumes and toiletries ever 
Fleurs and Ideal—the world’s most pop- marketed. 


ular perfumes. ‘ 
I Beautifully flaconed and packaged, these prep- 


HOUBIGANT manufactures preparations that arations build prestige. 


retail from $125 to $1. aie . , 
They make attractive window and counter 


This price range covers the most complete displays. 


ES ” 
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Insure an early delivery of your Christmas Order. 















TRIPLE VANITY 
Houbigant powder, rouge and lipstick ina 





platinum-toned octagonal case designed 
by one of the leading jewelers of the Rue 
de la Paix. Price $2. 


Nationally advertised to millions, they bring easy 


repeat-business. 
They offer an excellent margin of profit. 


All HOUBIGANT Holiday Sets, Perfumes, Com- 


pacts and Powders are live, profitable items. 


Make them an important feature of your Christmas 


sales plan. 


Send for further information, including prices. 


THE JEWELERS’ CIRCULAR 








Mail the coupon below — NOW! 











HOUBIGANT, Inc. Dept. L 1 
539 West 45th Street 
New York, New York 


Please send complete information, including 
prices, on all HOUBIGANT preparations. We are 
interested in featuring them this Christmas. 


ESE a5 ee ee a ae jest’ | 
PRE Sac. senses. 
State ... 


Requested by pcan acca ceded 
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BALLOU /HOW/ TWO ORE 
ORIGINAL _ sere 


ENAMELED 
FLOWERS 
AND 
PENDANT 
& NECKLACES 
Nt SET WITH 
& GENUINE 
Ke J TONES 
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fq] N this Sterling 
‘ Silver necklace, 


BALLOU designers 
develop the pattern 
by using interestingly 


cut links of colored °° Wy 
stone combined with : , 
baguette marcasites e 
...a form of cutting 


uM 





never before em- 
ployed with this par- 
ticular stone. Only 
genuine stones are 
used in this necklace. 








BALLOU now offers 

to the women of America a new and orig- _ looked upon with great favor in Paris this 

inal treatment of enameled flower jewelry season. This jewelry is of Sterling Silver 
. that type of adornment which is and is enameled in several beautiful colors. 





We invite you to call at our New York Office, 366—Sth Ave. 
Here you may see our complete line of new fall creations. 


Bb. A. BALLOU & CO... INC. 


PROVIDENCE, RHODE ISLAND 
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A CASE FOR ACTION 


originated by LE Wi Tr T 








The designs are strikingly 
lovely. Every little detail 


of the workmanship is given 


Before every watch sale, 
there’s a breathless moment 
when the customer hesi- 


tates between purchase and the greatest care. The re- 


departure. That's when it sult is a case that predis- 


pays big to have the watch poses the buyer in your 


in an appealing Lewitt Case. a 


Cases originated by Lewitt : 
: 5 owe Ask your jobber to show 
bring action—and satisfac- - 
; ' you cases originated by 
tion. They are so stylishly al 
: ; ' Lewitt. Wrist watch cases 
beautiful, they are so flat- : ; 
‘ in gold—and for diamonds 
tering to the wrist that the 
a in 18 kt. and platinum, and 
customer just cannot help 


saying, “Yes, I like it.” iridium platinum. 





LEWITT WIS€S 


BEAUTIFY THE WATCH—MULTIPLY THE SALES 
L. Lewitt & Co., Inc., 240 West 40th St., New York City 
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Patented 
JIFFI-SPRING 
stretches 
full inch 


ie ie 
PL AMiiiiiy ti | 

ii 
sitrr marae 


wrist 
without 


binding 


The Patented Feature 
that does the trick 























to 


HE patented folding Jiflispring in this re- 
markably successful wrist watch bracelet is 
thoroughly protected by letters patent and 
all infringers will be prosecuted to the full extent 


of the law. 


HUGS EVERY WRIST without binding 
It is entirely because of this patented feature that 
Jiffiband hugs every wrist... man’s or woman’s... 
large or small...and yet does not bind or offer the 


slightest discomfort at any time. 


ONLY ONE LENGTH to carry in stock! 


It is also because of this patented feature 









> A TF £ 


Wirnine 


Sittiband imitators! 


—e—s a full ineh! 


Jiffibo 





that the trade needs only one length in each style 
to fit every type of customer. This means that the 
trade can keep inventory down to a minimun with- 


out jeopardizing sales. 


FOR MEN and WOMEN 


Jiffiband comes in two styles... chromium plated 
and 1/10 I4 K. gold filled for men and (narrow 


width) for women. 


WRITE FOR PRICES 


If you are one of the few dealers who are not 
carrying this fast selling item, write us today for 


prices and please mention your jobber’s name. 





| 


oa a 





‘Hugs every wrist without binding’ 


MARTIN-COPELAND COMPANY... . 


Chicago — San Francisco 


Branches : New York — 





Providenee. R. I. 
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Using a new and exclusive method of blending, shading and The 
applying colors, known as “Color-Vision,”’ and with a gleaming MANDALIAN 
Lustro-Pearl finish, these accessories meet with instant approval ‘ 

° ‘ ™ ‘ 
whenever shown. Matching Costume Bags and Watch Attach- MFG. CO. 
ments, priced for quick and profitable selling, is an idea worth Nintilassinbion Sevebios 
pushing. Many wholesalers show the complete Mandalian NORTH ATTLEBORO 
line. Ask yours. MASSACHUSETTS 


MANDALIAN 


Makersofthefamouslustro-pearl meshbags 
And Watch Attachments. 
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The 
World’s 
Greatest 
Lighter 





























World's 
Smallest 
Atomizer 





Between the Ronson De-Light and the 
Perfu-Mist, is a never-ending stream 
of advertisements with an actual circu- 
lation of OVER 20,000,000 COPIES 
per insertion. . . . Think that over! 
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Advertisin 


CREATES BUSINESS 
for RONSON DEALERS 


RONSON 
“‘De-Light 


A Flip—and it’s lit! 


Release —and it’s out! 


One finger— one motion! No wheel 
to spin or smudge your fingers! 
That’s the Ronson De-Light—the 
world’s greatest lighter! 


Powerfully advertised in full pages 
and double pages in powerful mag- 
azines—The Saturday Evening Post, 
Collier’s, American, Cosmopolitan, 
Life and The New Yorker. 


We tell the world—you se// it! But 
have the Ronson when they want 
it. A full stock invites inspection— 
and the Ronson sells on sight! 


Write now for illustrated catalogues, 
price lists and name of the nearest 
distributing jobber. 


RONSON 
‘Perfu - Mist 


There never was so swift a success as this 
perfect purse-size perfume spray. Dainty, 
decorative—press its little plunger and 
out floats a delicate mist of the owner’s 
favorite perfume. 


Women want it on sight. And we're 
making sure they’ll know all about it— 
in a series of advertisements in the Satur- 
day Evening Post, True Story, Cosmo- 
politan, Good Housekeeping, The New 
Yorker, and Vogue. 


Cash in on the demand! Stock a full line 
of Perfu-Mists!... Now is the time! 





’ / 
Coming: 


To stir up interest in 
your store and to step 
up your Holiday sales 
—full page rotogravure 
advertisements of 
Ronson Gift Sugges- 
tions will appear in 
leading cities on 
December Ist. 


HaveRonsonDe-Lights 
and Perfu-Mists in your 
windows, al! through 
December! 


ART METAL WORKS, INC., Aronson Square, Newark, N. J. 
DOMINION ART METAL WORKS, LTD., 


» Toronto, Canada 


. 































Trade 





A gift to capture feminine fancy 


he @ Here is a solution to the gift problem that your customers will be grateful for. 

@ Varnistar Pendants and Earrings, perfect five-pointed stars, cut from the finest genuine crystal a. 
under our exclusive patent No. D-74127 are available in four sizes, mounted in sterling silver or 
white gold. 
@_ The Varnistar may also be had in the different colors of the five points, namely, blue, green, 
red, yellow and white; as well as amethyst and topaz. 

@. Members of the Order of Eastern Star will be happy to receive a gift of this character because 

> 4 of its symbolic significance. * 
@ You can do a profitable business on “Varnistar” because its price is moderate and its appeal 
extends to over 2 million members of the order. 


Eo Varnistar Varnistar 4 
/ 





Vark Protection 
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Samples sent to responsible jewelers. 


Warning—There is only one Varnistar; it is protected by patent and identified by our trade mark. 
Any infringer of our rights will be liable to prosecution for infringement. 





40; Byes 
re ween Oy 
PATENT P PROTECTION? 


Nees 








STEPHEN VARNI CO. 


15 Maiden Lane New York 
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Through two cen 

turies marking the 

standard quality of 
fine watches 


Jules Jiirgensen has achieved an exclusiveness in these 
Baguette Watches appealing to the up-to-date and discern- 


ing woman. 


Platinum—Diamond Studded and Adjustable Cords— 


and a large assortment of designs. 


HENRY FREUND & BRO. 


Sole Agents for U. S. A. 
20 West 47th St. New York 
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FULLER’S s@ FINDINGS 























FULLER'S Symmetrical FINDINGS 


SOLD BY RELIABLE g#”* MATERIAL DEALERS 
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In Business for What? 


You are in the Jewelry business for but one purpose, and 
that is to successfully distribute more jewelry of all kinds— 


and at a PROFIT to yourself. 


The road to success in the retail jewelry business today is 
not an easy one. It cannot be traveled alone. It requires 
the help, counsel, and the guiding hand of a fearless busi- 


ness paper. 


THE JEWELERS’ CircuLar, “The Weekly Which Renders 
Great Service,” free from any entangling trade alliances. 
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NEWARK, NEW JERSEY 


Stands for Quality and Reliability 





in Jewelry of Highest Grade 





| 





Necklace Clasps and Novelty Jewelry 


MODERN NOVELTY Co., INC. 
126 South St., Newark, N. J. 


14kt. Bead Necklaces, also loose beads 
for manufacturers. Various styles and 
sizes. 


Burstow, Kolimar & CO. 


18 Columbia Street 
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RINGS 
And Pendants to Match 


Chrough wholesalers only 
401-7 MULBERRY STREET 











BARRASSO & BLAS! 


ad HOUSE OF CAMEOS 
Lady's — Diamond Mountings. 
aes — Earrings 
CAMBO BROOCHES 
Sold through the jobbers only. 
21-38 Governor St., Newark, N. d. 








New Jersey Jewelry Mfg. Co., Inc. 


50 Columbia Street 


Manufacturers of Waldemars, fine gold 
chains, swivels and spring = In = id bm —— 
Various kinds ef Fancy Links—Plain or Enameled. 


Phone Mitchell 2569 


HENTY RUFEISEN-INC 


‘MANUFACTURERS OF 


RINGS OFANQUALITY 


126-128 South Street 
Ohicago Office, 31 N. State St. 








RIN GS—a spectatty with 


Louis Bleiberg 
336 Mulberry Street 


Sterling Fireless Sliver 


Reduces a to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. 
All Sterling and Fine Silvers Relling fer the Trade 








What Is the 
Jabel Ring Mig. Co. 


putting out now? That Is the question 
the ring trade le asking. 401 Mulberry 8&t. 


SEND FOR SAMPLES 


TAGS eset 


ARCH CROWN MFG. CO. 


82 Warren &St. Newark, N. d. 
Originators and Patentees 








WATCH CASES 


We Specialize in Watch Cases 


WACNER & CO. 


Yel. Market 7448 91 Ollver Street 


Y% te 2@ carat 18K Engagement Ring 
mountings ornamented with email 
diamonds and sapphires 


MARTIN H. WIEDMANN 


23 Longworth 8t. Newark, N. J. 


aT you SELL to schools, colleges and 
raternities BUY from 


CRESCENT RING CO., Ine. 


355 Mulberry Street 
Lead 


a of RINGS and PINS 


For Fraternal and Scholastie 
EMBLEM HOUSES 
We Specialize in STONE RINGS 


Black Onyx Blue Onyx Rubies 
Sardonyx Green Onyx Amethysts 
Iso 


A 
“ RINGS Sas 


for Jobbers 





BARTELL & MILLER 


Manufacturers of 
FINE WATCH CROWNS 
244 Market Street 
Catalog sent on request. 





ALEX A. HASTREITER 
IMPORTER & JOBBER IN 
DIAMONDS, WATCHES AND 
JEWELRY 
207 Market Street Phone Mulberry 2406 





THE GENERAL ALLOY CO., Ine. 


Correct { White, Green, 
Alloys & Solders Yellow and Red 


WEDDING RINGS 





Gc. B. W., INC. 


10, 14 and 18K Ringe—Jobbers Only 


391 Mulberry Street Tel. Market 8380 
New York Office, 98 Nassau &t. 








Gold and Platinum Solders— 
“Clinton Alloys” 
For White, Green, Yellow Gold 


Refiners of Precious Metals 


Clinton Refining Co., Inc. 


81-83 East Kinney &t. Newark, N. Jd. 


Che HELEN MFG. C05 


475 WASHINGT ON_ST: 


GS « RS TINTING? 








Wefferling, Berry, Wallraff Co., Inc. 


Makers of 
FINE EMBLEMATIC JEWELRY 
Elght Rose Street 








M. ALEXANDER 


Manufacturer of 
GOLD RINGS 


Tel. Mitchell 1453 60 Columbia St. 





L. FRITZSCHE & CO., Inc. 


Manufacturers of 
Platinum and 14Kt. Gold Jewelry and 
Flexible Bracelets 
480 Washington Street 





Jewelers’ Settings and Soidera 
Refiners and Smelters 
INC. 


BAKER & CO., 





Murray and Austin Sts. 
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OLD ENGLISH SILVER 


! (AT WHOLESALE) 















| ANTIQUE JEWELRY 

| FURNITURE PAINTINGS 

| TEXTILES BRONZES 

| TAPESTRIES PORCELAINS 











Pair of Old English Silver Sauce Boats made in 
London, 1760, George III Period, by John Eaton. 


LEO ELWYN & COMPANY, "<. 


23 West 55th St. New York 



































FANCY SHAPE DIAMONDS Ee.” 4 


in various combinations of semi and completely set mountings Sol I St b rf ¢ | => —s 
4 " ee leg ) ‘ N's ‘ = é » 

Special Orders on Rings, F372 iy fe. Na “ae > Y 

— ae 





Bracelets, Brooches, Chokers, ete. 
PROMPTLY EXECUTED 


D.A I. JEWELRY MFE. CoO.. INC. 


Makers of FINE PLATINUM JEWELRY 


74 LAFAYETTE ST... NEW YORK 





















































Complete Stock of 
TIRALIN CREATIONS 


for your convenience during the Holiday Season 


FROM P T SER VEO EE | 


CROSS and BEGUELIN 


} 
| 
| 
WHOLESALE DISTRIBUTORS | 
15 Maiden Lane New York City | 
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HOUSE OF UADES’ * 


eatin MORTIMER B. KLING — 


> en ae 65 Nassau St., New York Amthyn, Com 


THE LARGEST CAINESE 


JADE NECKLACE { 


LINE IN AMERICA 


Carved, Uniform and Graduated 
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JEWELERS—34 DAYS TILL CHRISTMAS 
W ITH YOUR BUSY SEASON GOING STRONG 
JUST WHAT YOU NEED We Solicit Your Orders 
ORDERS FILLED PROMPTLY 
HAVE LARGE STOCKS ON HAND J . W. JOHN SON 
Not EVERY ITEM THAT’S MADE, BUT LVERW ARE 


SILVERWARE IS OUR SPECIALTY INCE 1869 
ORDER NOW 14. Maiden Lane 1 W. 47th St. 


No NEED TO WAIT NEW YORK 
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ESTABLISHED 1870 
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JOHN W. BLOCK 


Manufacturing Jeweler 


22 WEST 48TH STREET 
NEW YORK 


\) 


or 


j philly, 
C7 
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Y 
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Fancy Cut Diamond Jewelry 
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The BUYERS’ DIRECTORY 
Price One Dollar 


The Jewelers Publishing Corp., 239 W. 39th St.. New York 
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CHINESE GEMS CO. 


DIRECT IMPORTERS 


CHINESE JADE—CARNELIAN 
AMETHYST-—CORAL 
ROSE QUARTZ 


20 West 47th Street New York 
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Todds CALENDAR PENCILS 


Made in 14K Gold and Sterling Silver—Enameled 
Complete Catalog on Request 




















Wanted: Selling agents to the trade for all localities, except those already covered. 


EDWARD TODD & CO, Oe "ince 1950 Os West 34th St., New York 
































14x CosTuME JEWELRY IN THE MoDERN Move 


Genuine Stones Exclusively 


LAPIS LAZULI JADE TOPAZ 
CARNELIAN AMETHYST 
CORAL 
ROSE QUARTZ GARNET 


KRAMER and BICK 


MANUFACTURING JEWELERS 
37 MAIDEN LANE NEW YORK 
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Where Design 
Really Counts!! 


Such inviting glassware is this! A refreshing shade of rose pink 
with a decalcomania flower border in natural colors and coin gold 


edged feet and handles. 


Its appeal is irresistible—especially around holiday time when 
purse strings are strained, and the problem is to geta pleasing gift 
for as little as possible. 


Sample Barre] 
containing one-quarter dozen 
each of 6 items: 


No. 78 Nut Bow] doz. $24.00 $6.00 
No. 74 Octagon Candy Box " $24.00 6.00 
No. 300 3-piece May-Set ” $18.00 4.50 


No. 28 2-handled Salad ” $21.00 5.25 

No. 110 Handled Lunch Tray " $24.00 6 00 
No. 319 3-piece Sugar, Cream 

& Tray " $31.00 7.75 

$35.50 

I Barrel J.25 

Total $36.75 


° 


Order promptly so that your reorders, of which we are certain, 
will reach you in time for holiday selling. 


COX & COMPANY 
120 FIFTH AVENUE 
NEW YORK, NEW YORK 


EARL W. NEWTON 
310 W. RANDOLPH STREET 
CHICAGO, ILL. 


Imperial glass company 
BELLAIRE, OHIO 


The top border of the illustration shows the decoration in deta] 
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CHRISTMAS 
CANDLESTICKS 





SOR en Sa ctr s 
No. 2552 4! ins. High 
From an English Model. 1732 
We have many patterns. Both in modern 
design and in reproduction. They make very 


appropriate and acceptable holiday gifts. 


CURRIER & ROBY 


EXPERT SILVERSMITHS 
217 E. 38th ST. NEW YORK 














Keeping abreast 
with 
the times 


OVIES, radio, and other 

modern inventions re- 
sponsible for this high-speed 
civilization, make jewelry and 
accessories just as important on 
any Main Street in NEW 
MEXICO as on Fifth Avenue 
in New York City. 


It is only by maintaining close 
contact thru THE JEWELERS’ 
CIRCULAR that Jewelers away 
from fashion centers are able to 
keep properly posted on what’s 
going on in the industry at 
large, and by so doing, help 
themselves to get more jewelry 
sold right, and at a profit. 











November 21, 1929 
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DIAMOND JEWELRY 


The fineness of the stones—the perfection of the settings—the attractive 
designs and the rare craftsmanship combine to make our diamond jewelry 


possess that quality sought by the discriminating buyer. 
vv 


GOLDSMITH, STERN & CO. 


ESTABLISHED 1868 


136 West 52nd Street, New York City 


MANUFACTURERS OF GOLD AND PLATINUM JEWELRY 
IMPORTERS OF DIAMONDS AND WATCHES 





CHAUX DE FONDS 





AMSTERDAM 





CHICAGO PARIS 





LONDON 
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BUY Meu 


NEW YORK 









NEW YORK ... World Market Place . . . Serving the discriminating, and also the millions . . 
Facing the centers in Europe, close to all the world . . . With its smart shops and clever craftsmen 
. . . Fashion Center and Focal Point of a whole continent ... Shop in NEW YORK. 





ARTIFICIAL PEARLS 


Leys, CurisTige & Co. 
“Orienta”’ Pearls 


BADGES, EMBLEMS, MEDALS 


Dieces & Cuust, 15 John St., Medals, Cups, 
Badges, Class Rings, Special Order Work 


BALANCES, SCALES 


CurisTIAN Becker, INc. 
Balances (Diamond and Gold) 


92 Reade St. 


CLOCKS 


NormMAn M. Morris 542 Fifth Ave. 
Importer, Boudoir, Traveling Clocks, Watches 


Poott Crock Div.—Morse Prop., Inc. 233 
Spring St. America’s Most Accurate Timepiece. 


Henry Socnarp, 3 Maiden Lane. Importers 
of Fine Desk, Boudoir, Traveling Clocks 


CRYSTAL—COLORED GLASSWARE 


T. G. Hawkes & Co. 542 Fifth Ave. 


Decorated Crystal and Silver Mounted Crystal 
CHINAWARE 
Mappock & Miter, Inc., 39-43 W. 23rd St. 


**Royal Worcester China’”’ 


DIAMOND IMPORTERS AND 
CUTTERS 

BauMGotp Bros., Inc. 62 West 47th St. 
Diamond Cutters 

BirNBAUM Presset Co., INc. 62 W. 47th St. 
Diamond Cutters 

Cuas. P. Gotpsmitu & Co. 20 W. 36th St. 
Loose Goods, Mfrs. of Plat. & Dia. Jewelry 


Jewet-Gem Co., Inc., 145 W. 45th St., Lapi- 


daries & Importers of Diamonds & Other Stones 
SuimMan Bros. & Co. 234 W. 39th St. 
Diamond Imp., Mfrs. Plat. and W. G. Rings 
J. R. Woop & Sons 15 Maiden Lane 


Diamond Cutters, Jewelry Mfrs., Omega Watches 


DIAMOND JEWELRY 
C. V. DouGcHerty Co., INc. 7 W. 45th St 
Plat., Diamond, Seed Pearl and Jade Jewelry 


Morse Bros. 64 West 48th St. 


Diamonds and Diamond Jewelry 
Starcer & Sons, INc. 527 Fifth Ave. 
Finest Type of Platinum Diamond Jewelry 


65 Nassau St. 





FOUNTAIN PENS AND PENCILS 


Pen-O-Graruic Pen Co. 152 W. 42nd St. 
Mfrs. Combination Pens and Pencils 


NOVELTIES 

Victor E. Leperer 123-125 West 33rd St 

Adv. Souvenirs for Store Openings, Anivs., etc 

Max SInGeErR 9 Maiden Lane 
Specials in Jewelry Jobs and Novelties 


PEARLS 


Papazian Bros., Direct Importers, 2 W. 46 St 
Undrilled & Seed Pearls, Zircon, Jade, Coral 


PLATINUM CHAINS AND MESH 
Corsett & Bertorone, Inc. 74 W. 46th St 
Chains, Mesh, Plat. Cord, Watch Attachments 


PRECIOUS AND COLORED STONES 
R. J. BLuMENTHAL 65 Nassau St 
Jade for Manufacturers 
R. A. BrerpensacH 48 W. 48th St 
Diamonds, Precious and Imitation Stones 
Max DuraArrourc, Lp. 580 Sth Ave 
Synthetic Calibre, Ring Stone, Importers 
Jures Franxuin, Inc. 452 Sth Ave 
Pearls and Precious Stones 
ALFrep La Frantz & Co. 41 Forsyth St 
Jobbing Colored Stones, Cutting, Encrusting 
Max Natuan Co. Estab. 1886. 68 Nassau St. 
Pearls, Precious, Imitation Stones. Mail orders. 
Max Stern & Co. 17-23 John St. 
Importers of Ringstones of Every Color 
Supreme Stone Imp’t Co. 37 Forsyth St 
Encrusting, Jobbing Stones, Mail Orders Filled 
J. L. Warner Co.,” Inc. 36 W. 47th St 
Importers and Cutters of Precious Stones 


REAL STONE COSTUME JEWELRY 
AraAx Jury. Mrc. Co., Inc. 74 W. 46th St 
Real Stone, Costume and Seed Pearl Jewelry 
Asiatic Art Jewetry Co., Inc. 22 W. 48th 
Chinese Jade, Seed Pearl, Artistic C’t’me J’l’y 
Boyajyran’s Sons Co., Inc. 64 W. 48th St 
Seed Pearls and Art Jewelry Manufacturers 
InpIA JEWeELry Co., 307 5th Av. East Indian, At 
tique, Enameled, Gold, Silver, Real Stone J’l’y 
Jacoss & Lepov, 83 Canal St. Manufacturers 
Oriental Costume Jewelry, Special Order Work 
KERPEN BROTHERS 353 Fifth Ave 
Genuine Amber Beads & Amber Jewelry 
Mortimer B. Kiinc “The House of Jades” 
Necklaces, Costume Jewelry. 65 Nassau St 


REAL STONE GIFTWARE 


Avucust Dincetpgin & Son 551 Sth Ave 
Real Stone Ash Trays, Special Order Work 








PRECIOUS METALS 


Baxer & Co., Inc. 30 Church St 
Jewelers’ Settings and Solders 


Jounson, Matruey & Co., Inc. 233 B’way 
Platinum and Other Precious Metals 


REPAIRS FOR THE TRADE 


22 West 48th St. 
Repairers: Watches, Clocks; Timeology 


S. Hetrer & Co., 49 Maiden Lane 
Silversmiths, Jewelers, Platers, and Colorers 


Kine & Co., 40 John St 
Repairers, Silversmiths, Jewelers 


I. RosenBaum 36 West 47th St. 
Fine Jewelry Repairing—Special Order Work 


93 Nassau St. 
Repairers; Watches, Dials, Supply Material. 


SAMUEL BERNARD 


Factory P. TiecHe 


RINGS, RING MOUNTINGS 


DATTELBAUM & FRIEDMAN 1 W. 47th St. 
Manufacturers of Gold Rings and Mountings 


SEED PEARL JEWELRY 


EASTERN Peart Co. 64 W. 48th St., 
Mfrs. Seed Pearl Jewelry, Also Repairs 


SILVERWARE 


Dersy Sitver Co.s 10 Maiden Lane, World Re- 
nowned Hollow, Toiletware, Novelties, Pewter 


WATCHES—AMERICAN 


A.tPHEeus L. Brown 15 Maiden Lane 
Watches: Waltham, Elgin, Howard, Hamilton 


WATCHES—IMPORTED 


Cortesert Watcu Co., Watches and M’ts. 
M. Foerster & Son, Agency, 15 Maiden Lane 

Lussac Watcu Co. 12 John St. 
Importers of Swiss Watches of all prices 

A. Suaprro & Son 48 W. 48th St. 
Specializing in Men’s Platinum Watches 


I. TANNENBAUM Co. 121-123 Canal St 
Importers of Swiss Watches and Movements 


WATCH MATERIALS — TOOLS — 
JEWELRY FINDINGS 

Kriecer & DrRaAnorr, 10 W. 47th St. 
Direct Agents for Bulova Watch Material. 

Picxorr Bros., 56 Christie St. Am. & Swiss 
Materials, K.K., G.S. & Standard Crystals. 
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WINNING WITH 
TRIPLE HONORS 
THE PRIZEWINNER _« 
PRAISE-WINNER @ 
SALES-WINNER| 


CHARM 














HARM PATTERN has passed the 

final test. It's selling! Not just 
“average good” but with phenom- 
enal success. 


Charm cleared the first hurdle when 
eminent judges in the national com- 
petition for the ideal pattern ap- 
proved it for line and form. Charm 
achieved the second triumph when 
the votes of 15,19 hostesses deter- 
mined its choice for first award in 
the Prize Pattern Competition. 
And now—Charm is winning with a 
tremendous sales success that has 
lined up progressive dealers every- 
where to reap profits on this fa- 
mous Prize-Winning pattern. 














Write Sales Service Department 
Bridgeport, Conn. 


HOLMES & EDWARDS 












































“Something More Than Plate INLAT ID 


INTERNATIONAL SILVER_C( 
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meaning your wife, 
SIR ADAM, with the 
silver gift you give her 


Being one of Eve’s daughters her feel- 
ings and instincts are just as femi- 
nine as the curl of her hair or the 


curve of her mouth. 


So it’s simply feminine and natural 
that she should adore nice things. 
Pretty clothes, so that she looks nice 
to herself... and to you. A table 
that smiles and sparkles with radiant 
. and for 


silverware ... for her. . 


you, too. 


And being one of Adam’s sons you'll 





e > rat — 
, pe i NI 
ee 
UNDER $5 

+ Jelly Server $1.75 
Mayonnaise Ladle 2.25 
Cold Meat Fork 2.50 
Tomato Server 3.25 
Berry Spoon 3.50 
6 Coffee Spoons ..... Kas ..-. 37S 
Dessert Server wry : +--+. 4.25 


strive to please her. Especially at 
such a mellow season as Christmas. 
Perhaps she’s been struggling along 
resignedly, using a lot of old and ill- 
assorted silverware for 1,000 meals a 


year! No woman’s pride was ever 


——— 
$5 TO $10 
6 Oyster Forks $5.25 
6 leed Tea Spoons 6.00 
6 Butter Spreaders. . 6.25 
6 lee Cream Forke 6.25 
6 Saisd Forks ‘ 4 7.50 
6 Cream Soup Spoons 7.50 
6 Pie or Pastry Forks 8.50 


SALESROOMS NEW YORK, CHICAGO, SAN 





One Happy Crristmas Eve. 


INTERNATIONAL 


FRANCISCO 


_— 


made for that. But Christmas, and 
silver gifts, were made just to change 


the situation. 


Let your dealer show you the silver- 
ware to make your wife a happy 
Christmas “Eve” on Christmas day 

. and for long, long years to come, 
for 1847 ROGERS BROS. Silverplate 
is guaranteed without time-limit. And 
you needn’t be a Wall Street magnate 
to buy her 1847 ROGERS BROS.... 
even though it’s the finest of all silver- 
plate. For it’s really inexpensive . . . 


as the prices quoted, for your con- 


venience, on this page will prove. 


ERA HR GK) 


EO 


One advantage of 1847 ROGERS BROS. Silverplate is the 
range of patterns. You can find patterns to harmonize perfect- 
ly with any you have now. Patterns (left to right) Ancestral, 
Anniversary, Legacy, Silbouette, Argory and Ambassador. 


1847 ROGERS BROS: 





Gravy Boat and Plate |... . 
Double Vegetable Dish... 
Meat Dish, 16 inch... | 






A sparkling new booklet has been prepared, 
intensely interesting to anyone thinking of 
silver. It’s called “ WHAT THE WELL-DRESSED 
TaBLe Witt WEAR IN SILVERWARE” .. . and 
it’s yours if you simply address Dept. “E,” 
International Silver Company, Meriden, 
Connecticut, and ask for booklet M-23. 


Center Piece 
Pieces of 8, 34 pcs. in chest shown above, 43.50 
3-pe. Tea or Coffee Set ..- Ge 














CANADA: INTERNATIONAL SILVER COMPANY OF CANADA, LIMITED, HAMILTON, ONTARIO 





This Christmas-silver story will be told to millions of readers in the December issues 


of Ladies’ Home Journal, Good Housekeeping, Woman’s Home Companion, McCall’s, 


Cosmopolitan, Red Book, Vogue, Vanity Fair, House & Garden, Harper’s Bazar, Better 


Homes & Gardens, American Home, Farmer’s Wife, Household and Modern Priscilla. 


INTERNATIONATI 





SILVER CO. [@ 


1847 ROGERS BROS: 
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Lhe Lhanksgiving Dinner Lable 


Beautiful Silverware 1s as Much a Part of the Occasion in the Opinion of the 
Discriminating Hostess as Is the Bountiful Feast 


¢ HANKSGIVING DAY is the one American holiday 

dedicated to that most neglected of arts in this 

country—dining. Regardless of whatever else you 
may do on this day—attend the theater or a football game 
or a concert—it seems incomplete unless it contains a 
festive Thanksgiving dinner. Preferably a family dinner, 
for this is the great occasion for strengthening family 
loyalties, for gathering the clan around the ceremonial 
board; yet, to be strictly in keeping with the American 
tradition, it should also be shared, pilgrim-fashion, with 
outsiders. 

To the average Thanksgiving hostess of today this 
matter of how the dinner is served has become far more 
important than the dinner itself. What is most likely 
to inspire gratitude in the heart of a Thanksgiving hos- 
tess nowadays is the knowledge that her dinner table is a 
joy to look at; that the blending of the colors in the 
centerpiece and china and crystal is perfect, and that her 
linen and silver are beautifully decorative. For this is a 
matter which still remains an individual problem for 
women all over our 
broad land—a matter 
in which they may 
still show their skill 
and ingenuity and 
good taste even if 
their pies are now 
standardized, their 
cranberries canned, 
and their’ sherbet 
frozen by electricity. 

Strictly speaking, 
t he Thanksgiving 
dinner is not a 
formal dinner — not 
if we can prevent it 
by creating the right 
atmosphere of inti- 
mate and _ friendly 
gayety—but, because 
it is a special occa- 
sion, it seems to call 
for rich formal ap- 
pointments. That is, 
usually a_ full-sized 





Silver and glass setting for a conventional dinner table 





































dinner cloth is used instead of runners and doilies; indi- 
vidual service plates of silver are laid at the various covers 
for the first two courses, and butter plates may be left off. 

On the other hand, hors d’ceuvres are usually passed 
at the table instead of being served beforehand in the 
drawing-room, the turkey, brought in on a huge silver 
platter, is carved by the host, and the pie (for of course 
there must be pumpkin pie) is also brought in—prefera- 
bly in a silver holder with a knife to match—and served 
by the hostess. 


TABLE setting, but not the one illustrated, may 
be done in red and yellow, which are most appro- 
priate for Thanksgiving. For a centerpiece there can be 
low silver bowl containing a round mass of small red and 
yellow chrysanthemums, with a border of dark red autumn 
leaves, and it is this dark red of the leaves rather than 
the henna red of the chrysanthemums which is to be our 
chief color note. 

At each side of the centerpiece, may be a low square 
silver _ candelab- 
rum, containing two 
tall dark red candles; 
for this dinner is to 
be in the evening or 
perhaps on a dark 
snowy Thanksgiving 
afternoon when 
candlelight will be 
entirely appropriate. 
The service plates 
are of silver. The 
water tumbler and 
two wine glasses 
above and at the right 
of the service plate 
are of garnet glass, 
and one of them—the 
wide champagne glass 
—is soon to be filled 
with golden-colored 
cider. 

On top of the ser- 
‘ vice plate is the mono- 
gramed oblong of 


a) 

















The flavor and fragrant perfume 
of coffee for the Thanksgiving din- 
ner are brought out best by the 
beauty of its attributes. Fit for 
the hands of kings and queens or 
those who love the aristocratic per- 
fection of silver, this coffee set of 
French inspiration, with candle- 
sticks to match, is suggestive of 
our national holiday festivity and 
matchless as a gift 












white damask napkin, and to the right are a dinner knife, 
a soup spoon and on the cutside a fruit spoon, since the 
first two courses are to be grape fruit and cream of to- 
mato soup. At the left of the service plate is a dinner fork. 
No other fork appears, because there is to be no entree, 
and a salad fork will be brought in with that course. 
An observant guest would immediately note with pleasure 
that our central candelabra were of the same design as 
the sterling flatware. 


7 E are serving stuffed celery and California ripe 
olives instead of foreign hors decevres like the so- 
very popular caviar, and there is stationed at the left-top 
of each service plate a small square silver individual salt 
dish with a tiny silver spoon, most convenient for celery. 
Now, the soup course is over, and the turkey is delivered 
on a silver platter, and a large steel carving knife and 
fork with silver handles are placed firmly before the host. 
With the greatest appearance of ease which he is far from 
feeling, in view of the skeptical glances upon him, he 
inserts the carving fork across the breast bone of the 
proud bird, and, since this is to be a sample-perfect 
dinner, carries the carving to a graceful conclusion. 
Experience has shown the wisdom of providing a second 
smaller silver platter to which each piece of the bird may 
be transferred as it is cut off. Then when the platter is 
full it may be passed to the guests in turn, who meantime 
have been served with vegetables. The turkey stuffing 
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The subtle simplicity of the silver 
pitcher and goblet is admirably 
brought out by the dark shining 
wood of the sideboard and strikes 
a rich and lovely note in the 
Thanksgiving dining room. The 
bowl containing fruit is also sug- 
gestive of the occasion and makes 
an attractive ensemble and adds a 
spot of warm color 


may also be transferred to a serving dish and served 
separately from the turkey. Baked corn pudding and 
creamed onions are passed in silver casseroles at this 
dinner; sweet potatoes in a round silver vegetable dish, 
and cranberry jelly with its dark red satiny finish is 
placed on the table in a golden-amber glass bowl. Small 
dinner rolls are passed on a silver bread tray lined with a 
lace doily, says a writer for the National Jewelers’ Pub- 
licity Association. 


_A LARGE round pumpkin pie in a silver holder is 
e now brought to the hostess to be served, and with 
its coming, two silver dishes of nuts and raisins are passed 
around. The nuts are unshelled, so individual nut-crackers 
are provided. For a rather heavy dinner of this kind, a cool 
sherbet is often a very welcome finis, and the one we are 
serving looks especially delectable in the form of a golden 
mound in a dark red crystal sherbet glass. With it, the 
hostess serves coffee in small silver cups; cream and sugar 
are passed to the guests in silver jugs on a silver tray, 
and two silver cigarette humidors, each containing in 
separate compartments three different brands of cigar- 
ettes, are placed on the table, together with two silver, red 
enameled, table lighters. So we leave the guests around 
this Thanksgiving table in the best of humors. 

Our next Thanksgiving table is for a large formal 
dinner to which quite a number of guests are invited. 
(Continued on page 69) 
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The Ponte Vec- 
chio, where many 
Florentine silver- 
smiths have their 
quaint shops. 
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There the tourist 
never fails to find 


unique gifts for 
the folk back 
home 


Lhe Silversmiths of Florence 


Unique Style and Craftsmanship of Old Florentine Workers 
Maintained Up to Present Time 


¢ HE Florentine silversmiths were the subject of an 

interesting article in the Manchester Guardian, 

republished in the New York Sun recently. The 
author described the product of these people as sui 
generis, stating that from almost the beginning of 
the city’s life the silversmiths of Florence have been 
famous for the skill and imagination displayed in their 
work. By no means a democratic community, they 
herded together, and even today the more important cling 
to their charming higgledy-piggledy cabins on the Ponte 
Vecchio or the Via San Jacopo. The article continues: 

“They say Sandro Botticelli passed a few months of 
apprenticeship at Florence, working passionately as a 
silversmith on girdles and brooches until growing sud- 
denly jaded he threw over his work and announced to 
his indignant father that he intended to be an artist. 

“In retribution for such desertion the modern crafts- 
man steals his ideas, borrowing a group of cherubs from 
his pictures to enrich a fruit stand, or the flowers from 
the Primavera to string into a necklace for an American 
girl. But, of course, the man who most influenced the 
silversmiths and left his imperishable stamp on their 
work is Benvenuto Cellini. 

“Like all the arts and crafts in Italy, Florentine silver 
is peculiar to the city and is not imitated elsewhere. I 
have searched every shop in Venice for a paperknife, 
embellished with the Roman wolf, that is a commonplace 
in San Jacopo for a few shillings, to be told it could be 
made as a favor in a fortnight for a pound. On the 
other hand, the Venetian seventeenth-century silver 
finger bowls are absolutely unique and a sheer joy. 

“The marvel is how the workmen get through their 
orders in such cramped quarters. Certain shops have 
had a couple of rooms knocked into one, but in most 
cases it is impossible to expand unless one drops into 
the Arno. A workroom might be hired in another quar- 
ter, but the shopkeeper knows he would lose on the 


transaction, for the prospective buyer finds an inde- 
scribable fascination in gluing her nose to the shop win- 
dows and watching Medusa’s head miraculously rising 
from a scrap of silver. Besides, the craftsman is an 
artist who responds to admiration, and there is no scamped 
work, no rushing out for the stimulus of black coffee or 
chianti while the excited chorus of adulation continues. 
“Discussing the situation with a proprietor whose 
trade was mainly wholesale and whose window was the 
size of a postage-stamp, I was invited to see mass pro- 


duction. The workroom was at the signore’s private 
residence, set in a huge garden protected by thick, 
studded oak doors. With a flourish I was _ ushered 


through maze of kittens, doves and puppies playing 
amicably under the cherry trees. ‘Ecco ze workrooms!”’ 
beamed the signore, and 12 workmen rose to greet us 
from a fair-sized room that might have been a wash- 
house. “Oleasale, grosso,” the signore purred, but though 
the premises were not inspiring the amount of work 
and the quality were impressive for so few craftsmen. 


66 OR subjects the silversmith has a habit of lifting 

cunning little bits from the famous pictures in the 
Uffizi and the Pitti galleries. Very fascinating are the sil- 
ver forks and spoons done in the Benvenuto Cellini style, 
where sprays of fruit or garlands of flowers form the 
bowl, while the handle is topped by one of the Bambini 
from the foundling hospital or a Florentine lily. The 
coat-of-arms of the Medici, the bronze horse of San 
Marco, the three legs of Sicily and the famous bronze 
boar all suggest ideas for corks for wine bottles, paper 
weights, asparagus servers and a dozen charming trifles 
that cost so little and yet are so perfectly executed. It 
does not seem to matter how they juggle with the cen- 
turies and the styles. The cigarette-box may have sev- 
enteenth century silverwork, while the picture may be 
Bouchet, Raphael or Van Dyck.” 
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Clear Skies Follow the Storm 


ITHIN the last few weeks the business world 
y y of the country has been tried in the balance 
and has not been found wanting. Our busi- 
ness structure has proved to be on a solid and perma- 
nent foundation—even more so than most of us be- 
lieved. The psychological panic that followed the re- 
cent break in the stock market, in former years 
might have wrecked or, at least, retarded the business 
structure of the country for many months to come 
but, today, it has passed with but a ripple, here and 
there, in the sea of progressive business. The men 
and women of this country have learned, to their de- 
light, that irrespective of the flights of the stock mar- 
ket by artificial inflation and deflation, the business of 
the country has been built up on a solid economic 
foundation and that this structure can withstand 
without injury the tempests, cyclones or upheavals in 
the world of speculation. 

A careful survey of the jewelry trade by THE 
JEWELERS’ CIRCULAR has proved that not only were 
the vast number of rumors and surmises in regard 
to the effect of the stock market crash upon our in- 
dustry untrue, but that, on the other hand, the funda- 
mental condition of the jewelry trade throughout 
the country, as a whole is, today, as good or better 
than it has been for some time; that a good Christ- 
mas and holiday business is in prospect and that our 
enterprising merchants will, at the end of the year, 
be able to look back on 1929 with satisfaction and 
contentment. 
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The attitude of our leading merchants and the lead- 
ers of the industry in the manufacturing, wholesal 
and importing trade, has been both courageous and 


admirable. Without being blind to the dangers that 
might result from a stock market crash such as we 
have gone through, they have kept their heads, used 
common sense and judgment and prepared to “carry 
on’ no matter what conditions might arise. But the 
industry has withstood the shock despite the dark 
predictions of the newspapers and business experts 
in other lines, who believed that the luxury industries 
would be those that suffered most. 

With the clearing skies, we see no casualties but, on 
the other hand, see an industry that has buckled down 
to serious business and is better able to carry on than 
ever before. The reports received from correspon- 
dents of THE JEWELERS’ CIRCULAR are so universally 
encouraging that it would be almost a waste of space 
to publish these in detail, but we do give space in 
another column to a careful investigation of the 
jewelry industry just made by R. G. Dun & Co., and 
published in the last number of Dun’s Review. This 
indicates (and probably much to the surprise of those 
who made the investigation) that not only has the 
jewelry trade withstood the crisis, but the jewelry 
sales throughout the entire country since the stock 
market collapse have not only shown an increase but 
the demand is better than it was a year ago, with a 
good holiday trade in prospect. 

With the storm over, with the new attitude of the 
public, with our business structure proved stable and 
solid, the retail distributor, today, can go ahead with 
faith and confidence and his motto should not be, as 
expressed in some quarters, ‘““Business As Usual” but 
“Business Better Than Usual.” 





Silver Always in Demand 


HE American people have always been a silver- 
‘" loving nation. In fact, from the earliest times 

when the settlers on the Atlantic Coast had to 
live in a crude and primitive way, go without many 
of the so-called luxuries used by the people in Europe 
and fight for their livelihood under most primitive 
conditions, silver was even then to be found among 
their most cherished possessions. As towns and 
cities developed, silver became more common among 
those able to afford it and the love of the beautiful 
white metal came down through their descendants. 
The first silver of the Colonies was undoubtedly of 
English workmanship and the influence was felt for 
some time because many of the English pieces were 
copied by the silversmiths who came to New En- 
land in the early days to ply their trade. But the 
spirit of the new world soon influenced the craft and 
American Colonial silver developed artistic charac- 
teristics and beauties of workmanship of its own that 
today are the delight of connoisseurs and collectors. 
The early American silversmiths showed themselves 
to be men of intelligence, taste and often men of great 
standing in the community Many were notable en- 
gravers of prints, book plates, works in copper and 
experts in other lines and their force and character 
stamps their individuality on their product. 
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It is on this foundation that American silversmith- 
ing developed. Even in later days as hand work was 
succeeded by machine work, American silversmithing 
retained individual characteristics that have made the 
product appeal especially to the people of this coun- 
try, and even at the time when Europe was much 
better equipped to supply silverware to the country, 
our American silversmiths had a hold that could not 
be broken. As the industry developed over here, the 
same characteristics were maintained so that in good 
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chants. “What troubles me,” says the inquirer, “is 
that this customer is still a wholesaler and does a 
regular but small wholesale business. Also his or- 
ders for my goods amount to much more now than in 
past years when he sold to dealers only. Can I legal- 
ly refuse to treat him as a wholesaler in view of the 
enormous size of his orders?” 

We cannot see that there is any question of the 
manufacturer’s right to refuse to deal with such a 
customer on any of the grounds mentioned. If he 


times and bad, our Amer- 
ican silver has_ spread 
throughout the country 
until nearly every family, 
today, possesses at least 
some if not many, speci- 
mens of the work of our 
silver craftsmen and man- 
ufacturers. Silversmith- 
ing is one industry at least 
where the American man- 
ufacturer has a hold upon 
the people at large that 
cannot be broken by his 
European competitor. 

As time goes on, the 
beauty of American silver 
and the desire to possess 
it, has spread through 
every phase of our social 
life until, today, the deal- 
er in silverware appeals 
no longer to the people of 
culture, refinement and 
wealth alone, but practi- 
cally to every class of cus- 
tomer that may enter his 
store. 

With this foundation, 
the retail dealer in silver- 
ware has always the op- 
portunity to develop busi- 
ness in this line. He does 
not have to create the de- 
sire for the product for 





In the Interests of Accuracy 


WING to the many silly questions pro- 
pounded to us by newspapers and mer- 
chants alike, THE JEWELERS’ CircULAR wishes to 
announce: 
IT IS NOT TRUE, 
That Piffany & Co., have sold out to Rears 
Soebuck. 
iT IS NOT TRUE, 
That J. T. Horgan jumped from the Hoboken 
Ferry. 
IT IS NOT TRUE, 
That the Great National Silver Co., has trans- 
ferred all its activities to making soap bubbles 
for the American Clay Pipe Co. 
IT IS NOT TRUE, 
That TeDeers Diamond interests have sold 
out to F. W. Woolworth. 
IT IS NOT TRUE, 
That the Anti-Saloon League has taken a 
drink. 
IT IS NOT TRUE, 
That Santa Claus has committed hari-kari. 
BUT IT IS TRUE, 
That Uncle Sam is in business; that the solid 
foundation of our business world has been 
proved by the acid test; that the jewelry trade 
is in for a good normal holiday business and 
that the people of the country are preparing 
for a real Merry Christmas in this year of our 


deals with wholesalers 
only, this dealer is with- 
out the field covered by 
his policy. In fact, if the 
business done at retail is 
larger than done at whole- 
sale, this dealer can be 
properly classed as a re- 
tailer and treated as such 
ethically and legally. As 
the Supreme Court of the 


‘United States well said in 


the famous Mennen case: 

“Whether the buyer is 
a wholesaler or not does 
not depend upon the quan- 
tity he buys. It ts not the 
character of his buying but 
the character of his sell- 
ing that marks him as a 
wholesaler. A wholesaler 
does not sell the ultimate 
consumer.” 

The Court, in this case, 
was determining the 
status of mutual or coop- 
erative concerns who 
boughtin quantity 
through a central agency, 
and sought to establish 
the status of such agency 
as a wholesaler; but the 
reasoning of the court is 
equally applicable to any 
one who seeks to be treat- 
ed as a wholesaler. The 





this is already in the mind 
of his customer. All he 
has to do is to cultivate it 


Lord 1929. 





manufacturer, in. deter- 
mining to whom he will 








by proper appeals to senti- 

ment and good taste, by stressing its association 
with class and beauty, and continually sounding the 
note that tells of satisfaction in possession. Silver 
is a line that not only brings satisfaction to the cus- 
tomer who buys but to the merchant who sells. It is 
a line that the jeweler can never afford to neglect. 





Status Determined by Selling Policy Only 


MANUFACTURER who claims that his policy 
A is to sell to wholesalers only writes to ask if 
he can consistently, ethically and legally refuse 
to sell to an old customer who, he says, is now doing a 
retail business through his catalog that amounts to 
much more than the business done with retail mer- 


sell, can and should base 
his conclusions on the character of the business done 
by the customer and not the amount of merchandise 
ordered by him. 





Do Not Put Correspondence in Packages 


N [ “oeen greatly anno and wholesalers who have 
been greatly annoyed by having to pay first- 
class postage on articles from customers sent 

to them by parcel post, have urged that we call to 

the attention of the trade generally, the fact that par- 

cel post or fourth class matter may not contain any- 

thing but merchandise, and that when instructions, 

bills, communications or letters are inclosed, the re- 
(Continued on page 87) 
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“Reflection” display supplied to jewelers by well- 
known silver manufacturer 


do not in their own right own some silver article, 

from the babe in the cradle to the oldest inhabitant. 
This proves, for one thing, that every person of buying 
age is a prospect for the jeweler who wishes to sell more 
silver. Silver is a universal need. 

With the world for a customer, 
jeweler sell more silver? 

There is only one answer—he has not yet made the 
most of his opportunity. He has not taken his wares, 
figuratively speaking, to the possible customer. The 
jeweler in the city has thousands of such prospects, while 
the jeweler in the smaller communities has literally hun- 
dreds of prospects. And what is more, every sale of silver 
makes it possible for the jeweler to sell more silver to the 
same people. The more silver we sell this year the more 
we will be able to sell next year. 


FT aon are few persons in the United States who 


why does not the 


N an address by Carl N. Schmalz, assistant director, 

Bureau of Business Research, Harvard University, be- 
fore the American National Retail Jewelers’ Association, 
in session at Cleveland Sept. 18, he made the statement 
that: 

“The jewelry trade, taken as a whole, is doing only an 
indifferent job of merchandising. There appears to be 
great need for improved merchandising methods and for 
a more alert point of view.” 

This conclusion is not merely a snap judgment of the 
trade, but is drawn from a careful study of statistics 
during a decade of research. 

Earlier in the year a trade paper serving the depart- 
ment store trade made a research into the merchandising 
methods used by these stores in selling silverware. One 
of the questions asked in the questionnaire was, “How can 
department stores best overcome the natural advantage 
of jewelry stores in selling silverware?” 

Answers to this question tended to show a belief that 
the best method of getting more silverware trade was to 
“trade up” and sell better qualities of silver. But the most 
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The Jeweler’s Advantage Over Others 
In Selling Sterling Silverware 


bie 4 


By A. E. E. 


surprising conclusion gleaned from a majority of the re- 
ports was that the jeweler has no natural advantage over 
the department store. This conclusion is based on the 
fact that the department store has the “traffic,” a constant 
stream of possible buyers passing through its depart- 
ments every day. 


T may be interesting to state that it was found that 

the most common division of the types of silver sold 
was 75 per cent flatware and 25 per cent hollowware. It 
was conceded that sterling silver is not easily or rapidly 
sold in any type of department store, yet it was found 
that one of the stores reporting sold sterling exclusively. 
Eighty-six per cent of the silverware sold in the average 
department store is plated, and 14 per cent sterling. The 
stock-turns ran from 1.5 to 2.2 times a year, with mark- 
ups ranging from 33 1/3 per cent to 50 per cent of the 
selling price. Eighty per cent of the stores reported a 
departmental mark-up of 40 per cent or more. Stores re- 
porting satisfactory profits have mark-ups of more than 
40 per cent, while those reporting “unsatisfactory profits” 
had a smaller mark-up. 

The facts quoted in the foregoing have a bearing on 
“How the Jeweler Can Sell More Silver.” They show him, 
to some extent, just what his competitors for the silver 
business are doing, and how they are progressing. This 
knowledge gives the jeweler an advantage in making his 
plans for getting more business. 

For instance, we find that the greatest competition to 
be met is in flatware and plated ware. The least compe- 
tition is in sterling silver. It is also apparent that the 
department store has little advantage over the jeweler in 
price, and in net returns, although the stock-turns ob- 
tained are double that usually obtained in jewelry stores. 


CT~HE very fact that a study of the silverware trade in 

the department store trade was made is significant. It 
is obvious from the questions asked that the jeweler is a 
real competitor, an active opposition. This being true 














November 21, 1929 


without any concerted effort on the part of jewelers to 
sell more silver, how significant it will be if more jewelers 
redouble their efforts to get more silver sales. 

The jeweler has a natural advantage over the depart- 
ment store because of his prestige and standing in the 
community. The struggle of the jeweler to preserve his 
reputation for selling quality merchan- 
dise has not been in vain. His integrity 
and prestige give him a very natural ad- 
vantage over other stores in -handling 
silverware of superior quality, whether 
plated or sterling. 

The department store operator may 
strive to belittle this natural advantage, 
and he may believe that the advantage of 
“more traffic’ in his store is of more 
value, but the fact remains that the 
jeweler is in on the ground floor when 
it comes to handling silver. But if he 
wants to keep his feet solidly on that 
floor, he must step out with a more 
aggressive effort to sell more silver. 


ONCLUSIONS to be 
the foregoing are: 

1. Every person in the United States is a prospective 
customer for the jeweler who pushes silves. 

2. The jeweler has an advantage over all competitors 
in selling silver. 

3. The jeweler is not taking advantage of the oppor- 
tunities presented by the facts given in 1 and 2. 

As a matter of fact, the jeweler is much too reserved 
in his business methods. Hedged in by age-old customs 
and restraints, he depends altogether too much upon his 
reputation and prestige to bring him business. In a com- 
petitive world of business the individual must be competi- 
tive, or competition will bury him alive. 

Let us face the facts like men. Our business is not in the 
prosperous condition it should be. We are letting other 
lines of business absorb every bit of additional prosperity 
the nation gains. What are we to do about it? Are we 
to drift along as in the past and eventually slow up? 
For we are slowing up and should recognize it, whether 
we know it or not. (That is the view of more than one 
jeweler.) Or are we to adopt the methods other mer- 
chants have found to bring them business? 


drawn from 


OME jewelers have turned to side lines to secure more 
business. Others have gone in for the installment 
business. Many are reaping the rewards of a determined 
effort to succeed in both of these spheres of business. But 
it is theoretically true that the same amount of effort with 
the legitimate jewelry lines, silver among them, would 
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Dimensions of the “Reflection”’ dis- 
play 
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prove equally successful with more aggressive methods. 

More silver can be sold if the jeweler will only get down 
to the ground instead of staying up in the air. People 
will buy silver according to their need and their ability 
to pay if the jeweler will only take the silver proposition 
to the people as he should. 

Silver is both a luxury and a necessity. 
It is a work of art and a utility. What 
a range of appeals the jeweler has at 
his command in order to reach the silver- 
minded purchaser: 

What should be done to sell more 
silver? First thing, the retailer jeweler 
should settle upon a definite policy of 
handling silver. His local standing as a 
jeweler will, to some extent at least, de- 
termine whether he will concentrate on 
selling sterling or on plated ware. 
Whether he will strive to reach one class 
of customer alone or all classes. Once 
this is definitely settled, he should stock 
up well in the lines he wishes most to 
sell. Goods cannot be sold by catalog 
nearly as well as from a well assorted 
stock. 

The next thing he must do is to advertise silver. And 
what a rousing advertising campaign he can build around 
this department of his business alone! 


ILVER is an all-year-’round item. It may have its 

seasonal demands, but it is salable every day in the 
year, and it must be merchandised with this every-day 
demand in view. 

And window displays! Not merely collections of silver 
articles, but real selling expositions. No overcrowding of 
windows, but showings of related items, sets and single 
show pieces. 

In a recent catalog of table silverware over 150 sepa- 
rate kinds of items were listed, ranging from “A” for 
almond spoon to “W” for waffle server. Teach the people 
to use more kinds of silver articles in their table service. 
Show them the difference between an ice cream spoon and 
a toast fork, between a butter spreader and a table knife. 

The jeweler must believe in the goods he sells. He 
must believe that the more silver he sells, whether good 
plated ware or sterling, the more service he is rendering 
his customers. 

And do not forget the wedding silver! Or the Christmas 
gift of silver! 

Progressive manufacturers are offering the jeweler 
very effective selling helps of which he indeed should 
take advantage. Use their window displays, booklets, 
folders, etc., and the turnover is bound te increase. 
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Another attractive display supplied to jewelers by well-known silver manufacturers 
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Alternate Specialized Selections of Items With General Selections 
For Good Results in November and December 


By Guy Hubbart 


HEN buying activity 


picks up normally as it 


does from Nov. 15 to Dec. 24, care in utilizing 


newspaper space is 
jewelry retailer. 


vital importance to the 


First, if space is not used with skill and judgment cost 
of advertising will run unusually high; for the competitive 
situation, with Christmas in the offing, requires not only 


good sized space per insertion 
but frequent insertions. 

Second, a large percentage 
of the year’s total volume, for 
the average store, comes in 
between now and Jan. 1. 
And profitable selling de- 
mands that a steady flow of 
business be maintained in all 
sections of the store’s mer- 
chandise stocks. Otherwise 
profit made on quick selling 
and wide-margin-of-profit ar- 
ticles will be lessened or lost 
on slow movers and small- 
margin items. And, inciden- 
tally, excessive markup at 
peak selling periods, while it 
seems to work, does harm in 
the end, for customers are be- 
coming more and more value- 
wise as time goes on. They 
demand the best for the 
money and all they can get 
for the money. It is better 
to gage holiday values with 
the object of building future 
business as well as making 
immediate sales. 


EWELERS who can sell 
150 items a day (from 


stores, women’s specialty stores, mail order houses, de- 
partment stores and gift shops. Even if this refers only 
to the smaller and popular novelty items it affects the 
number of customers and the number of transactions the 
distinctly jewelry store can get in a day or a week, at 
Christmas or any other time. 

2. In the average jewelry store stock each division now 


Outline of Space and Price Schedule for Novem- 
ber-December Advertising 


(Example based on 


newspaper circulation of 


30,000 and 12-day schedule, one ad every alter- 


nate day.) 
Days 
1. Feature rings today. 
3. Run general ad next. 
5. Feature handbags 
next. 
. General ad next. 
9. Feature novelty 
jewelry. 


11. General ad next. 
13. Feature something. 
15. General ad. 

17. Feature something. 
19. General ad. 

21. Feature something. 
23. General ad. 


Price range examples 
jor rings: 


Che sr ......5..5150 
C3 ee eee 75 
CS) 50 
One PINP 2.x sce 25 
Price total .......$300 


Price range example 
for general ad: 


One item ........ $250 
CS 100 
me BOM ..6.ces. 20 
Five items ($2).. 10 
Price total ...... $380 


Notice that price total for rings for one day’s 
space is $10 per 1000 of circulation; and for 
general ad it is $12.60 per 1000 of circulation. 

Space can be any size, but the best relation is 
five inches per item for each ad on the average 
for specialized ads and four inches per item for 


general ads. 


now until Jan. 1) at moderate but real profit are better 
off than those who sell only 50 items a day at very large 


profit. 


There are two basic reasons why this is a sound view- 
point, regardless of the traditional idea in jewelry mer- 
chandising that certain items carrying high markup must 
always support smaller sales units and smaller profit units. 


These are the reasons: 


1. Many items of jewelry once confined largely to the 


jewelry store are now sold through other outlets—drug 





in three of them a set of items from a single stock such 
as three watch items, three silverware items or, as in the 
chart example, three ring items. By featuring is meant 
devoting the bulk of the day’s space to the three values, 
rings or whatever, so as to give the ad a definite show- 
ing. Other items may be included in the space but should 


not dominate it. 


The idea of the single item feature is twofold. First, to 
emphasize one line of stock and several values of it so 
(Continued on page 49) 


carries a greater variety of 
items than was once the case. 
For example, whereas a store 
used to carry perhaps two 
lines of watches and not more 
than six to eight kinds to the 
line it now carries four to six 
lines and several values to the 
line. And so on through other 
stocks. Multiplicity of items 
amounts to a stepping stone 
in one direction and a stum- 
bling block in another direc- 
tion; increased chances to sell 
due to wide selection; heavy 
stock due to variety per line. 
Advertising properly ap- 
plied can turn this situation 
to a distinct advantage and 
the following rule illustrates. 
both the advantage and the 
best method of applying it. 


Big Season Advertising 


Us No. 1 for jewelry 
» store advertising when 
buying activity is high: Fea- 
ture several items of one 
stock at four to six price 
ranges at least three times 
out of six. That is, if six ads 
are run in 12 days, feature 
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121 


This is the new retail jewel- 
ry establishment of A. Simon 
& Sons, the oldest credit 
jewelry concern in Philadel- 
phia, Pa. The window dis- 
plays are always timely and 
these are reinforced by di- 
rect and indirect advertising 
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Below a massive electric sign 
are two large show windows, 
one on either side of an 
arched entrance. At the left 
is shown the layout of the 
store interior, which has spe- 





cial show cases and wall 
cases. The floor is of heavy 
terrazzo. 


Philadelphia’s Oldest Credit Jewelers 


By J. R. W. 


MOVE northward of only a few numbers was 

a notable step taken by A. Simon & Sons, 

Philadelphia’s oldest credit jewelry house, 
which for over twenty years was located at 135 S. 13th 
St. The new address is 121 S. 13th St., which is the south- 
east corner of that street and Sansom St. In its new 
location the firm has one of the most beautiful, most effi- 
cient and convenient retail jewelry stores in the East. 
The new move brings the House of Simon even closer to 
the geographical center of the business district, within 
easier access to trains, trolley and bus lines. 

Below a massive electric sign are two large show win- 
dows, one on either side of an arched entrance. In addi- 
tion to these windows is another large window on the 
Sansom St. side of the store. The beauty of the lighting 
effects and of the display stands raises these windows to a 
unique standard. 

Equally as beautiful as the windows are the interior 


fixtures of the store, which are all of American walnut. 
There are special show cases and wall cases, all beauti- 
fully and efficiently lighted. The walls are panelled, as 
are the interior offices. The floor is of heavy terrazzo, at- 
tractive in color, resilient and lasting. With the store 
there is a well lighted, ventilated and fully fitted base- 
ment. Both store and basement are equipped with the 
latest protective arrangements. 


Simon, the founder of the firm, who took an active 
interest in the ‘business up to his death in 1925. He 
founded the firm early in the century at 135 S. 13th St., 
where he made an instant success. Since 1925 the busi- 
has successfully progressed under the persistent 


IT N the rear of the store hangs a picture of Abram 


ness 


labor of his sons, Jay, Saul and Daniel. 
These young jewelers have a very definite policy aimed 
(Continued on page 94) 
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Energizing the Christmas Copy 


Timely Selling Sug 


By Robert F. Nattan 


” 


once a good stimulating letter to a well- 
chosen list of patrons featuring a varied 
assortment of “gifts for all and at prices 
An idea for a letter 


HRISTMAS only weeks away. 

Hence every minute should be used 
advantageously, in to make the 
Christmas turn-over satisfactory. If you to suit every purse. 
have not already done so, send out at of this kind is this: 


The adjoining an- 
nouncements by 
Geiger & Ament, 
Louisville, Ky., 
abound in timely 
gift suggestions 


The ads are con- 
fined to sugges- 
tions for Mother 
and for Dad. 
These sugges- 
tions are appro- 
priately chosen 


At the top of 
the announce- 
ments are two 
lines stating that 
the average read- 
ing time of the 
message is sixty 
seconds 
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hee FRIEND: 

“The spirit of Christmas is already 
quite perceptible and you will profit 
in many ways by making your purchases 
early. 
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Useful, lasting, appreciated gifts 


Gifts are _ fea- 

tured for Mother 

from $1.50 to 

$1,000, and gifts 

for Dad at the 

same range of 
price 


Quality is strong- 

ly featured, and 

the advertisers 

show the desira- 

bility of getting 

lasting satisfac- 
tion 


“Bargain gifts,” 
the ad states, will 
be recognized, 
which, of course, 
will be prejudi- 
cial to the giver 
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have been carefully selected by us this 
year at prices to suit every purse, for 
father, mother, brother, sister, sweet- 
heart; for the boy or girl in school and 
even for his royal highness, the baby. 
So you will not be disappointed by com- 








LOVELY 


CUFis 


That Endure 


HOOSING appropriate gifts “they will 
¢ like” 1s enjoyably simple master 
ors are gener- 

ously laden with scores of beautiful 
eadurimg, worthwhile gifts—and the prit: 


complete! Then, ton, the 


DIAMGNDS 
SILVERWARE 
WATCHES 
And « Rich Varvety of Nove) Gifts 
F STREET AT ELEVENTH 











Conservative 


ing here in search of just the right gift 
at the right price. 

“Our show window is all aglow with 
sparkling gems and rich pieces of 
jewelry, wrought in the most artistic 
and pleasing designs. Useful gifts for the 
home—silver, clocks, lamps, etc., are also 
to be found here at a variety of prices. 

“Drop in at once and see the result of 
some real hard work in endeavoring to 
secure appropiate Yuletide gifts at mod- 
erate prices.” 


EVERTS 
HAPPINESS 
WEDDING 

RINGS 


Preferred by Brides of 
Dallas and the South 
for over three decades 


Priced from 
$7.50 to $650 


Everts on the box 
adds much to the 
gift but nothing 


to the cost 


ARTHUR A. EVERTS 
COMPANY 


jewerteaes 
Main and Murphy 





Striking 
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ILVER always makes an appropriate 

gift for the home and this should be 
featured in the advertising copy contain- 
ing some thought such as expressed in 
the original ad on page 46. 


* * * 


HE Christmas advertising should 
abound in suggestions. The advertiser 
must remember that he must make sug- 
gestions for a great variety of clients. 
Take advantage of the dealer helps by 
the manufacturers who supply booklets, 


45 


EVERAL examples of Christmas ad- 
vertising are illustrated. Two ads by 
Geiger & Ament are entitled respective- 
ly, “Let Mother Be Herself Just Once,” 
and “Gifts that Go Straight to Dad’s 
Heart.” Study the appropriate sugges- 
tions under these lists. They are worth 
reading. 
* * * 
R. Harris & Co., of Washington, D. C., 
have a dignified little announcement 
caption “Lovely Gifts that 


under the 
Endure.” 
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A group of different styles of holiday advertising 


folders, window display materia], and so 
on. Send these out with your letters. Dia- 
monds, watches, jewelry, silver, novel- 
ties, may all be featured with profit at 
this season. 


Enter into the Christmas spirit with 
optimism, remembering that business 
conditions generally are sound and that 
the traditional custom of giving the 
most enduring gift purchasable at the 
legitimate retail jewelry establishment 
is still as strong, if not stronger, than 
ever. A little more effort, a little more 
thought, will make sales satisfactory. 


Where cooperative advertising can be 
done, it will be found a great help to the 
jeweler’s individual effort. 


I. Prager, Keyport, N. J., announced 
in the advertisement that they send ouc 
a check good for one dollar during the 
month of December on all purchases of 
$10 or over. 

“Gifts Which Carry the Prestige of a 
Famous Store,” is the slogan of Bunde 
& Upmeyer, Milwaukee, Wis., and is con- 
fidence inspiring. The caption, “Brilliant 
Answers to the Gift Question,” will com- 
pel a reading. This ad was published to 
encourage early shopping. 

The same firm featured in its adver- 
tisement high-grade jewelry under the 
caption, “Diamonds, a Superb Selection 
of Ultra-modern Stones.” The introduc- 
tion reads: “To so many, the diamond 
stands above all other things as the gift 





window display 
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for Christmas. The sentiment expressed 
about a beautiful diamond is cherished 
through the years.” Exquisite diamond 
wrist watches are featured from $250 up. 

Arthur Everts, Dallas, Tex., features 





Silver Is Always 
A Suitable Gift 


VERY woman who loves her home 


likes to see a beautiful array 
of shining silver in her dining room. 
There is a fascination about silver 
that holds the admiration of every 


one especially when designs are “ap- 


pealing.” You will be unusually in- 
terested, we believe, in our new 
designs which we have chosen most 


painstakingly. See this design in 


(Print list of articles here) 
That our choice has been well made 
is evidenced by the popularity of this 
pleasure indeed to 
gradually. 
has _ real 


design. It is a 
build up the silver 
In the end the acquisition 
value and moreover the 
getting the collection to 


chest 


intrinsic 
pleasure ot 











gether is by no means small. 








Original suggestion for a silver ad 


happiness wedding rings from $7.50 to 


$650. 
x * x 
HOLE sections of 
sometimes taken by jewelers in cer- 
tain parts of the country for coopera- 
tive advertising. Such advertising can- 
not fail to make a very powerful impres- 
sion. In these sections much useful in- 
formation is given to the public on dia- 
monds, watches, jewelry, fashions, latest 


a newspaper are 
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FOR CHRISTMAS 


precious with the memories 
of each passing year... 







Gifts That 
Last 4 


MENCINE SUC MENGE! SAC CHAE MECC CNTR ENEEE Come 





¥ 

4 

4 Consult Your Jeweler 4 
z 

¥ 

g 

¥ 

¥ : 

i 

yi 

y - 

be 
¥ 

¥ A 
¥ 4 
¥ 

¥ 

¥ 

i 

y & 
>> “ 





behalf of 


A cooperative appeal in 
jewelry 





THE JEWELERS’ CIRCULAR 





November 21, 1929 














styles in jewelry, etc. These sections 
might also include information about the 
latest fashions in gowns and show the 
kind of jewelry that might appropriate- 
ly be worn with them and with individu- 
als of certain color and type. 

Two typical Christmas announcements 
are also shown by the Hess & Culbert- 
son Jewelry Co. These ads occupied 
eleven inches, three columns wide. 

* * a 
BOOKLET with cover pages a 
in gold and blue and measuring 6! 
by 10 inches has been published “od 
George W. Fairchild, Inc., Bridgeport, 

















DIAMONDS 


A superb selection of 
Ultra Modern Stones 


To so many the 
diamond stands above all other 
things as the gift for Christmas. 


The sentiment expressed by 
a beautiful diamond is to be 


cherished through the years. 


Baguettes, Marquise, Emerald 
Cat and the seven other modern 
stones comprise our superbChrist. 
mas diamond display. Elegant 
combinations, diamonds and em- 
eralds, diamonds and sapphires 
in rings, bracelets, brooches also. 


Whatever your desires are, you 
may be sure of finding fulfill- 
ment in this elegant selection. 


Diamond Wrist 
Watches 


— we are showing an exquisite 
assortment from which to make 
your choice. Very beautiful 


creations as low as $250.00. 


Bunde & Upmeyer Ca. 
Jewelers - Milwaukee 


Plankinton Buildin 
in Ave. Crosses 









Water S. 





OPEN UNTIL 6 P.M. 


Featuring diamonds as the gift supreme 


Conn., featuring a pre-holiday display 
of jewelry and silverware in connection 
with the concern’s 64th anniversary 
The booklet announces that it illustrates 
four out of 4000 jewelry items which 
have been brought from the far corners 
of earth to Bridgeport in variety to suit 
every taste and every pocketbook. 

The four articles illustrate gem jewel- 
ry, which the firm features so success- 
fully. On one page is shown, printed 
in black on a blue panel, a ring described 
as one in which is utilized the modern 
odd shaped cutting of diamonds. “Dia- 
monds of modern cutting are here set 





with finished artistry. The ring is a 
masterpiece of flashing irridescence and 
complete good taste.” In the setting are 
12 emerald cut diamonds, 2 marquise 


diamonds, 7 baguette diamonds, and 12 

















Brilliant Answers to 


the Gift Question 


ben allows leisurely ease in mak- 

selections. Let others wait and 
Pa the inevitable dissatisfactions of 
crowds and depleted stocks. Even in 
this largest Wisconsin jewelry store a 
time will come when the flower of our 
offcrings is gone. 


QUICKLY . . . Now! . . . you'll find the 
EXCEPTIONAL gifts. So easily. So sat- 
isfactorily. Quality and worth. And 
recipients are all the more appreciative 
because you were careful to choose 
from this store. 


OPEN UNTIL 6 O'CLOCK 


Bunde & Up. r Co. 
Jewelers - i. 
Where Whaaeane Dokl Pacer So & 


CIFIS 


er 
ramous 
STORE 
Original and smart 


Other articles de- 
bracelet watch com- 


diamonds. 
include a 


round 
scribed 
bining beauty and utility, a necklace ot 


diamonds and emeralds, and a _ brooch 
“utilizing vogue for odd shaped stones.” 

The announcement on the last page is 
well calculated to inspire confidence and 
to further increase the good-will built 
up during the past 64 years. 
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Christmas Gifts 








The enclosed GIFT CHECK if presented at our store during the month of 
December is good for $1.00 om any purchase of $10.00 or over 





L PRAGER, Leading Jeweler | 


39 FRONT STREET KEYPORT, N. J 





Just an announcement 
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A Most Logical Way to Increase 
Your Silverware Sales and ‘Profits 


and MARy I! offers a splendid opportunity of increasing your 

Holiday sales and profits. These patterns, already established 
in thousands of well-to-do homes in the flat silver, provide a 
fertile field for the sale of the matching hollow-ware pieces. 
\ short line of the popular selling hollow-ware items in your store 
during the Fall and Holiday seasons will prove most valuable. And 
together with the aid of our Portfolios of Photographs of these 
hollow-ware lines, ready to interest your customers, many substantial 
sales will result. Charming and delightful as these patterns are in 
the flatware, they are equally attractive in the many pieces of dinner 
hollow-ware. [Each article is made in excellent weight and wrought 
in the very finest craftsmanship. Write today for the Portfolio and 


Ts wide popularity of the flatware patterns WILLIAM AND MARY 


Price Lists. 

















The William and Mary After-dinner 
Coffee Set, illustrated above, sells for 
$310.00 Retail. Without the Tray, for 
$210.00. Always a popular set the year 


round it s especially n lemand at 


‘Creasure 
Solid Silver 


Christmas 


Sak 
>. 3 
BE 
Vary II 3-piece Tea Set, illustrated 
the right, has started geo ai? T STERLING 925/1 FINE 
this lovely dinnerware. The Retai 
rice ts but $270.00. The five-piece set 








s $450.00. Beautifully made in generous 
pt, the type of Sterling that adds 





restige as well as profit to your store 








Success-—Success—Success! One after another as “TREASURE” 
patterns come out they meet with success. More than average 
success! They win instant favor, and very soon find themselves 
prominent on the sales sheets as the store’s best sellers. Why is 
such popularity so positive? Originality’—yes. Beauty ?—of 
course. But more likely it’s their planned designing or rather 
planned selling. Each “TREASURE” pattern is created to meet a 
definite style trend, an established public demand. Modern 
American homes are furnished for the most part in certain dec- 
orative styles—Early English, Spanish, Colonial or Early Ameri- 
can. “TREASURE” patterns are produced in these popular, yet 
sound, decorative styles. They fit into the decorative spirit of 
modern homes of good taste. Such thoughtfully designed pat- 
terns have a very definite appeal to smart hostesses, and their 
selling-life is far beyond the average good pattern. They are 
sound builders of business. 


Look over your stock of ‘“‘TREASURE’’ patterns today. Order for your needs early, 


as the demand for this silver is now running greater than ever before. 


RoGERS, LUNT & BOWLEN Co. 
Silversmiths - Creators of Distinctive Tableware 
GREENFIELD, MASSACHUSETTS 


Member of the Sterling Silversmiths Guild of America 
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THERE 








IS WISDOM 
ans - - 


DIAMONDS 


Events of late have somewhat 
changed our conception of in- 
vestment values. 


Securities and valuables of all kinds 
have been subjected to a pitiless 
analysis. Few have retained their 
stability in the bitter test. 


The Diamond, however, emerges 
unscathed. The intrinsic worth of 
this everlastingly beautiful jewel is 
just as great today as it ever has 
been. 


Aninvestment ina guaranteed dia- 
mond isan investment in certainty, 


upon your customers. 


@ We are reprinting, with permission, the above advertisement, that 


has recently appeared in the New York dailies. Impress these truths 


STERN BROS. & CO. 


2 West 46th St., New York 


DIAMOND CUTTING WORKS 


68 Hunters Point Avenue 


LONG ISLAND CITY 


~ CHICAGO ~- 


31 North State Street 
AMSTERDAM, 16 SARPHATISTRAAT 
ANTWERP, 48 RUE SIMONS 
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Myron E. Free- 
man & Bro., At- 
lanta, Ga., made 
this attractive dis- 
play in commem- 
oration of Edi- 
son’s Golden 


Jubilee 


Golden lights 

were used to set 

off a display of 

gold-lined flat- 

ware and hollow- 
ware 
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The firm has com- 


pleted plans to 
move to a new 
building at the 


corner of Jeffer- 
son and Hrie 
Streets 


This new build- 
ing will be erect- 
ed at a cost of 
half a million dol- 
lars. The _ firm 
has been in busi- 
mess over 653 
years 


Prize Winning Window ‘Display 


Shown by Myron E. Freeman & Bro., Atlanta, Ga. 


OME of the most attractive window displays made 

during “Light’s Golden Jubilee’ were the work of 
jewelry stores, which entered into the contest with en- 
thusiasm. Two real contenders for the $50 prize offered 
by the retail merchants were Myron E. Freeman & Bro. 
and Schneider & Son. Golden lights were used by Myron 
E. Freeman & Bro. to set off a fine display of gold-lined 
flatware and hollowware. Schneider & Son showed a 
most interesting display of jewelry. Men’s and ladies’ 


watches, rings, sugar and cream sets, etc., were shown as 
patterned in 1879 and 1929, and the result was a window 
that consistently stopped the crowds and caused much 
favorable comment. 

An entire silver service set of 1879 as compared with a 
set of today was shown by Hilsman & Haygood, Inc., while 
other jewelers who used photographs of Edison, placards, 
lights and so on, included Henry Muench, Maier & Ber- 
kele, and Latham & Atkinson all of Atlanta, Ga. 


Frequent Schedule 1s Best When Buying Actvity 1s High 


(Continued from page 42) 


that for one day a merchandise section is brought vividly 
to the reader’s attention. Second, so that during twelve 
days of selling at least three merchandise sections are 
emphasized. The in-between ads can of course be devoted 
to general presentation of items from several stocks. 
The advertising point is this: From 100 to 1500 people 
(depending on size of population) decide to buy this or 
that item by a certain time but set no definite day. For 
example, 300 people have mentally decided to buy rings 
for a list of Christmas gifts. They will begin to look 
around say about three weeks before Christmas. Also 
the same 300 ring prospects will be interested in other 
items—silverware, clocks, handbags, novelties, and so on. 
If attractive ring values are featured only once during 
the 12-day schedule plenty of rings will be sold while 
other sections are being featured in the ads. Once the 


idea that your store is a ring store gets into readers’ 
minds it is likely to stay until the reader visits your store. 
And proper emphasis is all that is needed, proper mean- 
ing forceful. 


C7 HE 12-day schedule with specialized featuring of 

single items three times or every four days is merely 
an example. Some stores will advertise oftener, some 
fewer times between Nov. 15 and Christmas day. Just 
putting a ring item in the ad now and then with other 
items works all right at other times but not when jewelry 
buying is at high pitch. 

Notice the method, shown in the chart, of adjusting 
price ranges by the day to newspaper circulation for the 
ring feature. It is important because it aids making space 
more productive at least cost. 
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Style +1277 


Choker of large uniform pearls with 


groups of simulated jade rondelles 


th - 
placque—pearl clasp. A $4.50 


Subject to Standard Trade Discount 
















ALSO STONE AND AMBER NECKLACES 


ALBERT LORSCH & CQO., Ine. 





Branch Offices: 


236 Westminster Street, Providence, R. I. 








FOUNDED 1867 FOUNDED 1867 


AND SALESROOMS: 607 FIFTH AVENUE, NEW YORK, WN. 


Pacific Coast: Fred L. Lee & Co., 704 Market Street, San Francisco, Cal. 
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31 North State Street, Chicago, II. 
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Aluminum Coins Distributed 
by St. Louis Jewelers 


GOOD little device to attract new 

people to a credit store, was recent- 
ly tried by the St. Louis Loftis store. 
It consisted of distributing a white metal 
disk, about the size of a half-dollar, on 
which this message was stamped. “This 
coin is worth $2 on any purchase of $20 
or more.” On the reverse side is the 
store’s name and address. 

A sufficient number of these coins 
were returned so that Manager F. T. 
Hassemer classes the idea as, “good.” 
Passing these coins to large groups of 
men, made many of them come into the 
store for the first time. Any person will 
take one of these, read it and invariably 
keep it as a pocket piece. 

Speaking on the high pulling power 
of his windows, Mr. Hassemer remarked 
that often he changes part of his win- 
dows two and three times a day. This 
means that some new piece of popular 
priced merchandise is being given the 
“front row” for a short period. The 
window plan here is to show a group 
of one kind of goods—such as a dozen 
bracelets, compacts or necklaces, chang- 
ing them often, rather than to make a 
catalog of the window and let it stay 
in for a week or so at a time. 


Exchanges Bridge Prizes 


OW that the bridge season is on in 

full swing, R. J. Kroner of St. Louis, 
is making a strong bid for supplying 
the prizes. His method is to get in 
touch with those clubs, societies and 
groups that put on large parties, then 
to sell them on the idea of buying the 
prizes at his store. In this way he gets 
in touch with the winners as they call 
for their prizes. 

Anything of this nature has to be 
handled diplomatically, so that there will 
be no taint of advertising. There is, 
however, nothing to prevent the store’s 
name from appearing on the box, or 
saying that the prize may be exchanged 
at Kroner’s, when it is awarded at the 
party. If done right, anything of this 


kind will not cheapen the store. Mr. 
Kroner operates an upstairs cash store 
which may explain his desire for extend- 
ing the name of the house in this manner. 





THE JEWELERS’ CIRCULAR 


The merchandising ideas published on these 
pages are gathered together by our field 
editor in his travels around the country. 
Read them, file them, profit by them. 


By Harry R. 
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Illustrated Letters for Brides and 
Grooms 


VERY close check is kept on all 

future weddings by Cleon A. Whit- 
ney, jeweler, of Wichita, Kan. The 
method he uses in presenting his message 
to the contracting parties is a bit out 
of the ordinary. 

Special letter paper is used in writing 
to both the brides and the grooms-to-be. 
This is a special four-page sheet having 
a printed double page spread in the 
middle sheets. 

Each letter is specially typed and is 
made as personal as_ possible. The 
printed part of the girls’ letter is de- 
voted to silver as is natural. Various 
silver booklets, furnished by the manu- 
facturers are mailed at the same time. 

On opening his letter, the groom sees 
many rings, pearls and a silver story, 
together with some strong institutional 
copy. He also gets a copy of a booklet 
on rings. Both of these letters have 
been quite successful in laying the foun- 
dation for considerable “new family” 
business. 


Mutualizing Profits 


N St. Louis, five jewelers have reached 
an understanding with one another, 
so that each is finding the Sterling flat- 
ware business really profitable. Each 
one of these five merchants will stock 


COME TO 








Part of illustrated letter sent out 





three complete Sterling patterns, but 
will only carry samples on the patterns 
that his neighbors carry. Should a cus- 
tomer desire a pattern carried by one of 
the other stores, the order is taken and 
delivered as though the store itself had 
the merchandise, but the goods are 
bought from the other jeweler. Up until 
recently, each store charged the other 
the inventory price, just taking the cash 
discount as his profit in the transaction. 
Lately a new agreement has been reached 
so that the store selling charges the 
store buying 10 per cent over the invoice 
price. This cooperative plan enables the 
jewelers to keep their inventories down 
to a minimum, while the stock turnovers 
run as high as three and a half times. 


Wedding Ring Announcement to 
the Engaged 


AS soon as an engagement is an- 
nounced, the prospective bride re- 
ceives a very short note from A. C. 
Lindsley, St. Louis jeweler. There are 
several unique features connected with 
this note. A double folded sheet of very 
fine stationery is used, with the front 
page blank save for the store’s mono- 
gram. The message is printed on raised 
script type across the middle spread. 
An insert tells the story of the wedding 
rings. A feature of the latter is the 
one inch photograph of a wedding ring 
pasted on the left hand upper corner. 


WHITNEY’S FOR YOUR SILVERWARE 


N 





by C. A. Whitney, Wichita, Kan. 
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Eliminating Unprofitable Depart- 
ments 


ERE is a monthly report sheet that 

caused a St. Louis jeweler to cut 
his departments down from 14 to 4, and 
to move from a corner street floor loca- 
tion to a second floor. It was through 
knowing just what each department was 
loing that made W. G. Drosten make 
the big move. When he found four de- 
partments were carrying 10 dead horses, 
as he expresses it, it did not seem like 
good business to continue it, so today 
finds him a specialist in a very smart 
second story shop. 


Advantage of an Efficient Repair 
Department 
answer turneth away 


yp ais 
wrath,” said G. Roger Hyde, a 
Washington jeweler, located away from 
the downtown district. “No matter how 
a customer manifests displeasure and 
impatience over some piece of work 
brought in for repair which has not been 
adjusted according to his satisfaction, 
or maybe for some cause has not been 
completed, the best and safest plan is 
to try to pour oil on the troubled waters 
by being kind and courteous to him. It 
is very hard sometimes, but it pays in 
the long run.” 

Mr. Hyde carries a complete and an 
attractive line of jewelry, but his biggest 
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business comes from repair work. He 
says the sure way to build up the sales 
end of the jewelry trade is to pay care- 
ful attention to the repair end. 

“A man will bring in a watch,” Mr. 
Hyde explained, “and expect it to be 


overhauled almost instantly and _ re- 
turned to him in perfect shape, when, 
as a matter of fact, a watch is such a 
delicate piece of machinery that it fre- 
quently takes a long time to*’examine it 
from every angle. Often the customer 
becomes impatient and expresses irrita- 
tion. That is the moment when the 
jeweler or watchmaker must get a line 
on himself and offer some _ plausible 
excuse for the fancied delay.” 

Coming from a line of ancestry en- 
gaged in the jewelry business Mr. Hyde 
is well equipped in experience and train- 
ing. His grandfather learned the watch- 
making trade in England, then the son 
Mr. Hyde’s father, learned the same 
trade. 

Mr. Hyde, before locating in Wash- 
ington about four years ago, had 
worked at various jewelry establish- 
ments throughout the United States, and 
he says that in every store he sought 
to build up the repair department. 

People Watch This Window 

T is interesting to stand in front of the 

windows of the Seele Jewelry Co., St. 
Louis, and watch how people study the 
window. The window trimming method is 





ors) 


to group various items of one kind to- 
vether. There will be a showing of 20 dia- 
mond rings, all at $100; a similar sized 
group at $200; another at $300, while a 
dozen rings at $500 and over form the 
centerpiece. People would shop the win- 
dow, then concentrate before the group in 
which they were interested. The selling 
in most cases simply resolves itself to 
a selection of the ring design. This sign 
which occupies the rear center, is always 
read. “Seele Diamonds — Every piece 
of diamond jewelry in this window is 
our own creation. We use only 58 facet 
diamonds and specialize in American cut- 
diamonds, recognized as the world’s 
finest cutting. Diamond money is safely 
invested money.” 


Greets Customers Personally 


Joseph Bloom, who conducts a store 
in the Metropolitan building, An-’ 
geles, Cal., and who has made a success 
of his business, told a JEWELERS’ CIR- 
CULAR reporter that he attributed this 
success largely to meeting his customers: 
personally and showing them he wel- 


Los 


comed their visits. “I make it a point 
to make my trade feel ‘at home’ when: 
they come into my establishment and 


try in every way possible to gain their 
confidence. I never allow myself or my 
clerks to do anything that will lessen 


that confidence. In this way we have 
built up a lucrative patronage,” said 
Mr. Bloom. 





N- 20M evaron 6 cannes, renre® 


Watch Repairing 
Cash 


Charges 


Salanes 
Materwal 
Watchmaker 


Time Service 


Clock Repairing 
Cash 


Charges 


Salanes 


O Matenal 
Clock Maker 


Jewelry Repairing 
Cash 


Charges 


Salanes 


Material 


Merchandise at Billed Cost 


O Wort 


Merchandise 

Gross Sales Cash 

Gross Sales Charges 
Cash Discounts taken 
Interest Earned 

Mdse. Pur. at Billed Cost 


Inward Frt. Exp. and Ctge. 
Express. Geid 

Express, Silver 

Freight 








Monthly report sheet telling all 


Selling Expense 
Wages of Sales Force 
Commission 


P.M. Commussior 





i Refund Transp. to Custome 
|| Salary, Sales Force 
| Salary, pve Dept 
|| Advertising 
Newspapers 
|) Crreular and Price List 
}| Postage tor Circulars 


| Signs and Posters 








}] Lecture 


| Salary, Window Dresser 


Window Dressing 
bent 
i! 


| Bxs., Wrp. &other sell. ex. 


] Cases, Boxes and Wrapping 
i 





] Engraving 
] 
|| Supper & Expense 


|| Total Selling Expense 


|| Delivery Expense 
|) Car Fare 





Salary, Shipping 


Salary, Delivery Boys 





| Sup. & Expense 
} Parce! Postage 


1 





Other Expenses 





t 
I ney Mang. & Office Ex. 
|) Auditor's Fees 
— Buyer 
|| Salary, Office Force 
| salary Reg. and Checkers 
| Office Sup., Pstg. Mag. Ex. 
| seinen Sap 
]] Stationery and Office Sup 
| 
}) Supper Money 
ching Expense 
! ying & Mang. Ex 
{ 
|| Fixed Chges and Upkeep 
Rent 
Heat, Light & Power 
I Ele ay 
[exe row 
| Electric Powe: 
Gas 
|) Lamps and 


[T= 
i 


I 
| tar Franchise Tax 


ax on Merchandise 
ax on Volume of Busines: 
Local License 


i al Sales Tax 5% 


| 

. 

Emp 

Burg. and Theft 4 
Miscellaneous 

Repairs to Store Equip. 
Fixtures 

Rep. to Building 


Trays, Show Casea, ete 
Depreciat'n Store Equip. 


Interest on Capt. bor’d 

Interest on Capt. owned 
Total Interest 

Total Fix. Chgs. & Upk’p 
Miscellaneous Expense 
Cot, & Credit Exp. 


Dues, Sub. Dona. § Chanties 











| Telegraph 
] Watch & Burglar Alarm 
} Mise. Expense 

Total Misc. Expense 
\ Losses Bad Debts 





{ 
| Sundry Revenue 

} Mase. & Mount Broken up 
4 Adiust. Rook Vaine tnvest 
| Amoruzation —Remodeiing 
snd Moving Rupenee 

| Sundry Adyustm 

| Miscellaneous 


‘ 


| rea Income & Ex. Tax 








{ 
} 











about several departments, used by W. G. Drosten, St. Louis, Mo. 
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Diamond dig- 

gings in Lichten- 

burg, South Af- 
rica 


Diamond and Jewelry Trade Improves 


Sustained Demand for Mélées Reported—Tariff Outcome in United States Being Closely Watched 
—Two-Colored Jewelry Now in Vogue 


LONDON, Nov. 7.—Business in dia- 
mond and jewelry trades continues on 
an improved plane and present indica- 
tions are that a pretty good Christmas 


season will be enjoyed. A_ noticeable 
feature of the diamond market is the 
sustained demand for mélées. The tariff 


outcome in the United States which is 
being awaited with some concern by dia- 
mond buyers is not without its influence 
on the amount of business being trans- 
acted from Antwerp and Amsterdam. 
The disposition is to mark time, as it 
were, until the diamond tariff decision 
enables the trade to know just where 
it stands. The supply of good diamonds 
is none too large and the price trend 
for the sort of goods really wanted con- 
tinues upward. With regard to the 
present diamond demand Backes & 
Strauss, the Holborn Viaduct gem house, 
says that while large quantities of stones 
have been sold during the past few 
weeks it would seem that still more 
could easily be absorbed on the market. 

“This situation,” said a member of the 
firm to THE JEWELERS’ CIRCULAR, this 
week, “has consequently raised prices 
somewhat, and transactions are taking 
longer to terminate, buyers being forced 
up beyond their limits. Mélées are still 
being sold in ever increasing quantities, 
particularly in those cheaper grades 
which are used in Europe and India. 
The demand from two grainers down to 
six per carat has increased to greater 
proportions than has been the case for 
the past six months, especially in whites 
and white piqués. 

“In Antwerp and Amsterdam it seems 
that the market is fairly animated, with 
many buyers from all countries. It is 
still, however, very noticeable that fewer 
goods are being shipped to the United 
States than is usual at this time of the 
year. The reason for this, of course, is 


that the American buyers are buying 
only from hand to mouth while awaiting 
the decision on the tariff. 


“From the Cape it seems that things 
have not come up to first expectations 
and those who feared that the cutting 
there would prove detrimental to the 
European industry are now very much 
more optimistic. Several factories there 
have had trouble lately with their staffs, 
and it appears that one or two will have 
to give up altogether if they cannot find 
a means of satisfying the wants of their 
work people. Cutters in Europe have 
now more confidence in the situation than 
of late and consequently are buying 
rough more freely than before. It there- 
fore is to be hoped that this present de- 
mand will continue from all quarters in 
order to ensure a really good Christmas 
season for all those concerned in the 
diamond and jewelry trades.” 

* * * 

Two-color jewelry for wear with the 
new two-color frocks is enabling the 
trade to produce some fanciful color 
combinations in necklaces, earrings and 
bracelets. A popular combination, of 
course, is just the plain black and white. 
With a velvet frock, the bodice of which 
is white and the skirt black, a triple row 
of pearls is worn. Half of each row of 
the pearls is black, and the other half 
white. When the two-color effect is ex- 
tended to the earring with a black and 
white ensemble, the ornament in one ear 
is black and the other left white. All 
the delicate pastel colors of the new 
frocks are utilized in the two-color jewel- 
ry, some glowing effects being obtained 
in some cases. 


* * * 
Miss Constance Barker, who origi- 
nated the cascade necklace with the 


antique miniature clasp, is showing some 
of her newest jewelry ideas at the Hotel 
Washington this month. Her strands 
of fine beads are in color shades that 
match the jeweled insects that are a 
feature of the antique clasp. Some of 
the bee, wasp and butterfly motifs are in 
mosaics. 


A new necklace of tooth-like pendants 
in black and yellow has a bracelet to 
match in which the two colors are 
merged. Another bracelet is like a fat 
cartridge belt in black and green, edged 
with white metal. Braceiets, four 
inches wide, and set with large brilliants 
in every color are being featured in 
London dress shops. The flat and 
flexible surface of last year’s bracelet 
now gives way to the concave and rigid 
type. And it is worn half way up the 
forearm. 


* 


If the proposed changes in the United 
States tariff covering antiques’ go 
through it will bring in many imported 
“luxury” articles hitherto exempt. Fine 
china and silver, for instance, would be 
included. Until now articles more than 
100 years old have been admitted duty 
free. The proposed changes would 
apply to antiques made before 1800, and 
in this category certain pottery pieces 
would be affected. Spode, Worcester, 
Derby and Coalport would be some of 
them and much fine glassware and many 
silver pieces. 

* x * 


Golf club officials are considering the 
use of jewelry for commemorating the 
feat of members who, by the iuck of the 
gods, hole out in one from the tee. One 
club captain near London has already 
announced his intention of presenting 
jeweled brooches to women members and 
gold cuff links to the men who stage the 
shot during his term of office. Other 
officials are following suit. From the 
jewelry trade viewpoint this is a good 
idea. The presentation jewelry is suit- 
ably inscribed with the club crest, of 
course. A roster bearing the names of 
club members who perform the feat is 
to be placed in the clubhouse for public 
inspection. In this way it is hoped to 
stimulate other members to try for a 
brooch or a pair of cuff links. 
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Jeanette MacDonald, screen 
actress, shown with some of 
Olga Tritt’s jewel collection 
which was brought from 
New York and will be put 
on exhibition in Los Angeles 
soon. Miss MacDonald is 
wearing Chinese lantern ear- 
rings of modern design. 
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diamonds, 


They consist of 
pearls and emeralds. The 
width of the ring is three 


times ordinary size and com- 

posed of diamonds. The in- 

teresting bracelet is made of 

diamonds, emeralds and black 
enamel 





Russian News Notes 


Appeal for Mercy by Two Moscow Jewelers Rejected by Executive Council of Soviets; Death 

Sentences Carried Out—A Soviet Daily Criticized by a Soviet Weekly for Printing a “Diamond 

Daughter” Serial—Cost Decrease of Twelve Per Cent Ordered in Precious Stone Industries— 

“Pearl-Making Stations’ Proposed in the South—Soviet Journalist Proposes to Make Black- 
smiths Out of Famous Goldsmiths and Silversmiths of the Caucasus 


HE death sentences meted out by 
[ine Moscow Soviet court to Kleiner 

and Taitz, two jewelers convicted 
of smuggling activities, were carried out 
by a Soviet firing squad on October 26. 
Immediately after the court had made 
known its decision in their case, the con- 
demned men tried to win mercy from the 
highest authority in Russia, but the All- 
Union Central Executive Council of 
Soviets rejected their joint application 
for the mollification of their sentences. 

» * * 

Under the title, “The Diamond 
Daughter, or the Adventure of a News- 
paper,” the Soviet weekly Chudak 
(“The Droll Fellow’) atacks the Mos- 
cow daily, The Workers’ Gazette, for 
publishing a serial, the chief heroine of 
which is one Alice Johns, the daughter 
of an English diamond mine proprietor. 
The serial with its “diamond daughter” 
is denounced as too bourgeois and alto- 
gether unfit for workers’ reading. It is 
characteristic that the serial has been 
running in the newspaper for several 
months without arousing any criticism 
in the Soviet circles and that the attack 
of the weekly comes simultaneously with 
the news of the shooting of the two dia- 
mond dealers convicted of smuggling 
and of general anti-Soviet activities. 

ok * * 


In a recent session, the Presidium of 


By ALBERT PARRY 


the Soviet Supreme Council of Economy 
has decreed the absolute necessity of 
decreasing the self-cost of products of 
various Soviet industries. In the indus- 
try of mining and polishing precious 
and semi-precious stones the order has 
been sent down the line to achieve a 
self-cost decrease of 12 per cent. 
*k * * 


The local chemists and technicians of 
the Crimean port of Kertch, at the junc- 
tion of the Black and Azov seas, have 
been lately experimenting with produc- 
ing imitation pearls out of herring scale. 
In case of successful results from the 
experiments, “‘pearl-making stations” (to 
use the new Russian term) will be es- 
tablished in Kertch as well as in the 
great fishing centers of Rostov-on-Don 
and Azov. 

Imitation pearls are being at the pres- 
ent time manufactured in Leningrad 
and Moscow. “Pat,” or the chemical 
mass made of scale and ready to be 
transformed into imitation pearls, sells 
in Moscow for 350 to 400 rubles ($175 
to $200) per kilogram, but in Kertch it 
costs no more than 150 to 200 rubles to 
produce it. “Pat” is also being ex- 
ported from Soviet Russia to some for- 
eign countries at good profits. 


ee SS 


Work on the new Soviet watch and 





clock factories is soon to start. The 
newest government figures have it that 
in the new fiscal year of 1929-1930 over 
four million timepieces will be produced 
in the Soviet Union. The “Geophysics” 
plant alone will supply the domestic 
market with 150,000 pocket and ‘wrist 
watches, mostly of better makes and 
higher prices. The “Memza” plant will 
specialize in less expensive watches and 
alarm clocks; it will produce one mil- 
lion cheap watches and over one mil- 
lion cheap alarm clocks. The factory 


“Avaiapribor” will produce 1,500,000 
cheap timepieces for village consump- 
tion. 


* ~ ~x 

Victor Adlen, a special correspondent 
of the Leningrad daily, Pravda (The 
Truth), writes of his recent visit to 
Kubachi, the famous Caucasian hamlet 
of mountaineer goldsmiths and silver- 
smiths: 

“The celebrated artistic industries of 
the hamlet, with their development of 
centuries, are now dying a slow death. 
The revolution, the breaking-up of old 
habits, have delivered these industries a 
great blow. There is no need in orna- 
menting one’s weapons with gold and sil- 
ver. There is less demand for silver belts, 
cigarette cases and various objects of 
native jewelry, which once upon a time 
were widely popular among the Russian 
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as well as the foreign bourgeois ele- 
ments. 

“Out of the former population of 
6000, only 2000 inhabitants now remain 
in Kubachi. The great hamlet, resem- 
bling a mediaeval town, becomes more 
and more deserted and gradually dete- 
riorates. 

“The economic organizations of the 
region now face the problem of finding 
a new consumer for the artistic indus- 
tries of Kubachi. Professor Yakovlev 
suggests the wider export of the native 
jewelry. Some samples of the native 
jewelry were sent to Moscow, but no 
word of encouragement, or any answer 
for that matter, came back to Kubachi.” 

Victor Adlen calls the suggestion of 


Professor Yakovlev “no more than a 
half-solution of the problem.” He pro- 


poses to transform the goldsmiths and 
silversmiths of Kubachi into _black- 
smiths, disregarding the fact that their 
families for centuries had been crafts- 
men of jewelry and remembering only 
the crying need of the Soviet Union for 
shears, knives, horseshoes, garden tools 
and small agricultural machinery, many 
of which the country is obliged to import. 
* * * 


From Vologda, Northern Russia, the 
discovery of much and valuable eccle- 
siastic jewelry is reported. Silver chas- 
ubles, set with diamonds, pearls and 
other precious stones, also a silver bowl 
of the 18th century were found in a 
peasant’s corn kiln. An _ investigation 
showed that the valuables were con- 
cealed by some rich peasants a few 
years ago when jewelry of artistic value 
was confiscated throughout the land for 
the museums. The jewelry originally 
belonged to a neighboring church. 








Chippewa Valley Jewelers Elect 
Officers at Meeting in Eau Claire 


EAU CLAIRE, WIsS., Nov. 15.—A meet- 
ing of the Chippewa Valley Jewelers’ 
Association was held at the Hotel Eau 
Claire, this city, on Nov. 7, at which time 
the following officers were elected for 
the ensuing year: President, C. E. Hin- 
man, Mondovi; vice-president, Nels S. 
Anhus, Menomonie; secretary, T. E. 
Guldan, Chippewa Falls, and treasurer, 
S. O. Mattison, Colfax. 

A. C. Hentschel, president of the Wis- 
consin Retail Jewelers’ Association, was 
present at the meeting, as were also 
Secretary A. W. Anderson of Neenah, 
and Treasurer Henry Stecher of Mil- 
waukee. Mr. Stecher, who is also vice- 
president for the Central region of the 
A. N. R. J. A., gave a talk on “Necessity 
of Organization’ and C. H. Brace, of 
Minneapolis, spoke on “Cooperation.” 
National association affairs, as well as 
reports of the State association and the 
Jewelergi Mutual Fire Insurance Co., 
were discussed at the meeting. 








Lester Patterson has joined the sales 
department of the R. Wallace & Sons 
Mfg. Co., Wallingford, Conn., and will 
be connected with the factory sales office. 
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Officers Re-elected 


Brooklyn Retail Jewelers’ Association En- 
dorses Old Administration at Final 
Meeting of the Year 


At the last meeting of the year, on 
Thursday night at its new headquarters 
in the Johnston building, the Brooklyn 
Retail Jewelers’ Association reelected the 
same officers who have so efficiently 
handled the affairs of the organization 
during the past year. Aside from this 
feature and the transaction of route busi- 
ness, the outstanding event of the meet- 
ing was an interesting address delivered 





PRESIDENT 


PHINEAS PETERS, 


by B. L. Shinn, secretary of the National 
Jewelers’ Board of Trade. 

In order to allow members from out- 
lying districts to reach the meeting 
room at Nevins and Fulton Sts., the 
opening of the meeting was slightly de- 
layed. After reading various communi- 
cations the members chose President 
Phineas Peters to attend the National 
Census Conference to be held in New 
York on Nov. 22 as the delegate from 
the Brooklyn association. The organiza- 
tion also adopted a resolution urging the 
A. N. R. J. A. to hold its 1930 conven- 
tion in New York. 

Mr. Shinn then told of the work of 
the National Jewelers’ Board of Trade. 
He called particular attention to the 
manner in which credit ratings are ar- 
rived at and what features are con- 
sidered in making these ratings. He 
gave the jewelers much helpful informa- 
tion and pointed out to them how they 
could aid themselves, the Board and the 
houses with which they do business by 
giving serious consideration to the ques- 
tion of credit rating. 

His address was followed by a brief 
talk by a representative of the General 
Outdoor Advertising Co., who pointed 
out the advisability of conducting a co- 
operative outdoor advertising campaign 
in Brooklyn during the month of Decem- 
ber. No definite action was taken al- 


59 


though many showed a keen interest in 
the project. 
Milton Godin, general chairman of the 


1930 banquet of the organization, re- 
ported that the annual affair will again 
be held in the beautiful new home of the 
Brooklyn lodge of Elks on Sunday 
evening, March 2. His report indicated 
that plans are well under way and that 
at the January meeting he will be able 
to report on many of the details. A 
souvenir journal will be issued in con- 
nection with the affair. 

After President Peters explained the 
purposes and plans of the Retail Jew- 
elry Trade Association and urged as 
many as possible to join, the business of 
electing officers was considered. As no 
other nominations were made other than 
those offered at the last meeting, Secre- 
tary Mortimer Stavenhagen cast one 
ballot for the entire slate. They are as 
follows: President, Phineas Peters; first 
vice-president, C. Esposito; second vice- 


president, Max Katz; secretary, Mor- 
timer Stavenhagen; treasurer, David 
Heft; sergeant at arms, L. Brautman, 


and chairman of the board of directors, 
Samuel Feldman. As each of their 
names were called the reelected officers 
stepped to the front of the meeting room 
where B. L. Shinn installed them in 
office. 

Following the adjournment members 
enjoyed refreshments. 








Reading, Pa., Jeweler Condemns 
Practice of Banks Giving Watches 
to Obtain New Depositors 


READING, PA., Nov. 15—Sixteen of the 
17 members of the Reading Jewelers’ 
Guild, together with seven guests, as- 
sembled recently in the new dining room 
of the Elks’ Home in this city for the 
monthly meeting of the organization. 
Before the business of the evening was 
started a turkey dinner was served. 

One of the pleasant features of the 
evening was the presentation of a bou- 
quet of flowers to G. A. Schlechter, the 
oldest member of the Guild and of Read- 
ing. He is 80 years old. The presenta- 
tion was made by J. C. Mumma, who is 
now one of the leading local jewelers 
and who started his career in the jewelry 
trade as an errand boy for Mr. 
Schlechter. 

Arthur Schwemmer presided at the 
business session. The Guild is cooperat- 
ing with the local merchants association 
and chamber of commerce to have an 
ordinance regulating auctions in this 
city placed on the statute books of Read- 
ing. 

A resolution was also adopted con- 
demning the practice of one local bank 
of giving watches and fountain pens as 
an inducement to secure new depositors. 
This, the local jewelers maintain, is un- 
fair competition. The association has 
sent a copy of the resolution to every 
bank in Reading. 








V. J. Allen has purchased the Albert 
Brown jewelry establishment at Lincoln, 
Ill., from Mrs. Brown. 
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By L. M. Lamm, Washington, D. C. Correspondent 


To Maintain Business Progress 


President Hoover Calls Conference of Industrial Experts to 
Meet With Officials of the Government 


WASHINGTON, D. C., Nov. 18.—Presi- 
dent Hoover announced at his semi- 
weekly press conference on Friday that 
he would call a meeting in this city of 
business and industrial experts to meet 
with officials of the government in an 
effort to maintain business progress. 
He said: 

“T have, during the past week, en- 
gaged in numerous conferences with 
important business leaders and public 
officials with-a view to the coordination 
of business and governmental agencies 
in concerted action for continued busi- 
ness progress. 

“IT am calling, for the middle of next 
week, a small preliminary conference of 
representatives of industry, agriculture 
and labor to meet with the Secretaries 
of the Treasury, Agriculture, Commerce 
and Labor, together with the Chairman 
of the Federal Farm Board to develop 
certain definite steps. 

“For instance, one of the results of 
the speculative period through which 
we have passed in recent months has 
been the diversion of capital into the 
security market, with consequent lag- 
ging of the construction work of the 
country. The postponement of construc- 
tion during the past months, including 
not only buildings, railways, merchant 
marine and public utilities, but also 
Federal, State and municipal public 
works, provides a substantial reserve 
for prompt expanded action. The situ- 


ation is further assured by the excep- 
tionally strong cash position of the large 
manufacturing industries of the country. 


“The magnificent working of the 
Federal Reserve System and the inher- 
ently sound condition of the banks have 
already brought about a decrease in in- 
terest rates and an assurance of abun- 
dance of capital—the first time such a 
result has been so speedily achieved un- 
der similar circumstances. 

“In market booms we develop over- 
optimism with a corresponding reverse 
of over-pessimism. They are equally 
unjustified, but the sad thing is that 
many unfortunate people are drawn into 
the vortex of these movements with 
tragic loss of savings and reserves. Any 
lack of confidence in the economic future 
or the basic strength of business in the 
United States is foolish. Our national 
capacity for hard work and intelligent 
cooperation is ample guaranty of the 
future. 

“My own experience has been, how- 
ever, that words are not of any great 


importance in times of economic dis- 
turbance. It is action that counts. The 
establishment of credit stability and 


ample capital through the Federal Re- 
serve System and the demonstration of 
the confidence of the Administration by 
undertaking tax reduction with the 
cooperation of both political parties, 
speak more than words. 

“The next practical step is the or- 
ganizing and coordinating of a forward 
movement of business through the re- 
vival of construction activities, the stim- 
ulation of exports and of other legiti- 
mate business expansion, especially to 
take such action in concert with the use 





of our new powers to assist agriculture. 
Fortunately, the sound sense, the ca- 
pacity and readiness for cooperation in 
our business leaders and governmental 
agencies give assurance of action.” 

e « & 
with 


Hoover Presented 


a “Grandfather’s” Clock 


President 


WASHINGTON, D. C., Nov. 14.—One of 
the prized possessions which went to the 


White House with the President and 
Mrs. Hoover was a Telechron Paul 
Revere grandfather’s clock which was 


presented to him by the employes of the 
Department of Commerce when he re- 
signed from the Coolidge Cabinet. 

With the clock a bound volume con- 
taining the autographs of 2261 employes 
who contributed 25 cents each was pre- 
sented to Mr. Hoover. The clock has a 
place in the White House. 

In expressing appreciation of the gift 
at the time, Mr. Hoover said that he 
noted with “great satisfaction” that the 
clock had no alarm. 

“From my childhood,” he said, “I have 
hated alarm clocks in all forms. Mrs. 
Hoover and I will be glad to have this 
clock among our household goods. As 
one travels down the pathway of life one 
gathers such goods around which are 
woven sentiment, the stimulation of fine 


memories, fine associations and fine 
friendships that have no price.” 
* & ok 


Board of Appeals Upholds Rejection 
of Certain Claims in Patent on 
Clock Sounding Mechanism 


WASHINGTON, D. C., Nov. 15.—The 
action of an examiner of the Patent 
Office in rejecting certain claims in a 
patent application relating to a clock in 
which the striking mechanism sounds 
one stroke for the Roman symbol I, and 
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a double stroke for the symbol V, and 
two double strokes for the symbol X 
has been upheld by the Board of Appeals 
of the Patent Office. 

A patent has been issued, however, on 
the claims which the examiner allowed 
and which were not involved on appeal, 
covering transmission of time signals 
and controlling mechanism for it. 

The claims on appeal were all held to 
be functional in that they did not set 
forth sufficient detail of the structure 
to constitute a means for carrying the 
applicant’s method into operation. 

The method itself was stated to be 
not patentable, and therefore it was held 
that it would involve no invention to 
employ the method broadly with the 
usual clock striking mechanism where 
no specific means for modifying the 
method was included for carrying out 
the method. 

The patent was issued to Fred L. 
Mackenzie, on Oct. 15, 1929, and is No. 
1731538. 


* * * 


Nation Wide Credit Survey by the 
Government 


WASHINGTON, D. C., Nov. 16.—O. P. 
Hopkins, acting director of the Bureau 
of Foreign and Domestic Commerce in his 
annual report of the work of the Bureau 
to the Secretary of Commerce, this week. 
calls attention to the fact that ‘‘conjoint- 
ly with the National Retail Credit As- 
sociation the Bureau is conducting a 
nationwide credit survey that will em- 
brace all important lines of retail trade. 
Over 1000 credit ‘bureaus and 300 cham- 
bers of commerce are cooperating in 
this work. More than 200,000 question- 
naires were mailed, and a large pro- 
portion of these have already been filled 
out and returned. A preliminary report 
has been issued covering three lines of 
retail trade and presenting statistics 
from stores with combined sales of over 
one and a half billion dollars. 

“Tt is expected,” he continues, “that 
the final report will be available about 
the middle of the current fiscal year. 
The chief executive of the largest retail 
credit association states: that the results 
which are being secured will be of great 
importance in stabilizing business and 


will likely induce many benefits con- 
tributing toward lower living costs for 
the consumer and a better balance for 
the tradesman.” 


e = 


Tax Reduction Bill to be Passed 
Before Christmas 


WASHINGTON, D. C., Nov. 18.—Predic- 
tion is made by leaders of the House of 
Representatives that the tax reduction 
bill will be passed by that body before 
Christmas. 

Up to this time the administration has 
suggested that the corporation tax be 
reduced one per cent and that the per- 
sonal income taxes be reduced, for the 
lower brackets, one per cent. There is 
every indication that action toward the 
reduction will be taken so that it can 
be applied during the coming year when 
the first taxes are due in March. That 
is the end toward which the administra- 
tion is bending its efforts. 


* 6 * 


Employment and Wages During 
October 


WASHINGTON, Nov. 16.—Employment 
decreased 1.2 per cent in October com- 
pared with September while pay roll 
totals increased 0.4 per cent, according 
to the Bureau of Labor Statistics, De- 
partment of Labor. Pay roll totals 
showed the usual October recovery from 
the effect of Labor Day closing in 
September. 

This report is based on returns from 
34,722 establishments having in October 
5,255,529 employes, whose combined 
earnings in one week were $145,196,138 


* * * 


iixports and Imports for Ten Months 


WASHINGTON, D. C., Nov. 16.—Ex- 
ports decreased and imports increased 
during the month of October according 
to the Department of Commerce, com- 
pared with the same month of last year. 

For the 10 months period ending Oc- 
tober the value of exports was $4,374,- 
261,000 compared with $4,107,600,000 for 
the same 10 months of last year. Im- 
ports for the 10 months ending October, 


great English 

masters in the use 

of fruit as a deco- 
rative theme 


this year, were valued at $3,752,069,000 
compared with $3,425,471,000 for the 
same period of last year. For the 10 
months ending October, this year, the 
value of the excess of exports over im- 
ports was $622,192,000 compared with 
$682,129,000 for the same period of last 
year. 
e  s 


Strict Regulations for Export of Gold 
and Precious Metal from Panama 


WASHINGTON, D. C., Nov. 16.—Strict 
regulations regarding the exportation 
from Panama of pearls, gold, platinum, 
etc., have been established by a recent 
Presidential decree published in the 
Gaceta Oficial, Panama, according to 
the Department of Commerce, whereby 
persons in the trade must be registered, 
permits secured for each transaction, 
and the officials satisfied as to the cor- 
rectness of the declarations, by exami- 
nation if necessary, and that the export 
tax had been paid. Severe penalties are 
established for infractions. 


+ + - 


Consumption of Platinum Metals In- 
creases 25 Per Cent in 1928 as Com- 
pared with the Previous Year 


WASHINGTON, D. C., Nov. 18.—Ac- 
cording to reports from refiners the 
consumption of platinum metals in the 
United States last year was 187,287 
ounces, an increase of 25 per cent as 
compared with 1927. The jewelers of 
the country increased their consumption 
by 8378 ounces, using more platinum 
and palladium but less iridium accord- 
ing to the Bureau of Mines. 

In 1927, the jewelry trade used 86,036 
ounces of platinum; 3706 ounces of pal- 
ladium; 4059 ounces of iridium, and 329 
ounces of “other” platinum metals, or a 
total of 94,130 ounces which was 63 per 
cent of the total production reported by 
refiners. 

In 1928, the jewelry trade used 93,468 
ounces of platinum; 4965 ounces of pal- 
ladium; 3260 ounces of iridium; and 815 
ounces of “other” platinum metals, a 
total of 102,508 ounces or 55 per cent 
of domestic production. 
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Senate Refuses Higher Duty on Timepieces 





By Vote of 51 to 24 Upper Chamber Adopts Barkley Amendment on Watch Schedule After Long 
Debate—Also Cuts Duty on Clocks—Duty Remains as in Present Tariff Law 


WASHINGTON, D. C., Nov. 15.—Pre- 
diction was made in last week’s issue of 
JEWELERS’ CIRCULAR that the father of 
the watch and clock schedules as written 
by the Senate Finance Committee would 
not know its own child when the coali- 
tion got through with the paragraphs 
and that came very near being the truth. 

As the clock and watch schedules 
passed the Senate the Barkley amend- 
ments were adopted exactly as they ap- 
peared in last week’s issue of this paper. 
In other words, they are identical as to 
wording and rates as those in the pres- 
ent tariff law, that of 1922. 

All of the work and effort that was 
put into the wording of the paragraphs 
as they were written by the Senate 
Finance Committee went for naught. 

In acting on the watch paragraph the 
Senate by a vote of 51 to 24 defeated the 
Finance Committee proposal to increase 
the rates on watches and by a viva voce 
vote also rejected a similar increase in 
the clock rates. 

Senator Barkley, of Kentucky, who 
introduced the amendments to the clock 
and watch schedule was on the _ sub- 
committee having charge of the metal 
schedule when the tariff bill was before 
the Senate Finance Committee. 

Senators Metcalf and Hebert, both of 
Rhode Island, were prominent in voting 
against the plan to increase the duty 
on watches, while Senator Walsh of 
Massachusetts, favored the _ increase. 
There is a large company located in 
Rhode Island which imports foreign 
watch movements to put in American 
made cases while in Massachusetts there 
are large domestic watch manufacturers. 
Senator Reed, of Pennsylvania, who was 
chairman of the subcommittee on metals 
also made a desperate effort to have the 
Finance Committee rates inserted in the 
bill. 

THE DEBATE 


Senator Reed in explaining the watch 
situation said in part; 


watch 


ber of 


The present lew puts a duty on 
movements, according to the nu 
jewels contained as friction bearings in the 
movement, and that duty is modified ac- 
cording to the number of adjustments that 
have been given to the watch movement 

The Senate will understand that a very 
large part of the importations of watches 
consists of imported watch movements that 
are placed in cases manufactured here. All 
of the mechanical part of the watch will be 
imported, while the gold or silver or other 
metallic case in which it is carried is often 


made here, to take the imported movement 

Under the law of 1922 the size of the 
watch is immaterial. The thing that de 
termines the duty is, first, the number of 


jewels, and, next, the number of adjust- 


ments. 


The importation of watch movements has 
increased very greatly. I will give the 
figures later. The domestic manufacture of 


When we 
that 


success 


watch movements has fallen off. 
look to see the reason for that, we find 
the 1922 law has been evaded with 
in two ways. First, after the enactment of 
the law, a new kind of watch was invented 


escape the tax put on by that 
very beginning of paragraph 


in order to 
act. At the 








367 Senators will notice that a watch with 
less than seven jewels pays only 75 cents 
duty, and it does not matter whether it is 
adjusted or unadjusted. 

If it has less than 7 jewels the duty is 
only 75 cents, whereas if it has 7 jewels 
and less than 11 the duty is $1.25, and 
where it gets to have more than 15 jewels, 


then factors of adjustment come in. 


As soon as the 1922 law was enacted, a 
watch appeared that had never before been 
een in the world That was a _ 6-jewel 


watch, invented with the intention of getting 
into the lowest bracket, and it was quite 
common for those-watches to bear the stamp 
that they had been adjusted once or twice 
or three times or more. That was a false 


because the cost of ad- 
that adjusted 
sold for the price at 


tatement evidently, 
justment in labor is such 
watches could not be 


which those watches were being brought in 
So that the law was beaten, and the public 
was being deceived in two ways: A very 
cheap watch was _ brought that was 
claimed to be adjusted when it was not a 
6-jewel watch had been invented to get by 
just underneath the limitation of that first 
bracket 

Those were the problems the House of 
Representatives faced when it tackled this 
matter They got the advantage of a con 


promise arrangement which had been worked 
out between most of the American manu 
facturers and ‘most of the importers 

understand that about 80 or 85 per cent of 
the importers had gotten together with rep 
resentatives of manufacturers and had ar- 
rived at a compromise intended to 


these frauds, and that the House adopted 
that compromise. 

One thing more. Parts of watches, under 
the 1922 law, were dutiable at 45 per cent, 
and no more It has been found to be very 
profitable by some importers to bring in 
parts, some of them worth as little as a 
cent apiece, a tiny gear wheel or pinion, or 
something of that sort, and build them up 
in this country into completed movements 
Brought in in that way, they pay only the 
{> per cent tax. 

A part of a watch may be the whole 
movement minus the balance wheel. A part 


anything from one cent’s worth of 
pinion or gear wheel up to the com- 
watch minus any essential running 
mainspring, a balance wheel, a hair- 
spring; minus anything necessary to make 
the watch go. If it will not run when it 
is brought in, it is considered to be a part 
That has led to evasions, because, re- 
gardless of the specific duties imposed on 
these watches, it was possible to escape them 


mav be 
a littl 
pleted 
part a 


al 
ais” 


entirely by bringing in the movement minus 
one part only. 

That was one of the problems the House 
had, and they had in mind the increase in 
imports and the decrease in domestic pro- 
duction. What they did was to adopt a 
totally new method of taxation of these ar- 
ticles. They took three factors: First, the 
number of jewels as the old law had it 


but they 
way the 


number of adjustments, 
that differently from the 


next, the 
applied 


1922 law had applied it; next, the diameter 
of the watch movement at the point where 
its. diameter was greatest All three of 
those factors entered into the calculation of 


the tariff and resulted in a complicated 
arrangement 

The tax increased as the size of the watch 
movement diminished, a larger watch pry- 
ing a smaller tax than the little one 


vers 


they introduced a new factor of difficulty by 
putting in a conclusive presumption that if 
a watch had 15 or more je wels and was 1 
inch or more in diameter, it should be re- 


garded as having had three adjustments, and 
each adjustment increased the tax by $1 So 
that there was an arbitrary addition of $1 
to the tax on watches with a _ particular 
width or a particular number of jewels. 
Then they changed the rate of duty on 
the parts: but I will explain that a moment 
later. If Senators will look at page 701 
of the Senate committee hearings on this 
subject, they will notice the curve of duties 
calculated out on the basis of the House pro- 


vision, and they will see a very high rate 
of duty on watches more than an inch in 
diameter and having more than 15 jewels, 





and then a very abrupt drop in the curve 
and relatively much lower duties on watches 
less than 1 inch in diameter 

The chart appearing on page 701 shows 


that in practical working out the House pro- 


vision would have caused great injustices, 
and either the duty was much too high on 
ome of the watches or it was much too 
low on the others. 

Then they made things still more compli- 
cated by providing that any two or more 
parts assembled together should pay the 
same duty as the completed mechanism. A 
watch movement might be wortl say, $25 
n Switzerland The duty on it, if it had a 


large number of jewels, would run up per- 


haps to $20 Yet in that watch movement 
there might be a tiny wheel with a shaft in 
it whose value was not over 1 cent: but 
under the bill as it passed the House, that 
being as assembly of two or more parts, it 

d to pay the same duty as the completed 
mechanism, and we had the utter absurdity 
of a part worth 1 cent paving a duty of $10 
or $20. Of course, when we on the Finance 
Committee pointed that out to the advocates 
of the House provision they had to admit 
its absurdity at the beginning So that was 
something else we had to fix 

The curve of duties resulting from the 


Committee’s action appears 
] vaage 701, and it is quite obvious that 


Senate Finance 
also on } 7 


we have at least straightened out the curve, 
have very much reduced the duty under the 
House bill, particularly on watches of more 
than 1 inch in diameter, and have onlv 
lightly increased the duty on the very smal! 


watches with a few jewels 

Senator Deneen, of Illinois, taking 
part in the debate called attention to the 
fact that 90 per cent of the cost of a 
watch consists of labor. He said in 
part; 
cent of the 


First, I may savy that 62 per 


watches manufactured in the United States 
ire manufactured in Illinois 
Second, the tariff act of 1922 has been re- 


‘erred to and explained [I wish to state 
n reference to that act, as it relates to the 
price of the watch, that the prices of watches 


have not been increased during the past 10 
vears. When the act of 1922 was passed it 
related principally to pocket watches. After 
the enactment of that law the kind of 
watches was largely changed, and now the 
debate turns on the small, or wrist watch. 


There is not any company in the country, 
so far as I am informed, that could operate 
ts factory on a asis of manufacturing 
pocket watches It will not be disputed that 
the debate now relates to the watch that was 
not manufactured when the tariff act of 
1922 was passed. That is one reason why 
the Finance Committee had to go into these 
schedules in such detail. 

The present 
the nonjeweled 
In our country 
9,000,000 of such 
tariff law does not 


discussion does not relate to 
watch 

there are produced about 
watches each year. The 
affect the rates on them. 
The tariff paragraphs change the rates on 
the jeweled watches On that matter I have 
had prepared a statement of how these com- 
plicated paragraphs would affect the price 
of such watches if the report of the Senate 
committee is approved. 

First, on the nonieweled watch, of which 
we produce 9,000,000, the tariff is the same 
as in the law of 1922 75 cents. It is 75 
cents in the provision of the House bill and 
75 cents in the provision of the pending 
Senate bill. 


Second, on the 7-jewel watch, 1% inches 





wide, which was the standard watch that 
prevailed before the act of 1922 was en- 
acted into law. the tariff was $1.25 In the 


House bill it is $1.40 on the pocket sizes, a 
slight increase. In the Senate bill it is $1.60. 

On the 15-jewel watch, of the same width, 
the tariff under the act of 1922 was $2. The 
House bill raised it to $6 The Senate com- 


mittee reduced it to $2.60. 
On the 17-jewel watch the tariff in the 
law of 1922 was $6.50. In the House bill it 


was reduced to $6.40 and in the Senate Dill 
it was reduced to $4.31 


On the 19-jewel watch the tariff in the act 
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of 1922 was $10.75. In the House bill it is 
$6.80 and in the Senate bill $4.67. 

On the 21-jewel watch the tariff in the 
act of 1922 was $10.75. In the House bill 
it is $7.20 and in the Senate bill it is $5.03. 

Last, on the watches of 23 jewels the tariff 
provided in the act of 1922 was $10.75, in the 
House bill $7.60, and in the Senate bill $5.39. 

These rates are not very high, but they 
are provided to protect a great industry. 

The Elgin Watch Co., which operates at 
Elgin, Ill, is one of the largest, if not the 
largest, watch factory in the United States. 
The question was asked about employment, 
whether or not the company is operating at 
full capacity. I have to state that it is 
operating at about 50 per cent of its capacity. 
Heretofore it has had, as I recall, about 
4,300 or 4,500 operatives. It has been com- 
pelled to reduce the number of employees to 
3,600 or thereabouts and to reduce the pay 
roll about $600,000 per annum. A like state- 
ment may be made, I think, with regard to 
the other large watch factory in our State 
at Springfield, Ill.—the Illinois Watch Co.’s 
factory. 

Senator Barkley, whose amendment 
was adopted said that “those watches 
which bear the enormously high rates 
are watches which are not made by 
American watchmakers. But of course, 


we can very readily understand their desire 
to eliminate importations because if the 
American workman and the American school- 
girl and the American housewife can not 
buy a watch that ranges in price from $15 
to $25 they will be compelled, if they buy 
watches at all, to buy the _ high-priced 
watches. So it is natural that the domestic 
manufacturers should desire to eliminate the 
importations on the theory of those who ad- 
vocate a tariff on bananas, so that if bananas 
can not come in at all the people will be 
required to eat peaches and apples and pears. 

I maintain that the American watch in- 
dustry as represented by the large manu- 
facturers is not in such condition as to call 
for any increase in the tariff. There are 
only four or five large manufacturers of 
watches in the country, and while there are 
some other smaller ones such as those men- 
tioned by the Senator from Illinois [Mr. 
DENEEN], one or two of which I have never 
heard of, yet the large manufacturers of 
watches in the United States are the Elgin 
Watch Co., of Illinois, the Hamilton Watch 
Co., the Waltham Watch Co., and the How- 
ard Watch Co., with some production on the 
part of the Waterbury Watch Co. in Con- 
necticut, 

Under the present law a watch with one 
jewel which is not adjusted bears a tariff 
of 75 cents. Under the Senate Finance Com- 
mittee amendment it would bear a duty of 
$1.10. Of course, the manipulation of the 
change in the method of calculating the 
tariff from the present law is very com- 
plicated and was designed—and I do not 
say that in any way to reflect on the Senate 
committee because that committee, either as 
to its majority members or its minority 
members, are not expert watchmakers. No- 
body in the world who is not an expert 
watchmaker could have written the provi- 
sions either in the House text or the Senate 
committee amendments. 

I think it is only fair to say that in the 
consideration of the subject both the Senate 
committee and the House committee took the 
classifications and the language which were 
submitted to them as a result of the agree- 
ment among the American watchmakers, 
joined by a certain percentage of the high- 
priced watch importers. There is no dispute 
about that. The language in the bill as it 
is now carried, both in the House text and in 
the amendment proposed by the Senate Com- 
mittee on Finance, represents what the 
American watchmakers came down here to 
get. It not only represents what they came 
here to get in tariff rates, but it represents 
what they came here to get in classification 
and in change of language so as to stop 
up every possible hole by means of which 
the cheaper watches might be imported into 
the United States. 

The Senator from Illinois [Mr. DENEEN] 
a while ago admitted very frankly, as he 
would of course do in any discussion, that 
the object was to prevent the bringing in of 
the parts especially. He did not go so far as 
to say that the object is to prevent the im- 
portation of the cheaper watches; but he 
might as well have said it, because that is 
the object. 

Let us see what the situation is with refer- 
ence to the production and the importation 
and exportation of watches. In 1923 the 


American watchmakers produced 2,091,747 
jeweled watches. In 1927 they produced 


The total production of American 


2,281,000. 
and watch movements and watch 


watches 








THE JEWELERS’ CIRCULAR 





parts and watchcases which go to make 
up the completed watch was 46,000,000 plus 
last year. The figures were put in the 
ReEcorD awhile ago by the Senator from 
Pennsylvania [Mr. Reep]. As against that 
$47,000,000 domestic production of watches 
and watch parts and watchcases, we im- 
ported in the neighborhood of $12,000,000 of 
works and parts and cases, and we exported 
about $1,750,000 worth of the same products. 
One-fourth of all the importations into the 
United States of watches and watch parts 
comes from Switzerland. 

Mr. President, I desire to call attention 
to a situation which, I think, we ought to 
consider in connection with the levying of 
tariff duties. We are an exporting nation; 
we sell to the other nations of the world 
more of our products than we import from 
them. Not only has that been true in the 
years past but during the first six months of 
1929 our exports to other countries ex- 
ceeded our imports by nearly $500,000,000. 
As a part of our exports we sent last year 
to Switzerland a little more than $47,000,000 
worth of American products. Those products 
did not spring automatically into existence; 
they required American capital; they re- 
quired the labor of American workingmen. 
While we are talking about wages for Ameri- 
can laboring men we might consider that 
hundreds of thousands of our laboring men 
are engaged in the production of products 
which we export to all the nations of the 
world: and in our dealings with other na- 
tions I think we might as well consider 
whether we are to give consideration to 
keeping employed those men who are sending 
our ships and our products to all the markets 
of the world. 


Speaking of the watch rate proposed 
by the Senate Finance Committee Sena- 
tor Barkley said; 


Mr. President, the statement has_ been 
made that 80 per cent of the importers have 
agreed to this rate. It would not have 
any effect on me'if 100 per cent of them 
had agreed to it. I will not vote for any 
rate that is cooked up by interested parties 
who meet in secret and agree on the rates 
they want and then come down here and tell 
the committees of Congress, “This is what 
we have agreed on”; and because they have 
agreed on it we are required to vote for it. 
However, it is not true to say that 80 per 
cent or 75 per cent or, in my judgment, 
more than 25 or 30 ner cent of the importers 
of foreign-made watches have agreed to this 
scale of rates or to this change in the tariff 
rate. 

I have here a list of watch manufacturers 
and importers who are opposed to the rates 
of duty proposed. Of course, many of the 
importers, as Senators understand, do not 
import the complete watch; they bring the 
parts over: they employ American labor in 
installing the movements in American-made 
watchcases, and, because they are able to 
import these watches into the United States 
at a cheaper price than some of the domesti- 
cally manufactured watches, they have been 
able to increase the demand for watches, 
which has automatically increased the de- 
mand for watcheases which are made by 
American manufacturers of watchcases and 
by American laboring men. 

The Bulova Watch Co. heads the list of 
those that have not agreed to the proposed 
rate. The watch produced by that company 
has received considerable attention here be- 
cause it is a well-known brand. The Bulova 
Co. is able to have an hour or half an how 
set apart, I believe, each night over WRC or 
some other radio broadcasting station to ad 
vertise the Bulova watch, and they give a 
fairly good program, as a number of other 
industries do which are able to employ the 
radio in advertising their products. The 
other comvanies on the list are as follows 

Gothic Watch Co., Westfield Watch Co., 
Arrow Manufacturing Co.. Louis Adels & Co., 
Goldsmith Stern & Co., Knickerbocker Watch 
Co., Namdor Watch Co., United Jewelers 
(Buren watch), Speidel Chain Co., North 
American Watch Co., Norman Morris & Co., 
Piedmont Watch Co., Awon Watch Co., Savoy 


Watch Co., Korones Bros., Hamel Riglander 
& Co., M. J. Lampert & Co., Manhattan 
Watch Co., Sonpalan Watch Co., Jagot 
Watch Co.. Modern Watch Co., American 


Standard Watch Case Co.. Pioneer Watch 
Case Co., Etna Watch Co., Weinstrum Watch 
Co., I. Ollendorf & Co., Gotham Watch Co., 
Strickland Watch Co., Pennant Watch Sup 
ply Co., Boston Watch Co., Toledo Watch 
Co., Bayer Pretzfelder & Mills (Elaine Goer- 
ing Watch Co.), Glycine Watch Co. 

That is a list that I have obtained, some- 
what at random, of watch companies that 
[ have not entered into this agreement to 
raise the rates on American watches to the 
American people to this exorbitant point 

Mr. President, something has been 


said 
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about the deplorable condition of the Ameri- 
can manufacturers of watches. In order that 
we may understand the situation—and, as I 
said a while ago, these four or five com- 
panies make practically all the watches in 
the United States of domestic manufacture— 
let us take the Elgin Watch Co. 


Just prior to the vote on the watch 
schedule, Senator Reed said: 


Mr. President, before we leave this matter 
of the watch paragraphs, I think that in 
justice to the American industry I ought to 
put in some figures. 

I have a statement audited by certified 
public accountants showing the aggregate 
earnings of the Seth Thomas Clock Co., the 
Waterbury Clock Co., the E. Ingraham Clock 
Co.. the New Haven Clock Co., the Lux 
Clock Co., the Gilbert Clock Co., and the 
Sessions Clock Co. Those are the Connecti- 
cut manufacturers of watches and clocks. 


I am told that for the year 1925 the aggre- 


gate earnings of all those companies was 
$1,956,000. In the next year, 1926, the 
aggregate had slumped to $1,737,000. In 
1927 the earnings were $1,688,000, and in 
1928 they were $1,627,000. Those are the 


domestic manufacturers. That is one side 
of the picture. 

Here is the other side of the picture. If 
we take the earnings of the Bulova Watch 
Co., as advertised in the broker’s circular on 
which the stock was recently sold to the 
public, in 1926 their earnings were $291,000, 
in 1927 their earnings jumped to $696,000, 
in 1928 they amounted to $1,201,000. There 
was a 300 per cent increase in 1928 over 
1926, while the American manufacturers’ 
earnings in the adjoining Connecticut dis- 
trict were steadily declining during the same 
period 

That is the situation our 
coalition want to perpetuate, and it 
the American people knew it. 


Following was the roll call on the vote 
on the Barkley amendment to substitute 
the present tariff rate on watches for 
that of the Finance Committee. The 
result was announced—yeas 51, nays 24. 

So Mr. Barkley’s amendment was 
agreed to. 

Senator Reed, when the clock para- 
graph was reached said that “I merely 
rise to pronounce a very brief obituary 
over the next industry that is to be 
slaughtered.” Senator Barkley said; 


friends of the 
is time 


Mr. President, I merely desire to state 
that tne same situation exists with clocks 
that existed with reference to watches, ex- 
cept more so There were nearly 20 per 
cent of imports compared to domestic pro- 
duction in the value of watches, whereas 
the importation of clocks represents only 


shout 3 or 4 per cent of the domestic pro- 
duction 

In 1923 there were 
American clocks made. 
$33,913,029 worth, representing an increase 
of nearly 40 per cent from 1923 to 1927. 
The im»ports increased, it is true, from $505,- 
000 in 1921, which was on the basis of a 
depreciated European currency, which, in 
fact, represented probably about $900,000 in 
actual value on a normal basis. The im- 
ports in 1927 were $1,075,000, while we ex- 
ported clocks to the value of $1,542,397. In 
other words, we exported from America 
nearly one-third more clocks in value than 
we imported, which is to be compared with 
a total production of $33,000,000 


There was no discussion at all on the 
clock schedule and no record vote was 
taken. 

The watch paragraph as it now reads 
after having passed the Senate is as 
follows: 


$23,457,504 worth of 
In 1927 there were 


Watch movements, whether imported in 
cases or otherwise, assembled or knocked 
down, if having less than seven jewels, 75 
cents each; having seven and not more than 
eleven jewels, $1.25 each; having more than 
eleven and not more than fifteen jewels, $2 
each; having more than fifteen and not more 
than seventeen jewels, unadjusted, $2.75 
each; having seventeen jewels and adjusted 
to three positions, $4.75 each; having seven- 
teen jewels, unadjusted, $2.75 each; hav- 
ing seventeen jewels and adjusted to 
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temperature, $3.50 each; having seventeen 
jewels and adjusted to three positions, $4.75 
each; having seventeen jewels and adjusted 
to five positions, $6.50 each; having more 
than seventeen jewels adjusted or unad- 
justed, $10.75 each; wateheases and parts of 
watches, chronometers, box or ship, and 
parts thereof, 45 per centum ad valorem; 
all jewels for use in the manufacture of 
watches, clocks, meters, or compasses, 10 per 
centum ad valorem; enameled dials for 
watches or other instruments 3 cents per 
dial and 45 per centum ad valorem: Pro- 
vided, That all watch and clock dials, 
whether attached to movements or not, when 
imported shall have idelibly painted or 
printed thereon the name of the country of 
origin, and that all watch movements and 
plates, assembled or knocked down, and 
eases shall have the name of the manufac- 
turer or purchaser and the country of manu- 
facture cut, engraved, or die sunk conspicu- 
ously and indelibly on the plate of the 
movement and the inside of the case, re- 
spectively, and the movement and _ plates 
shall also have marked thereon by one of 
the methods indicated the number of jewels 
and adjustments, said numbers to be ex- 
pressed both in words and in Arabic num- 
erals, and if the movement is not adjusted, 
the word “unadjusted” shall be marked 
thereon by one of the methods indicated, 
and none of the aforesaid articles shall be 
delivered to the importer unless marked 
in exact conformity to this direction: Pro- 
vided further, That only the number of 
the jewels which serve a mechanical pur- 
pose as fractional bearings shall be marked 
as herein provided. 


The clock paragraph reads: 


“Clocks and clock movements, including 
lever clock movements, and clock work 
mechanisms, cased or uncased, whether im- 
ported complete or in parts, and any device 
or mechanism having an essential operating 
feature intended for measuring time, dis- 
tance, or fares, or the flowage of water, gas, 
electricity, or similar uses, or for regulating 
or controlling the speed of arbors, drums, 
disks, or similar uses, or for recording in- 
dicating, or performing any operation or 
function at a predetermined time or times. 
any of the foregoing, whether wholly or 
partly complete or knocked down (in which 
condition they shall be appraised at the 
valuation of the complete article) ; cases and 
casings for clockwork mechanisms imported 
separately; all the foregoing, 45 per cent ad 
valorem; and in addition thereto, upon any 
of the foregoing articles or parts thereof, 
having jewels, but not more than two jewels, 
in the escapement, $1 each; having more 
than two but not more than four jewels, $2 
each; having more than four jewels, $4 
each; if without jewels in the escapement 
and valued at not over $1.10 each, 35 cents 
each; valued at more than $1.10 and not 
more than $2.25 each, 70 cents each; valued 
at more than $2.25 but not more than $5 
each, $1 each; valued at more than $5 but 
not more than $10 each, $2 each; valued at 
more than $10 each, $3 each; all parts and 
materials for use in any of the foregoing if 
imported separately, and not specially pro- 
vided for, 50 per centum ad valorem: Pro- 
vided, That all dials, whether attached to 
movements or not, when imported, shall have 
indelibly painted, printed, or stamped there- 
on the name of the country of origin, and the 
front or back plate of the movement frame 
of any of the foregoing when imported shall 
have the name of the maker or purchaser, 
the name of the country where manufac- 
tured, and the number of jewels, if any, in- 
delibly stamped on the most visible part 
of same; but if such markings are in whole 
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or in part sufficiently similar to the trade 
name or trade-mark of an established Ameri- 
can manufacturer as to be liable to deceive 
the user in the United States, entry thereof 
shall be denied if such trade name or trade- 
mark has been placed on file with the col- 
lector of customs.” 


WASHINGTON, D. C., Nov. 16.—The 
Senate left the 60 per centum duty on 
“Watch crystals or watch glasses, 
finished or unfinished.” 

The rate on optical glass was made 
45 per cent instead of 50 per cent as 
provided for in the bill as it passed the 
House. This is the rate recommended 
by the Finance Committee. 

Jewelers’ anvils, weighing less than 
five pounds each were left dutiable at 
45 per cent as voted by the House, while 
the German silver paragraph was voted 
as follows: 

“Par. 380. German silver, or nickel 
silver, unmanufactured, 20 per centum 
ad valorem; nickel silver sheets, strips, 
roads and wire, 30 per centum ad 
valorem.” 








Watch Statistics 


Figures Show Exports and Imports of 
Watches and Parts During September 


WASHINGTON, D. C., Nov. 18—The 
Department of Commerce has just re- 
leased figures showing that Switzerland 
still leads all other countries in the im- 
portation of watches and parts. During 
September, 1929, the month for which 
these latest statistics were compiled, the 
total imports of watches, movements, 
dials and parts of watches and jewels 
amounted to $1,684,532. The exports of 
watches with and without jewels and 
parts, thereof, for the same period were 
valued at $205,749. 

Switzerland sent out watches and 
watch movements worth $1,334,945, 
cases, dials and parts of watches valued 
at $230,385, and jewels for clocks, etc., 
totaling $73,344. France ranked second 
to Switzerland in the shipments of mer- 
chandise in all the above classes, with 
totals of $17,945, $11,059 and $2,024 
respectively. 

Australia was our best customer in 





The Thanksgiving Dinner Table 


(Continued from page 36) 








This time the dinner cloths are of hand- 
made lace, and there are three silver 
bowls of marigolds placed at intervals 
down the center of the table. There are 
no candles, but there are four crystal 
wine decanters, one placed at each corner 
of the table, and in between are small 
groups of tiny silver cruet jars and jugs 
in the form of birds and animals. 
Silver service plates are again used, 
while the china, charmingly, is decorated 
with the same kind of yellow marigolds 
that were so carefully chosen for the 
centerpieces. This time there are four 
cut crystal glasses at each plate; the 
flatware is of sterling silver in an at- 
tractive Georgian design, and all the 
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September for watches without jewels, 
receiving in that month 33,192 time- 
pieces worth $30,799. The United King- 
dom received a greater number of this 
class, 39,305, but with a value of $19,- 
410. The largest number of watches 
with jewels was sent to the Philippine 
Islands, 2945, valued at $25,514. 

The full list of imports and exports 
of watches and parts in September: 

IMPORTS OF WATCHES, MOVEMENTS, PARTS, 





ETC., BY COUNTRIES 
Jewels 
Cases, for 
Watches Dials Watches, 
and and Clocks, 
Watch Partsof Meters, 
Move- Watches’ or Com- 
Countries ments n.é.s. passes 
ec: ee $17,945 $11,059 $2,024 
Germany .... 1,815 4,313 ariel 
ee pecan eta 1,023 
United K’dom 1,334,945 230,385 73,344 
CMPAGG sac«. 5,057 940 1,416 
Switzerland. . 226 40 hace 
vy | ee $1,359,988 $246,737 $77,807 
DOMESTIC EXPORTS OF WATCHES AND PARTS BY 
COUNTRIES 
With- Parts 
out With of 
Countries Jewels Jewels Watches 
Irish Free State... $1,764 ae nih 
ESS ear pees a $54 
De re 61 a rr 
Switzerland ....... ht a 138 
United Kingdom.... 19,410 $190 1,452 
eo” ere 71 289 67,569 
oo ree 451 92 Ras 
FROMMGUPER «665 0c cces 372 122 A 
jo 54 met biter 
PI i'a'a ds oa Kans 35 an'ete 
pO ee 380 5,725 10,209 
Newfoundland and 
EMRPBGOP «oc ivcs 576 i 
RE ere 22 m 
3 ee ale 70 642 
Dominican Republic 122 Ae ar 
Netherland W. Indies 30 oak Pas 
Haiti, Republic of.. ia 3256 soa 
i CAR are eats 25 313 
oO ee 874 an Lae 
i ee eee 1,651 ae maa 
VOMORUCIR 2.050. 0ee 103 600 ees 
British India...... fey 59 het 
| ere 192 4,869 — 
Hong Kong........ eae 50 eo 
6 Pe Cer er 5,335 2,711 
Philippine Islands. . wes a0,088 1,437 
pS eee 30,799 8,264 1,793 
British Oceania.... 127 18 ee 
New Zealand....... 4,293 870 28 
British E. Africa... 235 36 5 
Union of S. Africa.. 3,204 1,282 404 
Other British S. 
MEET So. acs wi hae coat 5 31 as 
DEGROCGO as ec cece 183 whet 
Other Port. Africa. . cand 128 





EIGN hs bide wea $65,105 $53,899 $86,745 
Shipments from U.S. 
to: 
pS eee $5,777 $6,748 $212 
Porto Rico ...... 1,172 192 





rest of the silver—the serving dishes and 
platters and coffee service match. Even 
the four table lighters and cigarette 
boxes placed on the table during the 
course of the dinner are of sterling silver 
in the same pleasing design. 

On many Thanksgiving tables this 
year pewter serving dishes and platters 
will be used in connection with sterling 
flatware without the slightest decorative 
loss. The low-keyed luster of pewter 
has a charm all its own and one that 
blends particularly well with the rich 
gleam of silver, as you may see if you 
hold close to a pewter candlestick a silver 
frock or spoon. Pewter also is enchant- 
ing with colored glass in all the jewel 
shades that are now so popular, and 
which serve as an inspiration for all 
sorts of fascinating decorative schemes 
to all women who are not color-blind. 
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The Aristocrat of 
Artificial Pearls 


The reason why leading Jewelers 
handle only “‘Orienta’s’’ is because 
of their Beauty, Finish and Wear- 
ing Qualities backed by a substantial 


guarantee. 


There is no reason for buying in- 
ferior merchandise, because you pay 
as much or more for it. 
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Priceson Orientas are right while 
the quality and beautiful lustre of 
the merchandise ensures their sale. 


“To the eye identical” 
Cirtlie &(3. 


65 Nassau St., 
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Mountings 
of Platinum 
or White Gold 


go 9299292 9290925599292 525252525 26060062626206060620200000000DODODOOOOoMmoooe. 








ae | ae | ae | ae | cape | cae | cee | cee |e | ee | cee | cee | cee | ce | cape | ee | cee | cee | ce | cree | ee | ce | ce | cee | cee | ce | cee | cee | cee | ee | cn | ee | mee | ee | cme | ae) ee | ce |e | ee ee | ee 
a Cc 30 IC 0 IC ICICICICICICICICICICIC IC ICICI ICC CoC Cocco CoC cIcIcnociIcicilitut 
w 
t # 
— W 
fh 
¥ 
4 r 
E . 
= 
E 
Au 
wr 
- 
iA 
Pu 
& 
nu 








Jee | | ce oe | ees | ee | ee | ee | ee |e | ee | ee | ee oe | | ee | oe | ee | oe | oe | cee | ee | oe | oe | oe | eT nt 
c 


me | tr | sts | we | the | et | ch | ste | the | he | sche | wh | se | ee | ms | ste | wih | he | she | mths | mh | woh | he | mchs | moe | wth | me | 


IJOICIC IC 3c 





CIRCULAR 

































PebeTeke Take] eke eke eke eke Puts eke eke eke ens eke ems Puke eke Pee Pes Pes Pe eee PoP PTT TT Lee e, 


it 


















Pewter that Sells 
... at Once 


Sheets Genuine Pewter is setting 
new records for fast selling and 
Jewelers everywhere are profiting 
by the sale of this quaint tableware. 
To display it is to sell it because 
its quaint charm makes an instant 
appeal to customers in your store. 
The complete line of Sheets Genu- 
ine Pewter—of which a few pieces 
are shown here—offers a wide 
range for selection. Prices sub- 
ject to Keystone discount—all mail 
orders filled promptly. 






P-2342 Vase 
An outstanding ex- 
ample of the graceful 
lines invariably associ- 
ated with Pewter. 
Height, 8%”; Retail 
Price, 85.00. 


P-360 Coffee Set 


An authentic reproduction of one of 
the finest Colonial patterns. Coffee, 
7” high; capacity, 6 half pints; Re- 
tail Price, $14.00. Sugar with cover, 
5%” high: Retail Price, $9.00. 
Cream, 3%” high; Retail Price, 
87.00. 12” round tray retails for 
$8.25. 


P-2341 Rose Bowl 
The unusually charm- 
ing proportions of this 
bowl have made it an 
outstanding favorite 
Height, 7s Retail 
Price, $8.00. 


P-119 Beverage 
Beaker 
Delightful to the eye 
of those one ie fine 
. things. Useful for all 
P-93 Salt and Pepper kinds of beverages. 
The grace of line in this set Retail Prices—height, 
marks it as a splendid ex- 3%”, each $2.50; 
ample of the pewterer’s art. height, 4%", each 
Height of pieces, 5”; Retail $3.60; height, 5%”, 

Price, per pair, $7.00. each $4.00. 


SHEETS 
GENUINE PEWTER 


Detailed descriptive information of 
the entire line of Sheets Genuine 
Pewter will be sent on request. Mail 
orders filled promptly. Write today! 


SHEETS-ROCKFORD SILVER CO. 
ROCKFORD ILLINOIS 
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United States Customs Rulings 


Tariff Tribunal Rules on the Classification of Imitation Half Pearls—*“‘Pieces” Not a Synonym 
for “Pairs” Court Finds in Ruling on Cuff Buttons—Other Decision on Beads, Etc. 


Imitation half pearls, without holes, 
were the subject of one of numerous 
decisions affecting the jewelry trades, 
rendered during the past week by the 
United States Customs Court, at New 
York. These pearls were taxed by the 
collector at the rate of 60 per cent ad 
valorem, under Par. 1429, Tariff Act 
of 1922. The court, in an opinion by 
Judge Sullivan, fixes duty at 20 per 
cent ad valorem, under said Par. 1429. 

In another decision, involving the 
classification of certain imported metal 
cuff buttons, the Customs Court rules 
that the word “pieces” in Par. 1428, 
Tariff Act of 1922, refers to single 
pieces and not to pairs and that, there- 
fore, a dozen pairs of metal cuff buttons, 
valued at more than 20 cents per dozen 
pairs, but less than 20 cents per dozen 
pieces, are not dutiable under Par. 1428, 
as jewelry, but under Par. 349 as “but- 
tons,” of metal, not specially provided 
for. 

This case was brought before the court 
in the name of the Utica Knife & Razor 
Co., Chicago. While holding that the 
collector’s classification was erroneous, 
the court is unable in this case to as- 
certain under which of the two button 
provisions of the tariff law the articles 
in question should be classified due to 
lack of proof as to whether the buttons 
were embossed or plain. However, the 
court fixes this important precedent, 
which will be follewed by customs officers 
with respect to future importatioss. 


GOLD MEDALS, BEADS, ETc. 


Certain imitation pearl beads, gold 
religious medals, etc., imported by Albert 
Lorsch & Co., the Colonial Bead Co., 
the Interocean Forwarding Co., Inc., 
Samstag & Hilder Bros., the China Com- 
mercial Co., Ltd., Cohn & Rosenberger, 
Inc., Udall & Ballou and Cartier, Inc., 
were assessed at 80 per cent ad valorem, 
under Par. 1428, Act of 1922. In a 
decision just announced the United 
States Customs Court fixes duty on this 
merchandise as follows:— 

Imitation pearl beads, temporarily 
strung, 60 per cent ad valorem, under 
Par. 1403. 

Beads made of semiprecious stones, 
temporarily strung, 20 per cent ad 
valorem, under Par. 1429. 

Certain beads, 35 per rent ad valorem, 
under Par. 1403. 

Religious medals, composed wholly or 
in chief value of gold, 60 per cent ad 
valorem, under Par. 399. 


BUCKLES 


Certain imported buckles, composed 
of a metal resembling polished steel, set 
with eight greenish colored faceted 
stones, are held by the Customs Court, 


in a ruling dismissing an import claim 
of J. E. Bernard & Co., Inc., of Chicago, 
to have been properly assessed by the 
collector at the rate of 80 per cent ad 
valorem, under Par. 1428, Tariff Act of 
1922. 

METAL CIGAR LIGHTERS 


Imported metal cigar lighters, entered 
through the customs by Albert Schwill 
& Co., of Chicago, are held by the Cus- 
toms Court to have been properly sub- 
jected to duty at 80 per cent ad valorem, 
under Par. 1428, Tariff Act of 1922, as 
metal articles designed to be worn on 
apparel or carried on or about or at- 
tached to the person. Claim for duty 
at only 60 per cent, under Par. 1454, 
is set aside by the court. 


GOLD-PLATED METAL TRAYS 


Sustaining a protest of Geo. Borgfeldt 
& Co., New York, the Customs Court 
finds that gold-plated metal trays, each 
tray having a piece of cotton embroidery 
and a glass top or cover, taxed by the 
collector at 75 per cent ad valorem, 
under Par. 1430, Tariff Act of 1922, 
should have been assessed at only 60 
per cent ad valorem, under Par. 399, 
as manufactures in chief value of metal, 
gold-plated. 

BEAD NECKLACES 

Various kinds of bead necklaces, im- 
ported by Blefeld & Goodfriend, Inc., 
of Philadelphia, are held by the Customs 
Court, in a lengthy opinion by Judge 
Sullivan, to have been properly classi- 
fied as jewelry, with duty at 80 per cent 
ad valorem, under Par. 1428, Act of 











The Hygeia Swimming Club Trophy 
competed for annually in men’s six mile 
ocean swim. The cup is a product of 


the R. Wallace & Sons Mfg. Co. 


1922. Sixteen claims were made by this 
concern for lower rates, including claims 
for duty under the bead paragraph, 1403, 
at 35, 45 or 60 per cent ad valorem. 
Numerous hearings were held in Phila- 
delphia and New York, the protestants 
seeking to establish that these necklaces 
were not known in the trade as jewelry. 
Samples were introduced of strings of 
various kinds of beads, black, amber, 
blue and red, strung in necklace lengths. 
In some instances metal clasps were 
attached, while in others, the strings 
were merely knotted at the ends. 

Judge Sullivan, after reviewing the 
testimony presented at great length in 
a ten-page decision, states in conclusion: 

“It seems to us from the testimony 
and an examination of the samples that 
the bulk of this merchandise is commonly 
known as jewelry.” 

In a decision granting protests of 
Friedman & Co., New York, the Customs 
Court rules that certain glass beads, 
loosely strung, taxed at 45 per cent ad 
valorem, should have been assessed at 
only 35 per cent ad valorem, under Par. 
1403, Tariff Act of 1922. 


METAL CLASPS 


Certain metal clasps, imported in the 
name of G. W. Sheldon & Co., of Chic- 
ago, are held to have been properly 
assessed at 55 per cent ad valorem, 
under Par. 348, Act of 1922, in a de- 
cision by the Customs Court. Chief 
Justice Fisher heard this case and he 
dismissed claims for a lower duty as 
being without merit. 

In another decision, sustaining a pro- 
test of Albert Lorsch & Co., New York, 
the Customs Court reduced the duty on 
certain imported clasps from 75 per cent 
ad valorem, under Par. 1428, to 55 per 
cent ad valorem, under Par. 348, Act 
of 1922. 








Appeal of David H. Kahn, auction 
jeweler of Syracuse, N. Y., formerly of 
Utica, was argued this week in Appellate 
Division of the Supreme Court at Roch- 
ester. Mr. Kahn with Emil Klein, a 
former civil service commissioner, were 
convicted last December of conspiracy 
to force a bank employe to pay them 
certain sums. They are under sentence 
to serve from two to six years in prison. 
Attorney Frank P. Malpass, former dis- 
trict attorney, represented Kahn and 
Klein and based his appeal against con- 
viction on the ground that he was limited 
by County Judge Barnum in the cross- 
examination of Mooney, the bank em- 
ploye. District Attorney Unckless ap- 
peared to uphold the conviction. The 
court reserved decision. 
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Copyright 1929 


The Chrysler Building in 
New York City became 
the highest structure in 
the world. 


When completed it will 
tower 1030 feet into the 
clouds; higher by 30 feet 
than the previously highest 
Eiffel Tower. 


As long as American re- 
sourcefulness and indus- 
try can build such giants, 
we need have no fear for 
the fundamental sound- 
ness of our nation’s busi- 
ness. 
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Jewelry Sales Show Increase 





Review of the Industry by R. G. Dun & Co. Shows Demand Better Than It Was a Year Ago, with 


(Note) : 
ditions in the jewelry industry was made 
for R. G. Dun & Co., and is published 
in the last issue of Dun’s Review.— 
Editor THE JEWELERS’ CIRCULAR.) 


ONTRARY to expressed opinions, it 

is believed that the recent stock 
market collapse will not appreciably af- 
fect the holiday demand for jewelry. 
The favorable employment status, which 
is sustaining purchasing power, and the 
easier money conditions are two en- 
couraging factors in the situation, ac- 
cording to reports in Dun’s Review. 
Sales thus far this year are from 8 to 
10 per cent in excess of the 1928 record, 
and further increases are anticipated 
during the balance of this month and 
December. The lines making the most 
noteworthy gains were specialties and 
American-made watches. 

In the early Christmas buying, cos- 
tume jewelry, card stock and standard 
merchandise are to the fore. Whole- 
salers are carrying somewhat subnormal 
inventories, and are experiencing dif- 
ficulty in securing prompt shipment of 


certain articles, particularly wrist 
watches, mesh bags and even certain 
types of staple merchandise, notwith- 


standing the fact that the large manu- 
facturers are reported to be running on 
full-time schedules. The price situation 
has not changed radically during the 


year. The best grades of diamonds have 
advanced somewhat, but the less ex- 
pensive stones remain unchanged. Ad- 


vances in quotations are expected on im- 

ported articles, such as Swiss watches 

and precious stones. A few minor items 

also are expected to follow an upward 

trend. Collections are somewhat back- 

ward, being below the seasonal average. 
#198 


BOSTON.—tThis is an important dis- 
tributing center, and, with few excep- 
tions, sales to date in all lines are 
slightly above last year’s figures. Cur- 
rently, in some lines, business is quite 
dull, and almost everybody has found 
conditions less active during the past two 
weeks than they did formerly. Sales 
of the New England department stores 
for the year to the end of September 
showed an increase of 3 per cent over 
the total for the same period of last year. 
For September, they made a gain of 7 
per cent. 

There was a general expectation of 
good business in the trade for the holi- 
day season, but this has given place to 
a feeling of uncertainty. All are operat- 
ing conservatively, and some are refrain- 
ing from buying until the effect of the 
recent drop in stock prices is determined. 
Thus far, this has affected the small 
jeweler very little, and stores selling 
moderate-priced lines do not anticipate 


The following review of con- much falling off in their trade. 





Good Holiday Trade in Prospect 


A few 
cancellations and returns of expensive 
pieces are reported by the exclusive 
stores, but their volume has not been les- 
sened much. Collections have been 
fairly good. 
* * * 

ST. LOUIS.—Jewelry manufacturing 
in this district is confined largely to spec- 
ial work, which is reported in slightly in- 


creased volume, compared with the 
record of last year at this time. In the 


jobbing and retail trades, a fair busi- 
ness is being done, with a better demand 
for watches and silverware, as well as 
novelties, and a falling off in higher- 
priced merchandise. 

Prices are about on a par with those 
of last season, but increases are expected 
on imported articles such as Swiss 
watches and precious stones. Proposed 
tariff advances of 20 per cent or more 
on certain items likely will be passed 
along to dealers and consumers. Most 
retailers have been buying cautiously, 
and their stocks are not abnormal. The 
usual stimulation of holiday demand is 
expected to bring a fairly good business 
for the balance of the year. 


* * * 


BALTIMORE.—Although not up to 
expectations, the jewelry trade at present 
is fairly satisfactory; normally, this is 
one of the best seasons of the year and 
the holiday outlook is favorable. Con- 
trary to some opinions, it is not believed 
that the recent stock market crash will 
affect adversely, to any marked degree, 
this line of activity. The favorable em- 
ployment status which is sustaining the 
purchasing power of the community, and 
easier money conditions, are two reas- 
suring elements in the local business 
situation. There is now only one chain 
store here in the jewelry line, but the 
department stores are carrying rather 
large stocks of card goods and other 
items, and they are making inroads on 
the regular trade. Most merchandise is 
now being sold on the deferred payment 
plan, however, with easy weekly pay- 
ments ranging from 50c. to $1. 

Early Christmas buying has begun. 
While costume jewelry and card stock 
are in good demand, standard merchan- 
dise also is selling quite well; emblems 
and similar merchandise are in good de- 
mand; silver-plated tableware and cut- 
lery usually move well at this season, and 
it is thought that 1929 will prove no ex- 
ception to the rule. It is confidently 
hoped that this year’s volume will ex- 
ceed the 1928 sales total. 

Wholesalers are carrying inventories 
somewhat subnormal and they are ex- 
periencing difficulty in securing prompt 
shipment of certain articles, particularly 
wrist watches, mesh bags, and even cer- 





tain types of staple merchandise, not- 
withstanding the fact that the large 
manufacturers are reported to be run- 
ning on a full-time basis. Very little 
jewelry is produced locally, as Balti- 
more is primarily a jobbing market in 
this line. 

The price situation has not changed 
radically during the current year. The 
most costly diamonds have advanced 
somewhat in price, but the less expens- 
ive stones remain unchanged. Some 
minor items are now evidencing an up- 
ward price trend, but no marked devia- 
tion from present price lists are fore- 
seen at this. time. Unfortunately, 
collections are somewhat backward and 
not up to the seasonal average. 

LOUISVILLE.—Holiday business in 
jewelry thus far has been well up to 
last year’s record and continued gains 
in sales are anticipated during the bal- 
ance of the year. In some lines there 
is a scarcity of merchandise, a number 
of factories being thirty days behind in 
deliveries. Judging from present pros- 
pects the year will close with sales in 
excess of the 1928 record. 

* * OK 

TWIN CITIES (Minneapolis-St. 
Paul).—Wholesalers report that sales 
during the past three months have in- 
creased in volume, and are slightly 
ahead of those for the corresponding 
period of last year. A good demand is 
anticipated for the next few months. 
Prices are approximately the same as 
they were a year ago, and are holding 
steady. Stocks are low and buying is 
mostly for immediate requirements. Col- 
lections are reported slow. 

* * * 

LOS ANGELES.—Wholesale_ jewel- 
report business as_ satisfactory. 
Increases over the ten-month period of 
1928 are from 8 to 10 per cent. Little 
change in prices is noted over last year’s. 
Generally, profits are said to be very 
satisfactory. Credits are fair. Lines 
showing the best increases are special- 
ties and American-made watches. 
Dealers are looking for a very satisfac- 
tory holiday business, and are said to 
be buying more freely than at this time 
last year. 


ers 


* * * 


SEATTLE.—The_ general situation 
with manufacturing jewelers shows a 
business volume approximately 15 per 
cent ahead of that for the corresponding 
period of last year. Orders have been 
placed by retailers for the holidays in 
about the same ratio; that is, they are 
fully 15 per cent heavier than they were 
in 1928. However, there is a feeling 
of uncertainty in the trade regarding 
holiday buying. Thus far, however, 
there has been no appreciable reflection 
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The Chrysler Building in 
New York City became 
the highest structure in 
the world. 


When completed it will 
tower 1030 feet into the 
clouds; higher by 30 feet 
than the previously highest 
Eiffel Tower. 


As long as American re- 
sourcefulness and indus- 
try can build such giants, 
we need have no fear for 
the fundamental sound- 
ness of our nation’s busi- 
ness. 
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Jewelry Sales Show Increase 





Review of the Industry by R. G. Dun & Co. Shows Demand Better Than It Was a Year Ago, with 


(Note): The following review of con- much falling off in their trade. 


ditions in the jewelry industry was made 
for R. G. Dun & Co., and is published 
in the last issue of Dun’s Review.— 
Editor THE JEWELERS’ CIRCULAR.) 


ONTRARY to expressed opinions, it 

is believed that the recent stock 
market collapse will not appreciably af- 
fect the holiday demand for jewelry. 
The favorable employment status, which 
is sustaining purchasing power, and the 
easier money conditions are two en- 
couraging factors in the situation, ac- 
cording to reports in Dun’s Review. 
Sales thus far this year are from 8 to 
10 per cent in excess of the 1928 record, 
and further increases are anticipated 
during the balance of this month and 
December. The lines making the most 
noteworthy gains were specialties and 
American-made watches. 

In the early Christmas buying, cos- 
tume jewelry, card stock and standard 
merchandise are to the fore. Whole- 
salers are carrying somewhat subnormal 
inventories, and are experiencing dif- 
ficulty in securing prompt shipment of 
certain articles, particularly wrist 
watches, mesh bags and even certain 
types of staple merchandise, notwith- 
standing the fact that the large manu- 
facturers are reported to be running on 
full-time schedules. The price situation 
has not changed radically during the 


year. The best grades of diamonds have 
advanced somewhat, but the less ex- 
pensive stones remain unchanged. Ad- 


vances in quotations are expected on im- 

ported articles, such as Swiss watches 

and precious stones. A few minor items 

also are expected to follow an upward 

trend. Collections are somewhat back- 

ward, being below the seasonal average. 
a K 


BOSTON.—This is an important dis- 
tributing center, and, with few excep- 
tions, sales to date in all lines are 
slightly above last year’s figures. Cur- 
rently, in some lines, business is quite 
dull, and almost everybody has found 
conditions less active during the past two 
weeks than they did formerly. Sales 
of the New England department stores 
for the year to the end of September 
showed an increase of 3 per cent over 
the total for the same period of last year. 
For September, they made a gain of 7 
per cent. 

There was a general expectation of 
good business in the trade for the holi- 
day season, but this has given place to 
a feeling of uncertainty. All are operat- 
ing conservatively, and some are refrain- 
ing from buying until the effect of the 
recent drop in stock prices is determined. 
Thus far, this has affected the small 
jeweler very little, and stores selling 
moderate-priced lines do not anticipate 





Good Holiday Trade in Prospect 


A few 
cancellations and returns of expensive 
pieces are reported by the exclusive 
stores, but their volume has not been les- 
sened much. Collections have _ been 
fairly good. 

* * * 

ST. LOUIS.—Jewelry manufacturing 
in this district is confined largely to spec- 
ial work, which is reported in slightly in- 
creased volume, compared with the 
record of last year at this time. In the 
jobbing and retail trades, a fair busi- 
ness is being done, with a better demand 
for watches and silverware, as well as 
novelties, and a falling off in higher- 
priced merchandise. 

Prices are about on a par with those 
of last season, but increases are expected 
on imported articles such as Swiss 
watches and precious stones. Proposed 
tariff advances of 20 per cent or more 
on certain items likely will be passed 
along to dealers and consumers. Most 
retailers have been buying cautiously, 
and their stocks are not abnormal. The 
usual stimulation of holiday demand is 
expected to bring a fairly good business 
for the balance of the year. 


* * * 


BALTIMORE.—Although not up to 
expectations, the jewelry trade at present 
is fairly satisfactory; normally, this is 
one of the best seasons of the year and 
the holiday outlook is favorable. Con- 
trary to some opinions, it is not believed 
that the recent stock market crash will 
affect adversely, to any marked degree, 
this line of activity. The favorable em- 
ployment status which is sustaining the 
purchasing power of the community, and 
easier money conditions, are two reas- 
suring elements in the local business 
situation. There is now only one chain 
store here in the jewelry line, but the 
department stores are carrying rather 
large stocks of card goods and other 
items, and they are making inroads on 
the regular trade. Most merchandise is 
now being sold on the deferred payment 
plan, however, with easy weekly pay- 
ments ranging from 50c. to $1. 

Early Christmas buying has begun. 
While costume jewelry and card stock 
are in good demand, standard merchan- 
dise also is selling quite well; emblems 
and similar merchandise are in good de- 
mand; silver-plated tableware and cut- 
lery usually move well at this season, and 
it is thought that 1929 will prove no ex- 
ception to the rule. It is confidently 
hoped that this year’s volume will ex- 
ceed the 1928 sales total. 

Wholesalers are carrying inventories 
somewhat subnormal and they are ex- 
periencing difficulty in securing prompt 
shipment of certain articles, particularly 
wrist watches, mesh bags, and even cer- 





tain types of staple merchandise, not- 
withstanding the fact that the large 
manufacturers are reported to be run- 
ning on a full-time basis. Very little 
jewelry is produced locally, as Balti- 
more is primarily a jobbing market in 
this line. 

The price situation has not changed 
radically during the current year. The 
most costly diamonds have advanced 
somewhat in price, but the less expens- 
ive stones remain unchanged. Some 
minor items are now evidencing an up- 
ward price trend, but no marked devia- 
tion from present price lists are fore- 
seen at this. time. Unfortunately, 
collections are somewhat backward and 
not up to the seasonal average. 

* * * 

LOUISVILLE.—Holiday business in 
jewelry thus far has been well up to 
last year’s record and continued gains 
in sales are anticipated during the bal- 
ance of the year. In some lines there 
is a scarcity of merchandise, a number 
of factories being thirty days behind in 
deliveries. Judging from present pros- 
pects the year will close with sales in 
excess of the 1928 record. 

* * x 

TWIN CITIES (Minneapolis-St. 
Paul).—Wholesalers report that sales 
during the past three months have in- 
creased in volume, and are slightly 
ahead of those for the corresponding 
period of last year. A good demand is 
anticipated for the next few months. 
Prices are approximately the same as 
they were a year ago, and are holding 
steady. Stocks are low and buying is 
mostly for immediate requirements. Col- 
lections are reported slow. 

* * * 

LOS ANGELES.—Wholesale jewel- 
ers report business as_ satisfactory. 
Increases over the ten-month period of 
1928 are from 8 to 10 per cent. Little 
change in prices is noted over last year’s. 
Generally, profits are said to be very 
satisfactory. Credits are fair. Lines 
showing the best increases are special- 
ties and American-made watches. 
Dealers are looking for a very satisfac- 
tory holiday business, and are said to 
be buying more freely than at this time 
last year. 

x * * 

SEATTLE.—The_ general situation 
with manufacturing jewelers shows a 
business volume approximately 15 per 
cent ahead of that for the corresponding 
period of last year. Orders have been 
placed by retailers for the holidays in 
about the same ratio; that is, they are 
fully 15 per cent heavier than they were 
in 1928. However, there is a feeling 
of uncertainty in the trade regarding 
holiday buying. Thus far, however, 
there has been no appreciable reflection 
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in the jewelry trade of the retarding in- 
fluences supposed to have sprung from 
the stock market declines. 

The Fall business volume at retail has 
been good, with the majority showing 
favorable gains over last Fall’s sales. 
Collections have fallen off somewhat 
recently, and a slow period is discerned 
ahead. Prospects for the new year are 
declared to be bright. 








Diamonds Missing 


Tray of Gems Stolen from Washington, D. 
C., Jewelry Store 


WASHINGTON, D. C., Nov. 18—A tray 
of diamonds valued at approximately 
$5000 was removed from a showcase in 
the establishment of the Franc Jewelry 
Co., 627 7th St., N. W., one afternoon 
the latter part of last week. Head- 
quarters detectives were dispatched to 
the store as soon as the robbery was 
discovered. The jewels were missed 
when a clerk went to the showcase to 
exhibit the diamonds. 

C. D. Kaufman, manager of the store, 
stated that the stolen diamonds had last 
been seen shortly before 4 o’clock on the 
day of the theft. It is believed that 
while a large crowd was in the store the 
thief slipped his hand over the showcase 
and extracted the tray. This would be 
an easy matter, the police pointed out, 
as the case is low. 

The stolen tray was small and could 
have been conveniently concealed in a 
pocket or beneath a coat. The tray 
contained about 15 diamonds ranging in 
value from $200 to $500 each. No trace 
has yet been found of the thief. 








Loot Taken From Evansville, Ind.. 


Store Found After Two Boys 
Are Arrested 


EVANSVILLE, IND., Nov. 18.—After he 
had confessed to the local police last 
Wednesday that he and another boy had 
broken into a number of stores in 
Evansville, including Bitterman Bros 
and Olsen & Ebann, jewelry stores here, 
a 17-year-old youth broke away from 
several detectives while seated in the 
officers’ room at the police station at the 
corner of 2nd and Walnut Sts., and, 
darting out of the room, made good his 
escape. One officer fired several shots 
at the fleeing figure, but the shots went 
wide of their mark. 

The boy remained a fugitive for only 
24 hours when he was recaptured. He 
told the police all about his robberies 
and his confession led to the recovery 
of all the loot secured from the two 
jewelry stores. He said the windows of 
the jewelry stores were smashed with 
a brick. Both boys are being detained 
at the city jail. The last arrested boy 
denies all knowledge of the two jewelry 


jobs. 








Marshall S. Penick has moved from 
Madison, Ky., to Covington, Ky. 
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Alleged Robber Caught 


Arrest of Man in California May Solve 
Sensational Holdup of Baltimore 
Diamond Dealer 


BALTIMORE, Mp., Nov. 18—What is 
believed by the police to be the first 
step in solving the sensational robbery 
at the home and office of Raymond 
Hughes, Baltimore diamond merchant, 
who was attacked and robbed of jewelry 
valued at $15,000 several months ago 
became known this week with the ar- 
rest of a man identified as Hunter Lewis, 
alias “Charles Wilkerson,” in San Diego, 
Cal. The Baltimore grand jury indicted 
Lewis as one of the principals in the 
Hughes robbery. 

Detective Lieutenant J. H. Itzel and 
Detective Sergeant William Milholland 
are now en route to San Diego to bring 
Lewis and another prisoner here for 
trial. The second man is wanted here 
for the slaying of a cafe proprietor. 

Lewis’ Bertillon picture, it is said, has 
been identified by Mr. Hughes and two 
other persons. Captain of Detectives 
Charles H. Burns said he expected to 
learn more about the case when Lewis 
is brought here from San Diego and 
quizzed. 

Lewis is charged with assaulting and 
robbing Mr. Hughes and also assaulting 
and robbing Mrs. Hughes of jewelry 
valued at $1550. Approximately $15,- 
000 in jewelry was stolen from Mr. 
Hughes’ office in the Fidelity building. 

On the night of Aug. 15 two men 
entered the Hughes’ home, 3221 Bright- 
wood Ave., bound, gagged and tortured 
Mr. Hughes and forced him at pistol 
points to surrender the keys to his of- 
fice and disclose the combination of his 
safe. While one man remained on guard 
the other bandit went to the office and 
took the jewels from a safe. The bandit 
then telephoned to the second bandit who 
had waited at the Hughes’ bedside. As- 
sured that the Hughes’ office had been 
looted the second bandit quietly left the 
Hughes’ home. 








Courage of Young Woman Employe 
Prevents Robbery of St. Louis 
Jewelry Establishment 


St. Louis, Mo., Nov. 15—Because of 
her courage and clear thinking a young 
woman employe of Aubrey C. Lindsley, 
jeweler, 582 Arcade building, this city, 
was recently able to foil an attempted 
holdup. The robbers escaped without 
taking any loot. 

Early last Friday evening Mr. Linds- 
ley left his establishment to visit a doc- 
tor and five minutes later two customers 
entered the place. Shortly after they 
left three men, with handkerchiefs over 


their eyes and brandishing revolvers, 
confronted Miss Florence Landgraf, 
secretary to Mr. Lindsley. The men 


asked for Mr. Lindsley, but when she 
told them he was out one of the trio 
seized her and forced her into another 
room. She was bound to a chair, gagged 


ded 


io 


and blindfolded and then, placing a gun 
against her body, the men demanded the 


combination of the safe. Miss Land- 
graf steadfastly denied that she knew 
the combination and after 10 minutes 
the men walked out to the corridor. The 
young woman worked the gag loose from 
her mouth and after calling in a low 
voice for Mr. Lindsley and receiving no 
response began working at the rope 
which bound her to the chair. After 
an hour she succeeded in loosening her 
bonds and then walked cautiously to the 
telephone where she notified the police 
and her employer. 

When the police arrived a search of 
the place failed to reveal any finger- 
prints. The only thing taken by the 
thieves was a revolver which Mr. Linds- 
ley kept in his desk. 








Loot Recovered 


Alleged Actions of Dying Man Leads to 
Arrest of Pair Charged with Los 
Angeles Robbery 


Los ANGELES, Nov. 15—With the ar- 
rest of John Wilson, 18 years old, and 
Samuel Oxman, 20 years old, the police 
believe they have solved the holdup per- 
petrated on Max Nathanson, proprietor 
of the Economy Jewelers, 517 W. 8th St., 
last Monday night. 

Mr. Nathanson was alone in the store 
when two young men entered. He was 
just about to close the store and was 
getting ready to take his display out 
of the windows when, without the 
slightest warning, one of the bandits 
shoved a gun in front of Mr. Nathanson 
and demanded in a surly voice that he 
keep quiet or he would blow out his 
brains. 

The robbers then bound and gagged 
the jeweler, and one of them took off 
his coat and hat and climbed into the 
window as if he was an employe of the 
store. The two men rifled the windows 
of jewelry worth about $4000 and made 
their escape. 

Tuesday an accident took place _ be- 
tween autos and the driver of one, 
Samuel Oxman, was badly hurt. Police 
who investigated told Oxman that he 
was seriously hurt and that if he had 
any business he wanted looked after be- 
fore dying he had better attend to it. 
He sent for John Wilson, and while the 
two were talking Detective Lieutenant 
Allen claimed he saw Oxman pass Wil- 
son several diamond rings. The rings 
were identified by Mr. Nathanson as 
those taken from his windows. 

If Oxman survives he will be taken 
before the criminal court with Wilson. 
but no arraignment will be made until it 
is determined what will be the outcome 
of Oxman’s injuries. The police re- 
covered most of Mr. Nathanson’s articles 
and other loot amounting to $10,000. 








William C. Stock, Conklin Pen Co., 
salesman in the Toledo territory, has 
been transferred to the Wisconsin area, 
where he will represent the company. 
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ever Loses His Head 


in a Storm 


ANY a skipper has blown down out 

of Arctic seas—his rigging and 

gear frozen fast—his face and clothing 

caked in cutting, freezing salt spray— 

his heart in his mouth—and warmed 

only by the determination that his ship 
and his crew must live. 


Feet planted as solidly as possible on a 
slippery deck—hands gripping painfully 
at the wheel or shielding stinging eyes 
from an_ ice-laden wind—he peers 
AHEAD for warmer, calmer waters. 


Determination keeps him afloat . . . He 
cannot lose his head . . . why, man, IT 
TAKES GUTS TO BE A REAL SKIPPER. 
Out of the gale he will run into fog— 
heavy fog, perhaps. Destruction here 
is not so immediate—but he is pressed 
in with a blanket of doubt. The gale is 
down... but more than ever he must be 
alert, ready. 


There’s a new course to be set. . . lines 
to be reeved .. . sails to be mended and 
trimmed to catch every breeze that rises. 
There may be days of hard tack and salt 
beef before the cook’s galley can be 
bailed out and provisions salvaged .. . 
days in dripping clothing and nights in 
a soggy bunk .. . or days and nights at 
the pumps... But the ship is riding the 


swells, on toward sunshine and fair 
winds. 
THE 
BAROMETER 
IS RISING 





Take courage, all you skippers in the 
business world—THE BAROMETER IS 
RISING. Catch every breath of business 
that blows your way. Press on mer- 
chandising sail. Keep your eye sharp 
ahead. Your cargo may be heavy—but 
don’t jetson it—don’t sacrifice to the 
gods of shipwreck. There’s better 
weather ahead, and good trading along 
the neighboring coast. 


We’ve been sailing in the higher lati- 
tudes a bit too much of late. Let’s run 
along the temperate coasts for a while— 
turn traders with a vengeance—keep our 
cargo of stock flowing from the hold— 
get our craft ship-shape and ready for a 
long sail to better markets in the near 
future. There’s always fair weather 
after every storm. 


Courage. Plant your feet firmly on your 
decks. Look ahead—why, bless me, 
there’s a hole in the fog already—and a 
strip of blue sky along the horizon. ALL 


HANDS ON DECK TO MAKE SAIL! 





Loud b7 3 ae 


President 
Jewelers Publishing Corporation 
















































Robber Caught 


Aged Syracuse, N. Y., Jeweler Resists Holdup 
Van Who Is Arrested After Chase 


Syracuse, N. Y., Nov. 15—Julius 
Liberman, 65-year-old jeweler of 239 W. 
Washington St., beat off a thug who 
attempted to rob his store Friday. The 
holdup man, who described himself as 
Charles Michael Brennan, 20, was soon 
captured, due to the persistence of Mr. 
Liberman, and the assistance of Patrol- 
man George Easterly. 

Brennan, whose right name police be- 
lieve to be Souter, entered the jewelry 
store and, pointing a revolver at Mr. 
Liberman, ordered him to “stick ’em up.” 
Mr. Liberman grappled with the holdup 
man, who then placed his gun in his 
pocket, and from the other drew a 
“blackjack” with which he struck the 
jeweler. When the proprietor released 
his hold the jeweler’s assailant ran from 
the store, with Mr. Liberman in pursuit. 

Patrolman George Easterly, standing 
near by joined in the chase, and fired 
a shot in the air. This slowed down the 
fugitive and the officer caught him. 

Brennan was taken back to the Liber- 
man store and identified by the proprie- 
tor. At police headquarters Brennan, 
it is claimed, said that he was a beer 
runner out of a job, having been em- 
ployed at Cleveland, Ohio. Mr. Liber- 


man’s injuries were dressed at the 
hospital. 

Automobile license plates for two 
years in Brennan’s possession were 
issued in Buffalo to Charles Michael 


Souter. Local police are checking with 
Buffalo police, where the man, it is 
alleged, admits having been arrested in 
an assault case. 








York Diamond Dealer and 
Father Arrested on Grand 


Larceny Charges 


New 


After a search of several weeks, Phil- 
lip Smit, a dealer in jewelry, 65 Nassau 
St., New York, was arrested on Tuesday 
morning charged with grand larceny in 
the first degree. Daniel Smit, his father, 
was taken into custody last Monday 
afternoon on an indictment accusing him 
of acting in concert with his son. 

Both arrests were made by Detective 
McDonald of the Old Slip Station 
Bureau who took over the search for 
the Smits after Detective Fay, who was 
originally in charge, left on his vacation. 
It was planned to arraign the prisoners 
yesterday (Wednesday) morning after 
THE JEWELERS’ CIRCULAR had gone to 
press. 

The elder Smit was taken into custody 
on the complaint of Louis Verbeeck, 
dealer in diamonds, 64 Fulton St. Phil- 
lip was taken in on a charge made by 
Herbert H. May, also a diamond dealer, 
at 71 Nassau St. Both were picked up 


by Detective McDonald in the vicinity of 
Maiden Lane, New York. 

Phillip Smit is accused of obtaining 
diamonds on memorandum from Messrs. 
May and Verbeeck and others. 


In the 
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complaint made by Mr. May, Phillip is 
charged with paying for these diamonds 
with worthless checks. 


In the indictment Daniel Smit is 
charged on two counts with committing 
grand larceny in the second degree. 
The younger Smit is accused of grand 
larceny in the first degree on three 
counts. 


Man Who Shot Toledo, Ohio. Jeweler 
Sent’ to Prison 








TOLEDO, OHIO, Nov. 14.—Edwin Foss, 
convicted on charges of assault and 
battery growing out of the shooting of 
Carl Irwin, local jeweler, was today 
sentenced to serve a term of from one 
to 15 years in the State Penitentiary 
at Columbus. 

Foss was charged with shooting Irwin 
with intent to wound and kill and with 
assault with intent to rob. It was only 
on the first charge that Foss was origi- 
nally tried, but through the work of the 
Jewelers Security Alliance in coopera- 
tion with the District Attorney the 
second charge was brought against him, 
and his sentence followed on the strength 
of both of them. 








St. Louis Retail Jewelers Plan to 
Combat Direct Consumer Appeal 
Being Made by Alleged Whole- 
salers 


St. Louis, Mo., Nov. 18.—Forty of St. 
Louis’ leading retail jewelers met last 
Friday evening to discuss and combat 
the propaganda being disseminated by 
alleged wholesale houses offering to sell 
merchandise at retail, using as a bait 
the usual large discount as a feature 
to induce buying. Leo. J. Vogt, presi- 
dent of Hess & Culbertson Jewelry Co., 
presided at the meeting where a spirited 
discussion of the question was presented. 

Methods of combating this appeal to 
the consumers were proposed but the 
final plan adopted was a campaign in 
newspapers and bulletins exposing the 
fallacy of the claims made by the alleged 
wholesale houses that merchandise was 
actually sold at great discounts. A fund 
of several thousand dollars will be 
raised for the advertising campaign 
which will start immediately. 

The advertisements will appear under 
the name of the Better Business Bureau 
which will make test cases of definite 
articles of merchandise and expose the 
comparison when purchased in a regular 
retail jewelry store. Evidence was pre- 
sented proving that merchandise in 
many cases was bought cheaper in regu- 
lar jewelry stores. Better service and 
regular lines of merchandise were some 
of the advantages to be pointed out to 
the public, when their purchases are 
made in established retail stores. Bulle- 
tins in factories where the wholesale 
houses have made inroads will be posted 
pointing out the dis-satisfaction of buy- 
ing from firms making false claims. 

Oliver J. Selle, president of the Selle 
Jewelry Co., has been appointed chair- 
man of the publicity committee and will 
call a meeting of his committee at once 
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to formulate plans for the campaign. 
Leo. J. Vogt will head the finance com- 
mittee to raise the funds necessary fo1 
carrying out the campaign. 








Baltimore Jewelers Attend Fall Din- 
ner and Hear Address by 


B. J. Doyle 


BALTIMORE, Mp., Nov. 16.—Many of 
the leading jewelers of this city attended 
the fall dinner of the Jewelers’ Associ- 
ation of Baltimore last evening at the 
Southern Hotel and heard Bartley J 
Doyle, of Philadelphia, talk about the 
condition of the jewelry business in the 
United States. He told of the ills of the 
jewelry business and what, in his opin- 
ion based on survey and research, was 
necessary to improve the business. 

Edward H. Mealy, president of the 
association, presided and introduced Mr. 
Doyle. Other speakers, making short 
addresses, were Jacob Engel, an officer 
of the National Wholesale Jewelers’ As- 
sociation and C. Howard Millikin, for- 
mer president of the Baltimore Jewelers’ 
Association. 

Mr. Doyle outlined the scope and plans 
for a proposed Jewelers’ Institute. He 
invited Baltimore jewelers to join the 
new organization. 








North Attleboro Manufacturer and 
Wife Celebrate Twenty-fifth 
Wedding Anniversary 
NORTH ATTLEBORO, MASS., Nov. 16.- 
Harry W. Fisher, who is prominent in 
the jewelry world as head of the man- 
ufacturing concern of Swift & Fisher 
of this town, and Mrs. Fisher observed 
the 25th anniversary of their wedding 
by entertaining some 75 of their friends 


with a dinner and bridge party one 
evening recently in the Hotel Hixon 
which was named in honor of Mrs. 


Fisher’s father, the late Edgar L. Hixon, 
who was a leader in the industrial life 
of this community. 

The reception room, where the event 
was staged, presented its prettiest ap- 
pearance since the opening of the hotel, 
for it was a veritable garden of flowers. 





Rochester Retail Jewelers Hold Final 


Meeting of the Year 





ROCHESTER, N. Y., Nov. 18.—Members 
of the Rochester Retail Jewelers’ As- 
sociation held their last meeting of the 
year at the Powers Hotel last week. At 
the next meeting, the first Thursday in 
January, officers will be elected. Charles 
P. Coster, now rounding out his second 
year as president, announces that he 
will retire from office. 

Most of the meeting time was spent 
discussing business conditions. S. D. 
Burritt, who as told in these columns 
last week, was victimized by a check 
artist who left bogus checks at his store 
and at that of Henry Oemisch, described 
the thief. 

Plans for a possible midwinter ban- 
quet were left over until the next meet- 


ing. 
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Receiver Appointed 





{fairs of Richter & Phillips Co., Cincinnati, 
Ohio, Put in Hands of C. E. Richter 
by Common Pleas Court 


CINCINNATI, Nov. 19.—Friends in the 
trade of the Richter & Phillips Co., were 
sorry to learn the news that an applica- 
tion for a receiver of the firm had been 
made in the Common Pleas Court of 
this city, Monday and C. E. Richter, of 
the firm, had been appointed to that 
position. Though the receivership was 
somewhat of a surprise it had been gen- 
erally known that the firm, which is one 
of the largest wholesale houses of the 
city, with offices at Court and Main Sts. 
had been in financial difficulty for some 
time due to the lack of liquidity of the 
assets. 

Several weeks ago, members of the 
firm placed its entire affairs in the hands 
of the Adjustment Committee of the 
National Jewelers Board of Trade of 
New York and an investigation of the 
affairs of the debtor company and an 
audit has been underway for some time. 
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In fact, this had been completed and a 
constructive recommendation was about 
to be submitted to creditors when the 


application for the receivership was 
made. As a result of the State court 
proceedings, however, the Adjustment 


Committee of the Board has formally 
withdrawn from the case. 

At the time of its application to the 
Adjustment Committee, it was believed 
that Richter & Phillips were solvent and 
that the assets exceeded the liabilities, 
and debts would be paid if the oppor- 
tunity were given to realize on the assets. 

C. E. Richter, a former partner of 
the firm, is in complete charge of the 
business following his appointment as 
receiver under bond of $200,000 by 
Judge Stanley Struble in Common Pleas 
Court. Suit asking that he be ap- 
pointed receiver for the company was 
filed in the local court after it had prac- 
tically been determined that the Adjust- 
ment Committee of the National Jewel- 
ers Board of Trade and officers of the 
company could not agree on the collect- 
ing of outstanding accounts. 

The company, it was _ stated, will 
continue its business under the old offi- 
cers until the end of the year with Mr. 


78a 


Richter in active charge and then it is 
likely that a reorganization will be 
effected. The company now is Ccapi- 
talized at $25,000 but with the reorgan- 
ization it is probable that this amount 


will be increased. 
Mr. Richter declared “the company 
expects to pay every one of its out- 


standing debts in full. We can easily 
weather this financial storm if the com- 
pany is not hampered by creditors as 
the firm is solvent. -The assertion was 
made that we could not collect our out- 
standing accounts, but as receiver it 
has been left to me to show that these 
accounts can be settled and the money 
due us can be paid. To this end, it is 
my duty to bring in those who owe us 
and compel them to pay their just debts. 
We will continue to do business at the 
old stand.” 

The Adjustment Committee of the Na- 
tional Jewelers Board of Trade notified 
creditors Tuesday that owing to the re- 
ceivership of Richter & Phillips, the 
committee has withdrawn from the case. 
Creditors of the firm have been called 
to a meeting to take place at the Board’s 
Rooms, 22 W. 48th St., at 4 o’clock, this 
(Thursday) afternoon. 








staunchly in back of him 


WHO SAYS: 
Lhere wont be any Santa Clausé 


HIS kindly old gentleman who has paid his annual visits since time imme- 


morial will be here this year as usual. The JEWELERS’ CIRCULAR is 


conception of his mission and the place jewelry has and always will play among 
his gifts—we have prepared copy for a series of 8 advertisements which you can 
turn over to your local newspaper and run in the interest of increased , holiday 
business. The sole purpose of these advertisements is to counteract any prevalent 


tendencies to consider the merchandise you handle in the light of LUXURIES. 


This advertising copy is yours for the asking—and will be sent 
immediately upon receipt of a letter or wire. 


... And so that your customers may have a better 
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2. CHESTNUT 
STREETS £ 











LW, 


N.E.COR. \Z 
GERMANTOWN ?: 
AND CHELTEN /. 





Two Unegualled D> 
Locations Ideally Suited yy 
for Jewelry Stores « « © WY | 


ners, and one of the most heavily travelled in the city. A few steps 
away are Barr's (Castleberg’s), Tappin'’s, Hollander & Fleishman, 
and directly opposite is John Wanamaker’s famous jewelry store. 


N. E. COR. 13th AND CHESTNUT STREETS — 20' x 31' 


N. E. COR. GERMANTOWN AND CHELTEN AVENUES — 31' x 28! 


The most prominent corner in Germantown, Philadelphia's best 
outlying district, and one of the busiest shopping points in the city. 


We suggest immediate inquiry 


CHAIN STORE DEPARTMENT 


ALBERT M. GREENFIELD & Co.] 


A COMPLETE REAL ESTATE I InSTITYUTION 
PHILADELPHIA, PENNA. 
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Selling on Credit at Cash Prices 





Chicago Jeweler Answers in Detail the Contentions of New York 
Manufacturer and Shows Why It Can Be and Has Been Done 


CHICAGO, Nov. 12, 1929. 
Editor THE JEWELERS’ CIRCULAR: 

I just returned from a short vacation, 
and read Mr. Norman C. Levy’s letter 
bearing on mine in your journal of 
Sept. 5. 

In referring to this letter, I may say 
that I do not intend entering a long 
winded argument as to whether we can 
retail merchandise on time at the same 
cash price, when we have been doing it 
for five years. That is proof enough for 
me, and I am willing to show it to any 
one here. But Mr. Levy either does not 
get the real meaning out of our system, 
as explained in the former letter, or is 
just arguing for the fun of it. 

I stated in that letter “That we would 
not sell gyp merchandise, that we would 
feature nationally advertised goods, that 
had a fair and known cash price.” 
Should anyone take out of that that we 
were handling nationally advertised mer- 
chandise that had a high mark up? 
Well, in case he did let him get this 
clear. We do not handle any watches 
but American above the lowest price of 
the Elgin, and we do sell them at their 
advertised retail price on time, without 
a carrying charge. His insinuation is, 
of course, that we were handling high 
mark up Swiss, nationally advertised 
watches. We also carry, and push, the 
well known American makes of silver, 
clocks, etc. In no case carrying substi- 
tutes and trying to switch. 

He cites the automobile, furniture and 
radio lines as examples of businesses 
that have a carrying charge. He forgets 
though that this is all long time paper. 
While I stated that our collections were 
27 per cent of our accounts receivable 
per month, which brings the entire 
amount of our accounts in within less 
than four months. Now show me the 
cash jewelry store that can turn their 
stock over that fast. I may add that we 
carry radios, too, upstairs, and add a 
carrying charge of 8 per cent because we 
give them a year to pay. But our argu- 
ment was as to the jewelry business. 

Diamonds, because of their slower 
turnover than watches, we mark up about 
10 per cent higher. A much larger 
business can be done with a given amount 
of money in watches than diamonds 
But some day, if diamond importers and 
cutters decide to do some national adver- 
tising, we will be able to do the same 
with their merchandise, as we do with 
the American watch. 

Mr. Levy asks “if any one will deny 
that the jeweler who sells for cash is in 
a better position to sell his diamond 
jewelry for less money than the jeweler 
that sells on credit.” He may be in a 
better position, but he will wear out his 
swivel chair waiting for the cash cus- 
Any .one with 60 days ex- 


tomers. 





perience in the retail business now-a- 
days, knows that when a line enters the 
credit field, the cash man is through. 
His examples of the three lines he men- 
tions proves it. Our radio business is 
over 90 per cent time, the automobile is 
said to be 85 to 90 per cent time and I 
don’t think in all Chicago that there is 
a cash furniture store. Now where 
under Heaven is the cash man’s position 
to sell for less. Unless he takes the 
position that the jewelry, and particu- 
larly the diamond business, has not yet 
become a credit line. From a strictly 
cash store of 50 years’ experience, we 
have developed into a credit store of 
63 per cent in 1928, and it is growing 
every year. 

He further states that “In our own 
diamond industry there is no diamond 
merchant that will not be willing to 
shade the price up to perhaps 10 per cent 
to get cash. Instead of giving time and 
getting notes, which may or may not be 
paid at maturity.” This is not a paral- 
lel case at all. Again I remind him that 
we collect 27 per cent per month, while 
he admits his long time paper may or 
may not be paid at maturity. 

However, I will frankly admit that 
if the cash customers were as numerous 
as the credit, he is right. Unfortunately 
many unlucky cash jewelers know full 
well that he is wrong. 

His proposition that THE JEWELERS’ 
CIRCULAR make a survey on what the 
fair retail price is, is not necessary on 
American nationally advertised mer- 
chandise. It is well known, and in most 
instances is as low as any cash man can 
operate on. Our diamonds, I admit, we 
mark 10 per cent higher. Not on ac- 
count of the opportunity, but the fact 
that the lack of national advertising does 
not give us the turnover. 

The above facts have been amply 
demonstrated in our business, and are 
open for inspection, Benjamin Franklin 
to the contrary. For I more than sus- 
pect that he knew little of our modern 
credit style of doing business, and get- 
ting the payments in each customer’s 
pay day, instead of monthly statements, 
mighty few of which were paid when 
called on. 

In conclusion I may say that I am 
more than willing to help anyone with 
our experience, but I am not willing to 
continue an argument that I have more 
than proved. 

To you, THE JEWELERS’ CIRCULAR, I 
want to thank for the privilege of your 
space, which has been freely given. To 
Mr. Levy I want to thank for the chance 
of making myself perfectly clear that 
there is no trick necessary to prove my 
case. And to anyone else I am willing 
to answer anything that has not been 
made clear, or that I can help, but I 
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am not willing to hash over this same 
argument any further. 
Very truly yours, 
WILLIAM GIBSON 





Secretary of the Michigan Retail 
Jewelers Association Tells How 
They Eliminate Free Engraving 

in His Town 
KALAMAZOO, MICH., Nov. 15. 

Editor, THE JEWELERS’ CIRCULAR: 

I have read with a great deal of in- 
terest your article on free engraving of 
silver and am wondering how many other 
methods the large New England jeweler 
is using that are as antiquated as free 
engraving. 

In my home town of Kalamazoo we 
have charged for ali engraving of all 
kinds for nearly 10 years and our people 
do not expect to have silverware or 
anything else engraved free of charge. 

Just stop for a moment and consider 
the time that is taken to engrave an 
ordinary set of silver and then figure 
what that man costs you, and then can 
any one of sound mind conceive of using 
that man’s valuable time without charge. 

It is not necessary to give merchan- 
dise away or the time that it takes to 
engrave it, in order to hold customers or 
sell merchandise. 

Try and get a manufacturer of loving 
cups or trophies to engrave in the fac- 
tory for you without charge and see the 
result. If the retailer is to engrave 
without charge, why not the manufac- 
turer or the wholesaler. 

To us fellows in Michigan “free en- 
graving” is on a par with the old idea 
that a store had to be kept open every 
evening until 9 or 10 o’clock and that 
the watchmaker had to have his bench 
in the front window. 

All that is necessary to do to correct 
this evil is to form a little local associ- 
ation and all agree to charge the same 
amount which can be worked out very 
easily and you will find that your cus- 
tomers do not expect you to work for 
them for nothing any more than they 
would expect to have their car washed 
or greased for nothing. 

We hear a great crying about the 
chain stores cutting in on the independ- 
ent jeweler. This is all “poppycock,” if 
the independent jeweler would use the 
same up-to-date methods and systems 
that the chain store does he would “run 
the chain store ragged.” 

You, fellow jeweler in New England, 
get out of your head, the idea that you 
have to give time and merchandise away 
in order to stay in business and make a 
legitimate profit. Keep your stock up 
to the minute, keep your windows clean 
and attractively trimmed, treat your 
customers with the utmost respect at all 
times even thougk it hurts sometimes, 
and by all means, see that the merchan- 
dise in your cases is clean and attrac- 
tively arranged at all times, with prices 
marked in plain figures. 

Sincerely yours, 

(signed) BEN STEELMAN, Secretary. 

Michigan Retail Jewelers Association. 
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Death of Charles W. Baker 


Head of Baker & Co. Passes Away at His 
Home in Glen Ridge, N. J. 
Charles W. 
& Co., 54 
in Glen 
He had 


NEWARK, N. J., Nov. 19. 
Baker, president of Baker 
Austin St., died at his home 
Ridge, N. J., last Saturday. 
been ill for three weeks. 

Mr. Baker headed a concern which 
has, during the past year, bought over 
several manufacturers of findings and 
settings and metal stocks. Baker & Co. 
are refiners and workers of gold, plati- 
num and silver with offices in New York 
city. 

Mr. Baker spent most of his life in 
Newark serving as a former member 
of the Newark Board of Health under 
the late Mayor Raymond and also served 
on the Health Board of Glen Ridge to 
which place he removed seven years ago. 
His memberships were in the Glen Ridge 
Country Club, Essex Club, Newark 
Lodge of Elks, Newark Athletic Club 
and F. and A. M. 

Funeral services. were yesterday at 
2 o’clock at his home, 190 Ridgewood 
Ave., with Rev. Edmund A. Wasson, 
chaplain of the Newark Police Depart- 
ment, officiating. 

Surviving are his widow and a daugh- 
ter, Mrs. William Mansfield, of Glen 
Ridge. 

Mr. Baker became president of the 
business upon the death of his brother, 
Cyrus O., 15 years ago. During the 
war he conducted at his own expense 
one of the Newark draft boards. He 
was born Nov. 29, 1869. 


Kimball S. Gage 


ROCHESTER, N. Y., Nov. 18.—Kimball 
S. Gage, retired Bath, N. Y., retail 
jeweler, died last week at his home in 
Bath. He was 64 years old. 

Mr. Gage leaves his widow, a daugh- 
ter, Mrs. Mary Brown of Penn Yan, 
N. Y., and a brother. He was a mem- 
ber of Bath Presbyterian Church and 
the Presbyterian Brotherhood. 

Mr. Gage lived in Bath for the last 
50 years, after moving there from Au- 
burn. 








Samuel E. Greenwood, Cleveland 
Jeweler, Dies After Shooting 


Himself in the Head 


CLEVELAND, OHIO, Nov. 18.—Samuel 
E. Greenwood, retail jeweler, 51 Superior 
Arcade, committed suicide last Monday 
by shooting himself in the head. He 
was 36 years of age and the reason for 
his act is attributed to ill health. He 
had been a sufferer from hernia for the 
past seven years but no one had any 
inkling of his intention to take his life. 

Mr. Greenwood had been attending to 
business every day and the watchman of 
the building found his body in the rear 
room of the store with a revolver nearby. 
The business is a corporation and is 
known as Greenwoods, Inc., of which 


Mr. Greenwood was president 
Deceased started 


in business in 1922 
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as a member of the firm of Foster & 
Greenwood. In 1926 Mr. Foster retired 
and Mr. Greenwood continued. He was 
well known in local trade circles and his 
passing was a shock to his many friends. 
He leaves a widow and two sons. 





Death of Jules Franklin 





New York Diamond Importer 
Succumbs to a Heart Attack in 
Kansas City, Mo. 

Word was received in New York 
Tuesday of the sudden death in Kansas 
City, Mo., of Jules Franklin, head of 
the diamond importing house of Jules 


Prominent 





THE LATE JULES FRANKLIN 


Franklin, Inc., 452 Fifth Ave. Death 
came to Mr. Franklin as he was lunch- 
ing at the Union Station, and was ap- 
parently due to heart disease. Just be- 
fore he toppled from his chair Mr. 
Franklin told friends, with whom he was 
lunching, that he was “going blind.” 
When he left New York a week ago he 
appeared in good health. 

Jules Franklin, who had been identi- 
fied with the jewelry trade since early 
manhood, was one of the best known 
importers, having a nationwide acquaint- 
ance. Born in Toronto, Canada, 65 
years ago, Mr. Franklin attended the 
public schools of that city and at the 
age of 18 made his first connection with 
the jewelry industry, starting an associ- 
ation with the trade which death cur- 
tailed shortly before it reached the half- 
century mark. 

Mr. Franklin came from Toronto to 
New York soon after he entered the 
jewelry field, and made his start with 
the firm of Tanenbaum & Co. In 1904 
he established his own business at 65 
Nassau St., later moving to the uptown 
address. Always fascinated by the road, 
Mr. Franklin had been traveling it for 
45 years, during which time he acquired 
a large clientele and chain of friend- 
ship. The West was his particular ter- 
ritory, but he also visited and was well 
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known in most of the large cities in the 
country. 

The body of Mr. Franklin is expected 
in New York Friday morning, and fun- 


eral services will be held at the West 
End Chapel either Friday or Sunday, no 
definite arrangements having been made 
at the time THE JEWELERS’ CIRCULAR 
went to press. 

Deceased, who resided at 220 W. 98th 
St., is survived by two sisters and two 
brothers, one of whom, Mark, is a mem- 
ber of the firm. 


Death of George S. Semple 
Well Known Salesman for Attleboro, Mass., 
Concern Passes Away After Brief 
Illness 


ATTLEBORO, MAss., Nov. 16.—George 
S. Semple, one of the best known sales- 
men in the jewelry business and for 
many years connected with the Bates & 
Bacon Co., of this city, died this morn- 
ing at his home, 24 Hedges St., after a 
comparatively short illness. Death was 
due to Bright’s disease, for which Mr. 
Semple had been taking treatment only 
a few weeks. 

Mr. Semple, who would have been 47 
years of age in December, was a native 
of North Attleboro, and a son of Mr. 
and Mrs. Robert G. Semple. He was 
educated in the public schools of that 
town, graduating from the high school, 
and for some time was correspondent 
from there to Pawtucket and Providence 
newspapers. He was also at one time 
a correspondent for THE JEWELERS’ 
CIRCULAR. Later he left the news- 
paper field to enter the jewelry busi- 
ness, in which his rise was rapid. 

In a few years he passed through 
various offices of the factories with 
which he was connected in the Attle- 
boros, and became a traveling salesman 
for the Bates & Bacon Co., making sev- 
eral trips each year to western branch 
offices. 

Mr. Semple was a member of several 
trade and traveling organizations among 
them being the Jewelers Fraternal As- 
sociation. He was also affiliated with 
the B. P. O. E. He is survived by his 
widow, one daughter and his father. 





Joseph J. Sideman 


Joseph J. Sideman, well known 
throughout the Middle West as an au- 
thority on foreign and domestic silver, 
died suddenly last Friday in Toledo, 
Ohio. Funeral services were held on 
Sunday morning at the Riverside Memo- 
rial Chapel, 180 W. 76th St., New York 
city. 

Mr. Sideman was born in 1870 and 
was educated in the New York public 
schools. He began his business career 
with Fuchs & Beiderhase in 1887 and 
later became connected with Ferdinand 
Fuchs & Bro. For many years he was 
with Redlich & Co., and in 1914 joined 
the firm of Dominick & Haff, silver- 
smiths, New York, with which firm he 
was still associated at the time of his 
death. 

















November 21, 1929 


NeEWs 








New York Notes 


A certificate of incorporation has been 
granted to the Niagara Watch Co., with 
an authorized capitalization of $10,000. 

Benden, Inc., has leased a store on the 
Lexington Ave. side of the Hotel Com- 
modore and will conduct a retail jewelry 
business at that location. 

The Artisan Jewelers, Inc., manufac- 
turers of watch cases, 64 Fulton St., 
have filed notice at Albany of an in- 
crease in capitalization from $10,000 to 
$20,000. 

The Timeology Hikers meet Saturday 
at 2 p. m., at the end of the Canarsie 
B. M. T. subway line from which point 
they will commence a three-mile walk 
along the Bay to Canarsie Point. 

The T. G. F. Jewelry Co., Inc., manu- 
facturer of platinum mountings, 102 
Fulton St., has announced that H. Green- 
berg is covering New York and the East 
as the company’s sales representative. 

Salvatore Sofia, trading as Sofia & Co., 
424 Madison Ave., filed a voluntary peti- 
tion in bankruptcy on Nov. 11. Liabili- 
ties are listed at $19,127 in unsecured 
claims, while no assets are recorded on 
the schedules. 

Kittay & Blitz, importers and cutters 
of precious and semi-precious stones, are 
calling the attention of the trade to the 
fact that they are now located at 22 W. 
48th St., and not at their old address of 
200 Broadway, at which mail and pack- 
ages are frequently received. 

Clara Zeide, trading as the Western 
Jewelry Co., retailer, 933 E. 163rd St., 
Bronx, filed a voluntary petition in bank- 
ruptcy on Nov. 12. Assets are given at 
approximately $1,500 and liabilities at 
$2,000, with detailed schedules to be filed 
within 10 days after the date above. 

Henry A. Margolis, with Ansen & Co., 
importers of diamonds, 580 Fifth Ave.. 
returned on the steamship Berengaria, 
after a three months’ purchasing trip 
in the diamond markets of Europe. Mr. 
Margolis will return to Europe the early 
part of January, in the interest of the 
Ansen concern. 

The Jewelry Crafts Association, 
through its secretary, Arthur Essing, is 
requesting the members of the trade to 
make application for their pistol permits 
early this year in order to avoid the late 
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December rush. Permits and renewals 
must be secured before the first of the 
ensuing year and can be obtained now 
with less inconvenience and delay. Ap- 
plications can be secured by addressing 
the Jewelry Crafts Association, 48 W. 
48th St., or station houses -in the 
precincts in which the establishments 
wanting revolver permits are located. 
Failure to declare jewelry and wear- 
ing apparel which she bought abroad 
cost Mrs. Charles H. Colt, a returning 
tourist on the Berengaria, fines amount- 
ing to $4,200. The woman’s baggage, 
together with that of her companion, 
was seized at the steamship pier last 
Saturday when a discrepancy between 
its contents and the declaration form 
was discovered. On Monday Assistant 
Solicitor of Customs Brewer imposed the 
fine. The baggage belonging to Mrs. 
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Addison D. Kelly, a companion of Mrs. 
Colt was also seized and on Tuesday she 
was fined $19,387 for failing to declare 
clothing and jewelry which she brought 
here. 

George Small, escaped Auburn Prison 
convict, was indicted on Nov. 14 by the 
Kings County Grand Jury for first de- 
gree murder for shooting and killing a 
Brooklyn woman and was also charged 
with first degree assault. The charges 
are a result of Small’s running gun fight 
with policemen the week previous, when 
the former, who was serving time for 
the hold-up of the Sobel & Kaleko jew- 
elry firm in 1925, attempted to escape 
after a garage hold-up had been frus- 
trated. Small is still in a critical con- 
dition in the Brooklyn Hospital, where 
he claimed himself too ill to undergo a 
bedside arraignment before Judge Nova. 
As an aftermath of the shooting, Police 
Commissioner Whalen paid his respects 
to Small’s captors by promoting Patrol- 
man Harold Fisher to a second-grade 
detectiveship at a salary increase of 
$1,000 a year and giving Patrolman 
Richard J. Moane, who did not wish to 
leave the mounted squad, a raise of $240 
a year. 

Jewelers in the uptown section of the 
city were interested in an announcement 
made last Monday by Police Commis- 
sioner Whalen in which he stated that 
on that day the Broadway and Fifth 
Ave. squads were augmented and will 
continue in large force through the 
Christmas holiday season. The Com- 
missioner also made known the creation 
of special foot posts in Fifth and Madi- 
son Aves., between 25th and 59th Sts., 


and in 57th St., from Park to Sixth 
Aves. These special foot post officers 
will tour this section from 8 a. m. to 


midnight, except on Sundays. ‘“Patrol- 
men selected for this duty will be neat, 
of good appearance and have a thorough 
knowledge of New York City, particu- 
larly in regard to theaters, railroad 
terminals, hotels, stores, etc., so as to 
be able to answer all inquiries intel- 
ligently,” read the announcement. These 
special posts will be operative until mid- 
night of Jan. 4. For the same period, 
beginning last Monday, special motor- 
cycle posts will be maintained on Fifth 
and Madison Aves. and on 57th St., 
operating from 10 p. m. to 6 a. m., “for 
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Over One Hundred Years the Jewelers’ Bank 





HENIx A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 
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Jt is with deep reqret we announce 
the death of our beloved President 


Jules Franklin 


Jules Franklin, Puc. 











B. ROEDE & SONS 


PLATINUMSMITHS 
SPECIAL ORDER WORK FOR OVER 45 YEARS 


THAT’S ALL 
142 FULTON STREET NEW YORK 
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Banking Service for the Jewelry Trade 


WE offer to jewelers the special facilities developed through 
years of intimate association with their business, together with 
all the financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


IRVING Trust COMPANY 
81 Fulton Street, New York 








PHILADELPHIA 
4 Hotel of Distinction 
J. MORRIS ROBINSON, Managing Director 
Affiliated Hotel 
Sherry Netherlands—New York City 
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the purpose of preventing burglaries, 
holdups, window smashing, etc.” 

A number of local newspapers printed 
this week silly stories announcing a 
slump in the Antwerp diamond market 
which many of them contended was due 
to the depression in the stock market 
in this country. These stories were re- 
futed by several trade leaders in this 
city who attributed any shutdown of 
cutting shops, abroad to the uncertainty 
of the tariff situation and the prevalence 
of diamond smuggling in this country. 
Walter N. Kahn of L. & M. Kahn & Co., 
who has been leading the fight for a 
lower diamond tariff, pointed out that 
the Antwerp market has been falling off 
since last September. America, he in- 
dicated, is the market for 80 per cent of 
the diamonds and while the tariff ques- 
tion is in abeyance due to Congressional 
procrastination, American merchants, 
hoping for reduction of the tariff, al- 
though at present the outlook is dark, 
are holding off their buying. Meyer D. 
Rothschild, president of the American 
Jewelers Protective Association, was an- 
other leader quoted, who strongly ad- 
vocates the reduction of the duty on 
diamonds as a means of minimizing 
smuggling. In refuting this story in 
the newspapers, Mr. Kahn _ indicated 
that the effect of the Wall St. depression 
on the American market itself can be 
discounted, maintaining that reports 
from the jewelry trade all over the 
country show “evidence of a normal 
business being done.” 








Alleged Smugglers Caught 





Two Canadians Arrested in New York on 
Federal Indictments Charging Them 
with Evading Duties on 


Swiss Watches 


Another alleged watch smuggling plot 
has been uncovered by Federal agents 
in New York and as a result two Cana- 
dians stand indicted by a _ Federal 
Grand Jury. The men, Maurice Julian, 
and his uncle, Joseph Julian, both of 
Quebec, were arrested last Friday, and 
were indicted on Monday. Bail of $5,000 
each was set by United States Com- 
missioner Cotter. 

The Julians came into New York last 
week, each with specially designed vests 
in which 500 watches could be secreted, 
and registered at separate local hotels, 
according to the Federal authorities. 
The younger Julian, it is charged, had 
been in New York on previous occasions 
making contacts and this trip was the 
first, it is believed, on which merchandise 
was carried. 

After arriving here Maurice Julian, 
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began 
negotiations with a member of the trade, 


the Government agents allege, 


offering him 1000 15-jeweled Swiss 
watches at a reported price of $3,000. 
He stated, it is claimed, that on future 
trips larger quantities would be im- 
ported. The Federal agents were in- 
formed of the psuedo dealers’ presence 
in New York, and arrested the two 
Julians. The vests, which it is charged, 
the alleged smugglers had placed in their 
suitcases after escaping the customs men 
at the United States-Canada border, 
were seized by the Federal agents. 

Assistant United States Attorney 
Alvin McK. Sylvester, who is investigat- 
ing and prosecuting the case for the 
Government, stated that the younger 
Julian was the brains of the smuggling 
pair and the uncle a paid carrier. It 
was said that the uncle was to receive 
$100 per trip for his aid in transporting 
the timepieces. Maurice Julian’s busi- 
ness in Quebec is listed as a mail order 
and premium house, while Joseph Julian 
is a garage man. The clandestine mer- 
chandise was made up of many brands, 
among the names imprinted on the move- 
ments being “Toledo,” “Capitol,” 
“Milco,” “Ciroco,” “Junil,” and “Uebel- 
hert.” 

The speedy work of the Federal agents 
in making the arrests and securing in- 
dictments even before any of the con- 
traband merchandise was distributed for 
sale nipped this latest alleged plot in 
the bud. Although the initial attempt 
involved only 1000 watches, it is believed 
by the Federal authorities that the 
Julians intended to increase their oper- 
ations considerably had their plans 
proved successful. 

Other activities in the Federal au- 
thorities’ drive to minimize watch 
smuggling included the arrest last 
week of Charles Valvo, a truckman, who 
was wanted on a charge of handling 
shipments of illicit watch cases and 
movements which went to the Superfine 
Watch Co. and the Federal Mail Order 
Corp. 








Detroit Jewelers Hold Enjoyable 
Smoker 


DETROIT, MicH., Nov. 15.—Notwith- 
standing the fact that it was a stormy 
night, there was a good attendance at 
the smoker given here recently by the 
wholesale jewelers in honor of members 
of the Greater Detroit Retail Jewelers’ 
Association. There was one guest 
speaker, Ralph Roessler. 

Other features of the evening were 
five acts of vaudeville, moving pictures 
and a luncheon. A large number of new 
members were received into the re- 
tailers’ organization. Among. those 
present were jewelers from Monroe, Mt. 
Clemens, Pontiac and Royal Oak. Ben 
Stocker, president of the Greater De- 
troit Retail Jewelers’ Association, pre- 
sided. It was a representative gather- 
ing of both wholesale and retail jew- 
elers from every part of Metropolitan 
Detroit. 
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Diamond Dealer Sentenced 
Sidney Sherman, York, Must 
Term in Atlanta Penitentiary for 
Smuggling Gems 


New Serve 


Sidney Sherman, a diamond broker, 
living at 279 Ocean Parkway, Brooklyn, 
with an office at 170 Broadway, New 
York, was sentenced Monday morning, 
by Judge Marcus Campbell in the Brook- 
lyn Federal Court to serve one year and 
a day in the Federal Penitentiary at 
Atlanta, Ga., and pay a fine of $5,000, 
on a charge of conspiracy to defraud the 
Government by smuggling diamonds into 
this country. When arrested last 
September with his stenographer and 
two steamship employes Sherman stout- 
ly maintained his innocence in the 
smuggling plot, but pleaded guilty when 
arraigned Nov. 14. 

The others alleged by the Government 
to have been in the plot with Sherman 
are his stenographer, Nina Silverstein, 
of Brooklyn; Charles Eechleirs, former 
chief printer on the Red Star liner 
Belgenland, and Louis Eechleirs, the 
latter’s son, who was an attendant 
aboard the Lapland. Customs agents 
under Gordon H,. Pike arrested Eech- 
leirs senior on Sept. 18 last, as it is 
charged he left his ship to go to Sher- 
man’s home. It was alleged that a 
package of gems valued at $12,000 was 
found in Eechleirs’ shoe, stuffed between 
the foot and the side of the shoe. 

Assistant United States Attorney 
Lindsay R. Henry, who is handling the 
case for the Government, expects that 
the trial of the two Eechleirs and Miss 
Silverstein will get under way this week, 
possibly today (Thursday). In the last 
year and a half it is claimed that Sher- 
man’s smuggling operations were suc- 
cessful in the amount of $60,000. 








Burglars Rob Utica, N. Y. Establish- 
ment of Jewelry Worth $1,500 


Utica, N. Y., Nev. 19.—Burglars 
forced their way through a rear third 
floor window and got away with jewelry 
worth $1,500 from the store of Markson 
Bros., 644 Bleecker St., last night. The 
most valuable pieces were selected from 
the stock, reports E. Tudor Williams, 
manager of the store. 

A possible clue was destroyed when 
a police dog was observed at the rear 
of the store in the morning. As it ap- 
peared to be suffering from distemper 
and was without a license authorities 
were notified and it was killed. The in- 
dications are that the dog followed its 
master, who went down into the store, 
and then out the front way. The police 
are investigating. 








The death of John Zakarevicz, Shen- 
andoah, Pa., was recently reported. In 
order to clear any confusion that may 
have arisen it should be stated that Jos. 
Zakarevicz is the sole proprietor of the 
Zakarevicz jewelry and music store. 
The dead man was his brother. 





Providence 


William Sammartino of the manufac- 
turing jewelry concern of Sammartino 
Bros., was married the past week to Miss 
Elena L. Muccino. 

The Supreme Mfg. Co., Inc., was in- 
corporated the past week under the laws 
of Rhode Island with a capital stock 
consisting of 500 shares of no par value. 
The incorporators are Leon Elias, Simon 
W. Bergman and Fergus J. McOsker, 
for the manufacture of jewelry. 

Nine groups out of 78 industries in 
Providence competing for the honor, 
have been awarded pennants for low 
accident records during the month of 
September, by the Providence Safety 
Council it was announced the past week. 
The award in the jewelry group was 
given to the Theodore W. Foster & Bro. 
Co., and the miscellaneous group to the 
Young Bros. Co. 

Among the jewelry buyers reported in 
this city and vicinity during the past 
week were the following: Mr. Samstag 
and Mr. Lesser, of Samstag & Hilder 
Bros., New York city; Miss Adams, the 
Davis Dry Goods Go., Chicago; Mr. 
Crawford, Gimbel Bros., Pittsburgh, 
Pa.; Mr. Braster, Calhoun, Robbins Co., 
New York city; Mrs. Bailey and Miss 
Bagley, Marshall Field & Co., Chicago; 
Mr. Brown, Jones, Witter & Co., Colum- 
bus, Ohio, and Mr. Reinschreiber, Cahn 
& Co., New York city. 

The Metal Findings Manufacturers’ 
Association recently held a well attended 
meeting at the rooms of the New En- 
gland Manufacturing Jewelers’ and Sil- 
versmiths’ Association. An _ informal 
discussion of matters of interest to the 
jewelry and findings trades took place 
and during the evening the members ap- 
pointed a credit committee consisting of: 
Frederick A. Ballou, chairman; William 
Whytock, and Fred G. Perry. In a vote 
taken at the meeting the members 
favored the closing of all findings fac- 
tories on Armistice Day each year. 








Pittsburgh 


His new location having been made 
ready and considered very attractive, H. 
Eger is now installed in his new busi- 
ness home at Aliquippa, Pa. The jewel- 
er held a formal opening a few days ago 

Eighty figures presenting character- 
istic phases of American life comprise 
an exhibition of bronze sculpture which 
has opened in the galleries of the Grogan 
Co., in this city. The foremost sculptors 
in America are interested in the exhibit. 
John E. Holmes, New York, is directing 
the exhibit, attracting art devotees of 
every character and the public in gen- 
eral. 

An effective plan for collecting over 
due accounts has just been put into effect 
in Pittsburgh by the merchant owned 
Credit Bureau, Inc. in conjunction with 
its allied organization, the Retail Credit 
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Men’s Association. The plan consists of 
sending out a post card to persons who 
are slow in the payment of their bills 
and asking them to tune in on WCAE 
each Friday evening at 7.30 o’clock for 
the “Business and Pleasure Period.” At 
that time a playlet is given, the scenes 
of which are taken from every day life 
in various stores portraying how good 
credit can be maintained and informing 
those who are derelict in the payment 
of their bills, what is likely to happen 
if they do not pay promptly. More than 
90 per cent of downtown retail jewelers 
in Pittsburgh are members of the bureau 
and credit association. 


Philadelphia 


Massinno Melichori, once in the whole- 
sale jewelry business on S. Eighth St., 
has registered himself as trading as a 
retail jeweler at 1244 N. 52nd St. 

Watches and silverware valued at sev- 
eral hundred dollars were stolen from 
the S. G. Williams store, Shenandoah, 
Pa., in a bandit raid made on several 
business places in that town. 

Louis Sickles, distributor of Amer- 
ican watches, 1015 Chestnut St., recently 
made a trip through Maryland and Del- 
aware in company with his son, David. 
This was the first trip Mr. Sickles has 
made in many years, owing to poor 
health. 

A city permit has been granted and 
the general contract awarded to Frank 
G. Stewart for erection of the newest 
jewelers’ building in the Sansom St. 
wholesale jewelry district. The building, 
a six-story one will be located at Eighth 
and Sansom Sts., and the estimated cost 
will be $200,000. 

On Nov. 1, A. Newman discontinued 
the use of the name Newman Jewelry 
Co., 184 Wyoming Ave., Scranton, Pa., 
and hereafter will trade individually 
under the name of the Rogers Jewelry 
Co., which name has been duly regis- 
tered. Mr. Newman announces that he 
has acquired all of the property for- 
merly of The A. E. Rogers Co., including 
the corporate franchises and the right 
to use the name. 

Employes of John D. Enright, Ken- 
sington, Germantown and Roxborough 
jeweler, enjoyed the annual dinner ten- 
dered recently by Mr. Enright in Deng- 
hardt’s hall, Germantown and West- 
moreland Ave. Every employe of the 
three stores was on hand and enjoyed 
the dinner, the entertainment by “home 
talent” and the dance which followed as 
well as the brief introductory address 
by Mr. Enright. 

















Charles L. Tesh & Co., Reidsville, 
N. C., have been granted a charter of 
incorporation to do a general retail 
jewelry business. The authorized capital 
stock of the firm is $25,000, of which 
$10,000 has been subscribed by C. L. 
Tesh, Edna M. Tesh, J. Fred Tesh and 
others of Reidsville. 
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Boston 





The Washington Jewelry Co., 365 
Washington St., has opened a new store 
at 503 Washington St. The new store 
is intended to be the second link in a 
chain of stores, according to the concern 
which will eventually encircle New En- 
land. 

“Silversmiths of early New England” 
was the subject discussed by Prof. Eliot 
Morison in his recent Lowell Institute 
lecture on “The Founders of Massachu- 
setts Bay Colony.” Prof. Morison’s talk 
proved that these silversmiths’ played 
an important part in the establishment 
and progress of New England. 








Rochester 





Bosshart & Morphy, retail jewelry 
firm, Clifton Springs, N. Y., celebrated 
the silver anniversary of the establish- 
ment’s existence last week. A. Bosshart 
established the business in 1904 after 
being employed since 1898 in Rochester 
and Geneva, following his education at 
LaPorte, Ind. A. Morphy joined the 
firm in 1915. His connection with the 
firm has been continuous since that time, 
with the exception of two years spent 
at New York University. 

Overwhelming their opponents, Mayor 
Joseph C. Wilson and New York State 
Assemblyman Haskell H. Marks, both 
Rochester retail jewelers, were assured 
of continued office tenure last week by 
wide vote margins. Although Mr. Wil- 
son’s election was to a seat in the City 
Council, he is virtually certain of being 
elected mayor by his fellow law makers, 
as provided by the City Manager 
Charter under which Rochester operates. 
Mr. Wilson conducts his own jewelry 
business at 37 Main St. E. Mr. Marks 
is a member of the firm of Marks & 
Abramson, 64 State St. 








What is claimed to be the largest 
rental per front foot over a period of 
years for an entire storeroom on River- 
side Ave., Spokane, Wash., has been re- 
ported in connection with the closing of 
a 10-year extension of the lease for the 
D. F. Wetzel jewelry store at W. 607 
Riverside Ave., by Weisfield & Goldberg, 
recent purchasers. The new owners, to 
be known here as the Jewelers, Inc., are 
operators and owners of a $5,000,000 
chain jewelry business in the West. 
Fred K. Jones negotiated the extension 
lease rental. The old lease of the Wetzel 
company, purchased by Weisfield & 
Goldberg, extends to the end of 1930. A 
new lease for 10 years plus the re- 
mainder of the unexpired term was 
negotiated by Mr. Jones and the new 


store owners. The store has a front 
footage of 20 feet on Riverside Ave. 
and a depth of 90 feet. The gross 


rental for the entire period of the newly 
drawn lease is $109,350. 
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Chicago Notes 


Louis Gautherat, president of the E. 
H. Pudrith Co., Detroit, Mich., spent 
several days of the past week in Chicago 
attending to business. 

Will C. Schumann of Leubusher- 
Schumann & Co., is making a business 
trip through Oklahoma and the South 
and will be gone until after Christmas. 

Max Cohn, Chicago manager for Henry 
Lederer & Bro., Inc., Providence, left 
recently for the East, to visit at the 
home offices for a couple of weeks, and 
to get his new fall samples. 

Dan Fewell, manager for Earl George, 
Inc., Des Moines, Iowa, was a Chicago 
visitor last week. Mr. Fewell looked 
over the markets and attended to busi- 
ness. 

Reuben Cohen, manager of the Chi- 
cago office of the George H. Cahoone Co., 
returned last week from the East where 
he called on the wholesale trade for the 
past few weeks. 

“Billy” Brill, manager of the material 
department for the Elgin National 
Watch Co., has completed an extended 
business trip through Texas and Loui- 
siana. 

It was announced last week that 
George Kissick will hereafter cover the 
western territory for the H. F. Barrows 
Co., traveling out of the factory at 
North Attleboro, Mass. 

M. Spector, retail jeweler, Appleton, 
Wis., spent the past week in Chicago 
looking over the markets and visiting 
with his brother, Jack Spector, diamond 
importer in the Columbus Memorial 
building. 

Ted J. Tracy, of the Juergens & 
Andersen Co., left last Thursday for his 
final trip of the year. Mr. Tracy is 
covering his territory, calling on the 
retail trade and will be away for several 
weeks. 

R. O. Worrell, Mexico, Mo., was in 
Chicago last week. He is the son of 
the late R. O. Worrell and was formerly 
connected with Brochon’s Engraving 
Co., Chicago. Upon the death of his 
father he took over the business. 

I. S. Richter, manufacturers’ repre- 
sentative with offices on the eighth floor 
of the Heyworth building, left on Sun- 
day with Mrs. Richter for California. 
Mr. Richter will remain in the West 





until after January. 
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Friends of Taylor Kallmeyer, of J. 
Milhening, Inc., will be pleased to learn 
that he is rapidly recovering at his home 


from injuries he received recently. Mr. 
Kallmeyer, was returning from Mich- 
igan when his automobile overturned. 

Charles A. Bartling, of the Towle 
Mfg. Co., returned last week from the 
South where he visited the trade. Mr. 
Bartling made the trip for Frank J. 
Spellman, their southern representative, 
who has been ill for the past six weeks. 

C. Arthur Lundquist, Chicago man- 
ager for the George H. Fuller & Sons 
Co., underwent a minor operation at the 
Ravenswood Hospital last week. He is 
getting along nicely and will return to 
his duties about Dec. 1. 

Charles Brown, of the Stein & Ell- 
bogen Co., received the sympathy of his 
many friends in the trade on account 
of the death of his oldest brother, Julius, 
who passed away on Thursday after an 
iliness of many months. 

Charles M. Slemmons of the Norris, 
Alister-Ball-Bridges Co., is recuper- 
ating at a hotel at Rochester, Minn., 
from a minor operation. Mr. Slemmons 
went to the Mayo brothers’ sanitarium 
about three weeks ago for observation 
which resulted in the operation. 

W.E. Ruthhart, of the Norris, Alister- 
Ball-Bridges Co., has returned from 
Cleveland where he went for a few days 
to attend to business. George M. Brasch, 
of this company also returned from an 
extended business trip through his terri- 
tory. 

G. Dennis, representing Farber Bros., 
New York, was in a wholesale jewelry 
house last Wednesday and when he 
turned his back to his samples spread 
on the counter of the jewelers, a sneak 
thief took two clocks. His loss is small 
but jewelers are warned to be on the 
lookout for sneak thieves as they are 
always active at this time of the year. 

The Chicago branch of the Conklin 
Pen Co., is removing into more com- 
modious quarters in the North American 
Building where the Conklin company’s 
branch has been situated for the past 
several years. New furnishings, a great- 
ly enlarged stock, and an increased per- 
sonnel in all departments are being 
added. 

The wedding of Miss Mary Ann Pea- 
cock to Alfred Leigh Langtry, which 
took place on Nov. 12 at the Fourth 
Presbyterian Church, was one of the 


. 








most beautiful affairs ever held in Chi- 
cago. The bride is the daughter of Mr. 
and Mrs. Walter C. Peacock. Mr. Pea- 
cock is secretary and treasurer of C. D. 
Peacock, Ince. 

J. D. Welcher, auctioneer, 5 S. Wabash 
Ave., returned to Chicago last week from 
Billings, Mont., where he closed out the 
business of J. Gansl. Mr. Gansl and his 
son, G. Gansl, are leaving for California 
soon, and may enter the retail business 
there. This firm was in Billings for 
over 25 yeaors. Mr. Welcher left again 
this week for a sale at Trinidad, Colo. 

Glen Foster, of Princeton, Il., arrived 
in Chicago last Thursday morning with 
seven wild ducks that he had caught 
while on a recent hunting trip. They 
were taken to the Palmer House and 
prepared and served with a regular 
dinner that evening to all the “boys” of 
the Stein & Ellbogen Co. They had a 
private dining room and after the dinner 
was disposed of the balance of the eve- 
ning was deyoted to playing cards. 

Funeral services for Arthur G. Mc- 
Anall were held last Thursday after- 
noon at 2 o’clock from his late residence, 
5241 Winthrop Ave., and interment was 
at Forest Home Cemetery. Mr. McAnall 
was associated with the Chicago office 
of the National Jewelers’ Board of 
Trade for many years as office manager. 
For the past few years his health com- 
menced to fail and early this year he had 
to resign his position and remain at 
home. He is survived by his widow, 
Mrs. Catherine Graves McAnall and one 
son, George. 

The marriage of Miss Revella Budwig 
to Paul H. Samuels was announced last 
week. The wedding took place on Thurs- 
day of last week. After a short honey- 
moon trip the couple are at home to 
their friends at 201 E. Delaware Place. 
They will leave for a longer honeymoon 
trip after the Christmas rush. Mrs. 
Samuels is proprietor of Revella’s, a 
retail shop on the eighth floor of 
the Columbus Memorial building. Mr. 
Samuels is western manager for Katz & 
Ogush with Chicago headquarters in the 
Pittsfield building. 








Percy Clare, Detroit, has bought out 
the Joseph Burman shop at 65 S. Sagi- 
naw St., Pontiac, Mich. The new con- 
cern will be known as the Clare Jewelry 
Co., and will be under the management 
of Ross Beaton. 





Cincinnati 





O. B. Wise, retail jeweler, opened a 
new store at 134 E. Fourth St., last 
Saturday. He had been located in the 
Thoms building, at Fifth and Main Sts., 
for a number of years. 

An inventory filed in the Butler 
County Courts at Hamilton, Ohio, dur- 
ing the week showed that the late 
Arthur Seidensticker, retail jeweler, left 
a large estate. His store had been 
located in the heart of the business dis- 
trict of Hamilton for many years and 
the inventory submitted for official 
record showed he was worth $147,276.73 
at the time he passed away. 


Cleveland 


The Standard Supply Co., a new ma- 
terial house has been opened by David 
Feigenbaum on the third floor of the 
Webb C. Ball building. 

The Cleveland Jewelers’ Supply Co. 
has reopened for business after having 











been closed for several months. Irving 
Feigenbaum is manager. 
The Rogers Jewelry Co., a _ credit 


chain store with headquarters in Akron 
expects to open this coming week at 
Prospect Ave. and E. 4th St. 








Evansville 





Smashing the show window of the 
jewelry department at the store of the 
Andres Co., 508 Main St., a few nights 
ago, robbers escaped with more than 
$50 worth of jewelry. This was the 
third jewelry robbery in the city within 
three nights. 

C. R. Boemle, retail jeweler, cele- 
brated his 15th business anniversary by 
opening a beautifully decorated shop 
in the Boehme building, 723 Main 
St., on Saturday, Nov. 16. For a num- 
ber of years Mr. Boemle’s store has been 
located on S. Eighth St. The new store 
was lavishly decorated for the opening 
day. 

Diamonds worth $20,000 that reposed 
in the safe at police headquarters here 
for two days have been turned over to 
the owner by the police, when an in- 
vestigation revealed nothing suspicious 
concerning the appearance of the gems 
here. The diamonds were the property 
of a salesman, who according to the 
police, was unable to identify himself 
satisfactorily. He was arrested at a local 
hotel last Friday night and taken to 
police headquarters where the diamonds 
were taken from him while an investiga- 
tion of the case was ordered. The sales- 


man, whose name was not revealed by 
the police, was not held. 

Both wholesale and retail jewelers of 
Evansville and other towns in southern 
Indiana are of the opinion that trade 
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will hold up extremely well during the 
next six or seven weeks. They are look- 
ing for a splendid Christmas holiday 
trade this year. Dealers report they 
have large and well assorted stocks and 
that general business conditions are 
better in Evansville than they were this 
time last year. In a few days the Evans- 
ville banks will release over a million 
dollars in Christmas savings and most 
of this money will find its way into regu- 
lar channels of trade. Dealers say the 
trade outlook is most encouraging at 
this time. 








Milwaukee 





E. A. Kitzman, formerly of Eagle 
River, Wis., has purchased the jewelry 
department of the Harry Bennett store 
at Weyauwega, Wis. 

A shoplifter whose identity is_ be- 
lieved to be known stole a wrist watch 
from the display window of the John 
Manthey jewelry store, Sheboygan, Wis. 
Only a few people were in the store 
when the watch was taken and a man 
customer is suspected. 

The man who robbed the Mehls jewel- 
ry store at Chippewa Falls, Wis., has 
been picked up by police in St. Paul and 
is said to have confessed to the robbery. 
The man was arrested by police on sus- 
picion when a quantity of jewelry was 
found in his possession. 

Clyde Cauwenberg, formerly assistant 
manager of the Paulus Jewelry Co., 
Green Bay, Wis., has bought the stock 
and fixtures of the establishment and 
will open his own store in that location 
Nov. 30. The new store will be known 
as “Clyde’s Jewelry Shop.” 

Ernst Wegener, jeweler, Beaver Dam, 
Wis., who has been conducting his es- 
tablishment at his home since fire des- 
troyed his store last February, has 
moved into the store at 134 Front St., 
formerly occupied by the Bayley jewelry 
store. Mr. Bayley is conducting an 
optical shop at the store. 

Funeral services were held at Mani- 
towoc, Wis., for Mrs. Minnie Seidl, 
widow of Frank Seidl, former Mani- 
towoc jeweler, who died Sunday, Nov. 
10, at the home of her daughter, Mrs. 
Jacob Best, Milwaukee. Mrs. Seidl, a 
native of Wisconsin, had lived in Mil- 
waukee since the death of her husband 
19 years ago. Besides Mrs. Best she is 
survived by another daughter, Mrs. 
James Schopp. 

A padded brick hurled through the 
window of the jewelry store of John 
G. Umbs, retail jeweler, 434 11th Ave., 
provided a means of entry for a burglar 
who escaped with a considerable amount 
of loot early on the morning of Nov. 14. 
Two witnesses have told the police that 
a man driving a big sedan rode up to 
the store, stepped out quickly and threw 
the brick, around which was wrapped 
a small child’s dress. In an instant he 
scooped up the gems in the window and 
sped away. 
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Omaha 


E. C. Compton, jeweler at Cedar 
Rapids, Neb., died recently. Few de- 
tails are available, except that his son 
is to continue the business. 

J. P. Byrne, of the Byrne-Duff Jewelry 
Co., Omaha wholesaler, says the com- 
pany’s October business was 20 per cent 
greater than the October business last 
year. “I look for a continued good fali 
and winter business,” said Mr. Byrne. 

Among the out-of-town jewelers in 
Omaha during the week were: Carl 
Jensen, Elkhorn, Iowa; E. E. Freeman, 
Oakland, Iowa; Henry Heitzmann, West 
Point, Neb.; L. A. Fanske, Wayne, Neb.; 
A. W. Shaum, Craighton, Neb.; J. J. 
Kerwin, Fremont, Neb.; F. G. Petty, 
Fort Collins, Colo.; Mrs. Alfred Wohl- 
strom, Oakland, Neb.; George H. Bol- 
lard, Stanton, Iowa, and E. E. Morey, 
Chadron, Neb. 

The Pathe News is featuring in vari- 
ous parts of the country a movie of the 
presentation by the Omaha Jewelers 
Guild of a diamond plaque to the State 
of Nebraska during the Diamond Jubilee 
recently celebrated at Omaha. The 
pictures were made on the court house 
steps at Omaha, when the jewelers pre- 
sented the bronze plaque set with 75 
diamonds and carrying the names of 
more than 500 public-spirited citizens. 
Governor Weaver is shown accepting the 
plaque in behalf of the State. 















Portland, Ore. 


O. Korber, Portland jeweler, is pre- 
senting each Thursday night over KGW 
an ensemble of 25 violins, directed by 
Albert Creitz, assistant concertmaster of 
the Portland Symphony Orchestra. The 
concert lasts for a half hour, and is 
receiving favorable comment. 

Carl Korber, owner of the Alder 
Street Jewelry Co., is another local 
jeweler who has attacked the constitu- 
tionality of the new city ordinance, 
passed Oct. 23, prohibiting jewelry auc- 
tion sales. The hearing was held before 
the judge of the circuit court when the 
injunction brought by Korber was heard. 
The suit represents the first test of the 
new ordinance, although there have 
been three injunctions granted jewelers 
under the old. ordinance. Counsel for 
Korber argued that the power of the 
city was regulative, and that the charter 
gave no authority to prohibit auction 
sales. 

Joe Savan, proprietor of the Keystone 
Jewelry Co., 274 Washington St., may 
continue his auction for the full 30 days 
for which his city license was issued. 
The council last week refused to revoke 
his license after a hearing on charges 
brought by the Better Business Bureau. 
The hearing was continued from last 
week, and this time there were voluntary 
witnesses who testified to satisfaction 
with their purchases, and that they knew 
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of persons to whom Mr. Savan had re- 
funded their deposit money when they 
did not complete sales. They also tes- 
tified to Mr. Savan’s vain attempts to 
have purchasers sign the sales book. 
They likewise testified that articles were 
tagged in accordance with the city 
license requirements. Mr. Savan ad- 
mitted that his sales book had not been 
kept properly, but insisted that many 
purchasers had refused to sign the book. 








Los Angeles 





P. J. Muleahey, for a number of years 
with David Miller, importer of diamonds 
and other gems, has severed his connec- 
tions with Mr. Miller and embarked in 
the brokerage business for himself. 

George Eckstein, vice-president of the 
Belle Jewelry Co., New York, has re- 
turned from a three months’ trip to the 
East. While in the East he was joined 
by Mrs. Eckstein and the two returned 
here together. 

The Display Center, 320-A Cooper 
building, 860 S. Los Angeles St., has 
opened a store for handling jewelers’ 
display fixtures. All the latest ideas in 
futuristic accessories for showing goods 
usually found in gem and jewelry estab- 
lishments are on exhibition. 

C. E. McKeen, West Coast manager 
for the Waltham Watch Co., with offices 
in San Francisco, spent several days here 
last week. Mr. McKeen reported that 
there is a growing demand for a better 
grade of watches this fall than has been 
the case for several years, and the de- 
mand in the main is for wrist and strap 
watches. 

Jack Roth, president of Jack Roth, 
Inc., has just returned from a three- 


months’ trip in the Rocky Mountain ter- | 


ritory and he told THE JEWELERS’ 
CIRCULAR correspondent that his _busi- 
ness for the. trip was 50 per cent better 
this year than it was for the same period 
in 1928 when there were two men cover- 
ing the territory. 

W. B. Sunderland, president of Sun- 
derland & Miller, Metropolitan building, 
arrived here last Monday after a several 
weeks’ trip through the territory be- 
tween the Coast and the Rocky Mount- 
ains. Mr. Sunderland stated that busi- 
ness was holding up and that the 
volume would exceed that for the same 
period in 1928. Mr. Sunderland left 
Tuesday morning for the North and will 
be gone until Thanksgiving Day when 
he will return here for his holiday 
dinner. 

William Gilchrist, Santa Barbara, was 
in the city last week purchasing his 
Christmas stock. Others here included: 
J. F. Bitterly, Santa Barbara, W. C. 
Guerth, Redlands, James _ Heidker, 
Bishop, Howard Black, Black Jewelry 
Co., Riverside, C. W. Mangham, Santa 
Paula, John Vondey, San Bernardino, 
E. L. Cheney, Cheney & Pruett, Bakers- 
field, C. W. Kirby, Chula Vista and W. 
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D. Neitfeldt, Oceanside. All of these 
retailers declared they were confident 
that the coming Christmas trade would 


be as good or better than for many years 
past. 








San Francisco 





Eriksen & Co., 1133 Fulton St., Fresno, 
Cal., are moving on Jan. 1, to new and 
elaborate quarters at 1040 Fulton St. 
The firm has been in business in Fresno 
for 18 years. 

Morris Mayer, formerly of Mayer & 
Weinshenk, has returned from a Euro- 
pean trip. Mr. Mayer states that, at a 
later date, he will probably reenter the 
diamond business. 

Having finished a_ business. trip 
through Nevada and the North West, 
Al. M. Gilbert spent a few days in his 
offices here and expressed satisfaction 
with conditions as he had found them 
on the road. Mr. Gilbert has left for 
the South. 


Val Molkenbuhr & Co. have sold their 
extensive line of jewelry boxes to the 
Western Paper Box Co., Oakland, Cal., 
which will manufacture jewelry boxes in 
that city. The Western Paper Box Co. 
will send representatives on the road, 
Mr. Molkenbuhr states. 


Julius A. Young, president of the H. 
Morton Co., returned recently from a 
visit to the Atlantic Coast, via the 
Panama Canal. The trip was largely 
for recreation and he only spent five 
days in New York. The Morton com- 
pany is now doing business at its new 
home, 1520 Broadway, Oakland. 

After visiting the West, the Middle 
West and the factories, E. V. Saunders, 
Coast manager for the International 
Silver Co. returned to his San Francisco 
headquarters via Los Angeles, on Nov. 
11. Mr. Saunders stated that they are 
enlarging their offices in the southern 
city for the better display of their 
wares and in order to give added service 
to their customers. 


Ernest L. Reiding has been here with 
Mrs. Reiding buying for their new store 
which opens next Saturday. Mr. Reid- 
ing’s jewelry store was at 320 Main St., 
Watsonville, Cal. His new establish- 
ment is at 318 Main St., next door to 
his former location. Among other out- 
of-town jewelers visiting the trade at 
the same time were: Ferdinand Mosso, 
Sonoma, Cal., and Anton Seibak, Pitts- 
burg, Cal. 

There has been considerable specula- 
tion among the jewelers regarding the 
probable effect on the holiday trade of 
the recent stock upheavals. Speaking 
of this, Martin H. Cooper, Coast repre- 
sentative of Morris Kaplan & Sons, said 
that the crash in the stock market did 
not seem to affect the sale of jewelry 
much and he expected that more money 
would be in circulation before the real 
holiday buying begins, as a result of 
people selling their stock when prices 
go up a little. 
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Consular Notes 





The Bureau of Foreign and Domestic 
Commerce reports that a London con- 
cern is in the market to purchase clock 
mechanisms, with lever movements, fit- 
ted with striking gear and operating for 
14 days. Additional information can be 
secured by writing the Bureau at Wash- 
ington, D. C., mentioning File 42085. 

* * x 

A Malmo, Sweden, company is seek- 
ing the agency and purchase of silver- 
plated forks and spoons, the Bureau of 
Foreign and Domestic Commerce reports. 
Those interested in obtaining additional 


details can address the Bureau at 
Washington, D. C., referring to File 
42079. 








Business Records 





Pearl J. Howard, Easley, S. C., is 
offering a settlement of 50 cents on the 
dollar. 

An involuntary petition in bankruptcy 
has been filed against Edward Hahn, 
Chicago. 

An involuntary petition in bankruptcy 
has been filed against Henry J. Claster, 
Harrisburg, Pa. 

An involuntary petition in bankruptcy 
has been filed against the Wallace-Mon- 
roe Mfg. Co., Detroit, Mich. 

Robert L. Ivy, Louisville, Miss., is 
offering a settlement of 25 cents on the 
dollar. Assets include merchandise 
valued at about $3,000, accounts receiv- 
able $3,000 of which possibly $2,000 is 
collectible, while the liabilities are esti- 
mated at $12,000. 








Control Clocks Make Possible In- 
creased Use of Radiobeacons 


WASHINGTON, D. C., Nov. 18.—George 
R. Putnam, Commissioner of Lighthouses 
in his annual report to the Secretary of 
Commerce made on Monday of this week 
states that “reliable control clocks now 
available make possible the increased 
use of automatic or semi-automatic 
radiobeacons, starting and stopping the 
radiobeacon transmitters and associated 
equipment at prescribed intervals with- 
out constant personal attention, greatly 
increasing the efficiency of this system 
without increase of personnel.” 

This statement is made in connection 
with the Commissioner’s report on im- 
proved radiobeacon equipment used in 
the Lighthouse Service. 








The Frank Hyde Jewelry Co., Inc., 
125 N. Phillips Ave., Sioux Falls, S. D., 
recently celebrated its 44th anniversary. 
The concern is said to be one of the 
oldest and largest jewelry shops in South 
Dakota. Although it has moved several 
times since its initial establishment in 
1886, the company has always been on 
the same block where its present busi- 
ness is being conducted. 
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WESTERN COAST | 
JEWELRY BUYING CENTRES 





BAKER & CO., INC. 


Refiners and Workers of Precious 
Metals, Ring Blanks, Jewelers’ Settings 
and Findings. Always in the market 
for Sweeps, etc. 


760 Market Street, San Francisco 


BUEHN & BUSHNELL 


717 Market St. 
MASONIC—EMBLEM— RINGS 


Scottish-Rite 14th Degree Rings 


San Francisco 


WILDBERG BROTHERS 
SMELTING & REFINING CO. 


Gold—Silver—Platinum 


747 So. Hill St., Los Angeles 





BUYER—COLLECTOR 
EXPERT REPAIRING 


ANTIQUE JEWELRY 


For 30 Years—Trade Only 


I. SUGAR COMPANY 
2102 Allston Way, 


Berkeley, Cal. 


PLATING 


Silverware Repaired, Plated and 
Refinished 


Catering to the Jewelry Trade 
Gold, Silver and Nickel Platers 


M. & H. PLATING WORKS 
717 Market St. San Francisco 


742 Market St., San Francisco 
School—Class 


E MB LEM Fraternal 


Manufacturing Jewelers 
Wholesale Only 


GEO. A. DESENFANT & SON 
150 Post St., San Francisco 














I. BEHRSTOCK CO. 
Wholesale Jewelers 


220 West Fifth Street 
Los Angeles, Cal. 





Advertising on this West Coast 
page will keep your name and 
business before the leading retail 
jewelers with whom you are in- 
terested in doing business. 





FRANK J. ESTERLIN 
Lapidary 


Importer and Cutter of Precious Stones 
901-2 Shreve Bldg. 
210 Post Street 
San Francisco, Cal. 





the entire West Coast what he thinks of advertising of this type. 


e Ask Your Representative who covers 


We 


know that his close contact with the retail jeweler of that section calls 


for the keeping of his name, the name of your Company and your 


product before the subscribers of The Jewelers’ Circular. 


will represent a splendid investment on your part. 


and details. 


JEWELERS 


A card advertisement on this page 


Write us for rates 


PUBLISHING CORP. 


239 West 39th Street, New York 
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Newark 


A charter of incorporation has been 
filed by the Cambet Ring Mfg. Co. of 
this city. The capitalization consists of 
1000 shares of common stock. 

The “jewelry-fishing” trick again was 
used in Newark recently when a thief 
removed a platinum bracelet set with 
140 diamonds and emeralds and valued 
at $3,000 from the window of the store 
of the Diamond Co., 863 Broad St. The 
thief made two holes in the copper strip 
in the window, and then used a long 
wire to extricate the bracelet from its 
position on a pedestal. 

The American Watch Dial Mfg. Cor- 
poration has been organized to manufac- 
ture and refinish metal watch dials, with 
quarters at 50 Columbia St., this city. 
Charles Studer, who has been identified 
with the watch industry for 35 years and 
for the last 15 years has specialized in 
the manufacture of watch dials, is presi- 
dent of the new firm. R. V. Caldecott is 
the secretary and treasurer. 

A man, who, it is charged, smashed the 
window at the store of Busch & Sons, 
jewelers, 57 Springfield Ave., Newark, 
N. J., on Oct. 22 and stole 57 wrist 
watches, has been apprehended in Balti- 
more, Md. The prisoner is now being 
held in $10,000 bail. It is claimed that 
a number of the watches were found in 
the man’s possession and several more 
were located in Baltimore pawnshops. 

A charter of incorporation was issued 
at Trenton last week to the Eagle 
Jewelry Co., Inc., to deal in jewelry in 
Newark. The concern has a capital 
stock of 1000 shares at no par value. 
Arthur Hoffman, Max Fields, and Hugo 
Cohn of Newark are named as trustees. 
The Rothe Corporation will deal in jewel- 
ry in Newark with capital stated at 100 
shares no par value, according to an- 
other charter filed. William H. Rothe 
and Catherine Rothe of East Orange 
and Richard Winerman of Newark made 
the application. 

The New Jersey Retail Jewelers As- 
sociation of which Richard P. Hartdegen 
is president will meet next Tuesday 
afternoon, Nov. 26, and visit the dia- 
mond cutting works of Schenk & Van 
Haelen on E. 45th St., New York city. 
Dinner will then be served, followed by 
the regular monthly meeting. On Jan. 
21 the State association will hold its 
annual dinner dance in the Hotel Sub- 


urban in East Orange. The dinner 
dance committee comprises: Carl A. 
Lund, East Orange, chairman; A. J. 


Jaeckle, William Baird, Theodore Frost, 
Mrs. Luella H. Koons and Louis Hai- 
mann. The committee met at Mr. 
Lund’s last Thursday and made final 
arrangements. 

Otto Goetzke, of Church & Co., Mul- 
berry St., has had the distinction of 
having his complete collection of precious 
and semi-precious stones placed on the 
main floor of the Newark Museum, 47 
Washington St. The exhibition com- 
prises six long encased tables and has 
been displayed on the third floor for the 
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past year. The collection is thought to 
be of great educational value and was 
therefore moved to greater prominence. 
On the second floor may be seen an 
interesting array of sterling silver 
bouquet carriers. Added to this collec- 
tion lent by Mrs. Wilber Macey Stone, 
of East Orange, N. J., is a variety of 
gold handkerchief pincers or tongs 
with a chain and finger ring. William 
C. Gregg, of Hackensack, N. J., has 
loaned a case of ivgries the finer pieces 
of which represent two screens and a 
brooch. 


Washington, D. C. 


Plitt, 1330 Seventh St. N. W., has 
opened a branch of his jewelry store at 
1302 New York Ave. N. W. 

After having been established in this 
city for more than half a century H. 
M. Jacobson & Son, have moved from 
929 G St. N. W. to 917 F St. N. W. 

Lon Reynolds, of Newark, N. J., was 
here last week on his first business trip 
since his illness and was welcomed by 
the trade. He went from here to Nor- 
folk, Va. 

The first monthly meeting this fall 
of the jewelers’ section of the Merchant 
and Manufacturers Association was held 
last week at Olmsted’s Grill. Arthur J. 
Sundlun, president, presided. The meet- 
ing was well attended. 

A young man of this city has been 
arrested accused of forging the name of 
his brother-in-law, to a conditional sale 
contract for a $110 watch and chain. 
The detectives had a warrant sworn by 
an official of Barr’s jewelry firm in the 
Munsey building, where the watch and 
chain are alleged to have been pur- 
chased on the conditional contract. 














Jeweler’s Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended Nov. 16, 1929. 
The U. S. Assay Office reports: 


Gold gold 
coin 


bars exchanged for 
$925,593.52 


70,779.49 


Total $996,373 01 
Of this gold bars exchanged for gold 


coins are reported as follows: 


Date Exchange 
PEC inte ae ee OS os oe $91,257.43 
* ae eke tle es ie doe 5a ok eve 93,184.23 
i eee ar er ot are ae 110,967.88 

Se et a ee ree 207,002.32 

ee ae Ser ere 87,032.99 

BO wren 4.6 eee 36,148.67 

ROE ain ocSeard atte Grn ea ss bs $92 93.52 








A few nights ago a large plate glass 
show window at the store of the Gordon 
Jewelry Co., Birmingham, Ala., was 
broken and 11 watches and other jewelry 
valued at more than $400 was stolen. It 
appeared that no attempt was made to 
enter the store. This is the third rob- 
bery of the kind this jewelry store has 
suffered in the past few months. Police 
believe an organized band of crooks are 
working the city. 
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Atlanta, Ga. 


Henry Muench, well known Atlanta 
jeweler, 63 Peachtree St., is celebrating 
his 25th anniversary as an Atlanta jew- 
eler this week. 

Walter R. Thomas, for 13 years con- 
nected with the Citizens and Southern 
Bank,’ where he has served as note teller 
for the past seven years, has resigned 
to accept the position of sales manager 
with Claude S. Bennett. 

The regular November meeting of the 
Atlanta Retail Jewelers’ Association, 
which was to have been held Tuesday 
evening, Nov. 12, has been postponed 
until the evening of Nov. 19, at which 
time plans for Christmas publicity ad- 
vertising and cooperative display work 
will be discussed. 

Among the manufacturers represent- 
atives calling on the local trade during 
the week were Bob Taylor, F. H. Noble 
& Co., Chicago; F. Posner, the Star 
Watch Case Co., Cincinnati; H. Jacobsen, 
the Hahn-Jacobsen Co., Cincinnati; R. J. 
Pape, the Bassett Jewelry Co., Provi- 
dence, and C. O. Dawson, International 
Silver Co. 








Do Not Put Correspondence in 
Packages 
(Continued from page 39) 


cipient must pay full first-class post- 
age on the article. It is true 
that there may be inclosed with fourth- 
class matter a written or printed invoice 
showing the name and address of the 
sender and of the addressee; the names 
and quantities of articles inclosed, to- 
gether with inscriptions indicating the 
price, style, stock number, etc. But in- 
structions as to repair work, complaints 
as to quality or, in fact, any communi- 
cations as to business are not descrip- 
tions within the regulation. 

The post office, it should be noted, 
makes careful inspection to see that full 
postage is paid and this has resulted 
in a large amount of extra postage col- 
lected from members of the manufactur- 
ing and wholesale trade of the East. 

Some retailers have violated the post 
office regulations through carelessness, 
some through ignorance and some in the 
hope of saving a few cents; but what- 
ever the cause, it should be stopped and 
merchants are requested to see to it that 
their employes who ship their merchan- 
dise by mail, study carefully the parcel 
post and other postal regulations and 
abide by them in letter and spirit. 


Market 


The following are the quotations for 








Prices for Silver Bars 


silver bars in London and New York 
as reported for the past week: 
Selling Price 
° London U. S. Gov't New York 
Date Official Assay Bars Official 
Nov. 12.... 22} 52 49 54 
a” PS 22% 51% 49 3 
14. 222 5134 49 %& 
ic... aaa 1% 49 3, 
16. 224, l%% 494 
1 2244 2 9 ay 
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SUCCESS 1s THE RESULT OF 
COURAGE, CONFIDENCE 








ANDACTION 





Advertising is Action of a most practical kind. 
What an impulse it gives to the Wheels of Trade. 
How surely and certainly constant repetition 
develops into conviction. ... And when you have 
registered conviction in the minds of the leading 
jewelers of America, what more practical 
means can you device for continued stimulation 
of their interest than to meet them, week by 
week, in the leading paper of the trade? 


May we repeat again for emphasis—SUCCESS 
is the result of Courage, Confidence and A ction. 


The JEWELERS’ CIRCULAR 


TWO-THIRTY-NINE WEST THIRTY-NINTH STREET 


NEW YORK 
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The jewelry store 
is the logical 


place for the 
sale of high 
grade powder 
and perfumes. 


This compact and 
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perfume con- 


tainer, shown in 
an attractive 
box, will appeal 


to discriminating 
women and help 
to increase sales 


A New Avenue of Profit 


High Class Parfumeurs’ Products Help Sell More Jewelry 


OMPACTS are an integral part of every jeweler’s 
With the average jeweler looking for side- 
lines and finding one—in perfumes, the compact is 


stock. 


the foundation for a new avenue of 
profit. 

Women who buy compacts are 
prospects for perfumes. This is 
particularly so when the powder, 
rouge and lipstick in the compact 
are fragranced with a nationally 
known and nationally advertised 
perfume. For women have been 
educated to look for unity of fra- 
grance in the beauty preparations 
they purchase. 

Then, too, there is the quality of 
the product to be considered. Pow- 
der and rouge vary in quality and, 
in consequence, in prestige and 
popularity. Compacts fitted with 
the products of a reputable and 
popular parfumeur do much to sell 
the remainder of the line. 

One French manufacturer whose 
powders and rouges are used in ex- 
pensive compacts designed for ex- 
clusive jewelry store sale, markets 
the identical powders and rouges in 
a sniart compact created for him by 
a Rue de la Paix jeweler. This com- 
pact, nationally advertised, is an ex- 
cellent item with which to launch 
the jeweler’s perfume department. 
Another American manufacturer of 
fine powders uses the finest com- 
pacts he can get from the jewelry 


artists obtainable. 











— site 


Handsomely cut flacon, by Baccarat, con- 
taining high-class perfume and enclosed in 
a satin-lined leather pyramid case 





trade and is having special designs created by the finest 


The jeweler must hold prestige in his community. 


His store is a “class” store. His 
merchandise, be it jewelry or per- 
fume, must be “class.” Therefore, 
in stocking this new department, 
let the jeweler seek contact with a 
parfumeur of repute, with prestige 
derived from “class’’ associations. 


UCH a parfumeur’s products are 

necessarily fine, his packages 
smart, his advertising heavy, his 
popularity great. With such a tie-up 
the jeweler’s opportunities are in- 
creased. The perfumes enhance his 
prestige. Their packages and fla- 
cons make attractive displays in 
his windows and counter cases, and 
often lead to the sale of jewelry. 
He capitalizes upon the parfumeur’s 
advertising, a sure assurance of 
rapid turnover and repeat business. 
He cashes in on the continual call 
for a standard line that requires no 
servicing and that needs no guaran- 
tee. 

Statistics prove that perfumes 
and toiletries enjoy excellent sales. 
Experience proves that perfumes 
and toiletries sell with and move 
jewelry. Both prove that perfumes 
and toiletries are good merchandise 
to handle—for the jeweler. Here is a 
new avenue of profit. 
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ANNOUNCING 





lentille-chevee and flat 


“SUC” inserting sets. 














_ ADDITIONAL FORTY NEW SIZES 
Also a complete line of of Standard Unbreakable Fancy Watch Crystals 


round crystals and The total of 168 shapes will enable you to handle any 


fancy shape crystal job easily and at a great saving of time 


W rite for catalog and free samples 


STANDARD UNBREAKABLE WATCH CRYSTALS, Inc. 


71 Nassau Street 


New York, N.Y. 


Wholesale Distributors 
Pennant Watch Supply Corp., 119 Fulton St., New York 

































want, expect, and will 
receive 


when you ship 
your old _ gold, 
silver, platinum, 
filled and plated 


scrap to us. 








We do not employ 
traveling gold 
buyers. 











Ship direct 


THOMAS UJ. 


55 E.WASHINGTON ST. 
CHIECAGO 


VvvVAV EL AY 


That is what you HIGH EST 
PRICES 





DEE:CO. 




















Old Jewelry 
Accurately Refined 


Send your old jewelry, sweep- 





| ings and polishings to us. We 


recover the platinum and 





palladium as well as the gold 





| and silver. Our prompt check 


| covers the allowance of all 


precious metals in your scrap. 


Spyco Smelting & Refining Co. 


51 South Third St., Minneapolis, Minn. 
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LEARN DIAMOND SETTING 


Become expert in this lucrative work under experienced 
diamond setters. If you do not show natural ability 
within a month, your tuition fee will be returned. We 
teach through correspozidence and maintain a residence 
course in New York also, Our students do actual diamond 
setting for the trade when advanced. Write for terms. 


JEWELERS’ INSTITUTE OF NEW YORK 
48 West 48th St., N. Y. C. John W. Krisch, Instructor 


ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


709 Sansom Street, Philadelphia 
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Leipzig s 





VERY visitor to Leipzig, the famous 
German fair town will never forget 
the Augustusplatz as a most beautiful 
place. The row of grand edifices sur- 
rounding the place in the shape of a 
rectangle, has of late been augmented 
and, one may say, crowned by sort of 
miniature skyscraper, built by Geheim- 
rat Prof. Dr. Bestelmeyer and des- 
tined to take up the Bank of Kroch Jr. 
Being the first house of its kind in 
Leipzig, it may be regarded as a monu- 
ment of the town’s commerce, but its 
foremost feature is its clock which 
though a long time since it has been 
started going, never ceases to attract 
every day a good many people who— 
particularly at 12 o’clock—gather often 
in crowds to listen and see the striking. 
They never tire of admiring the striking 
of the three big bells with their hammer- 
ing iron men. 

These gigantic bells, hanging one over 
the other, are supported in the top of the 
inner bell by a slender shaft standing 
free on a socle of the otherwise flat roof 
of the building. On both sides to the 
right and left of the bells—also on the 
pedestal—stands the big iron figure of 
a man, 3.85m. in height, holding in both 
his hands a hammer of a hundredweight 
on a shaft 2m. in length. At the waist, 
the bodies of the two men are inter- 
sected, the upper part revolving on a 
vertical axis, the lower part in a device 
giving room to another axis connected 
by cogwheels to the vertical one. 

The movement of the clock itself gets 
its impulse from weights hanging down 
in a lighting-shaft from the 12th floor 
to the base of the building. It is con- 
nected with the men on the bells. 

With the approach of the time for the 
stroke, the two iron-men with a slight 
rotation of the upper part of their. bodies 
turn slowly away from the bells and with 
a quick and heavy jerk, turn back again 








JEWELERS’ CIRCULAR 























Unique 


striking the hundredweight hammer 
against the bells. They turn off again 
to repeat once more their work till the 
correct hour is struck. They fall back 
again to their first position to wait 





Automaton clock at Leipzig 


silent and motionless—their time for the 
next quarter-of-an-hour’s stroke. 

The moment when the bellmen awake 
from their slumber to swing their ham- 
mer, when these heavy wardens in the 
sky, as if in defiance of the elements, 
come to life, is always a new thrill to 
the many onlookers. But he who once 
has had oceasion to stand on the roof 
and follew. this event and hear the full 
rich though somewhat deafening tones, 


lower 


Clock 


with his eyes gliding over the long end- 
less stretch of roofs and turrets beneath 


him, will never forget the sight. The 
ironmen know well how to strike for 
even in remote parts of the town is 


their deep round gong-tone heard. 

The works of the clock itself are be- 
tween the 11th and 12th floor. The dial 
on the front side of the building has a 
diameter of 4m. is of chased copper. The 


clock-fingers and the figures are gilt. 
Right over the dial is a moon-globe 
with a diameter of 1.5m. and—like the 


two bellmen, is connected with the move- 
ment of the clock, giving at any day the 
phases of the moon. The winding of 
the clock is effected electrically. 








Carl Marfels’ Watches 


HE watch collection of Carl Marfels, 

the well known watch collector and 
horologist, who died last month in Ham- 
burg near Frankfort, will be sold at 
auction in the latter city, Nov. 27. The 
collection consists of 11 exquisitely 
enameled watches. These watches are 
supposed to be the finest of their kind 
in existence being examples of great 
artistic and mechanical skill. They were 
displayed about two years ago when Mr. 
Marfels visited New York. 

No decision has yet been reached 
about Mr. Marfels’ famous clock known 
as “Phillip the Good Clock,” whieh was 
also displayed by him during his visit. 
This clock is said to have been made 
about 1429 and was at one time owned 
by the Viennese collector, Frederic Otto 
Edler von Leber. The case is Gothic 
in style and is made of gilded copper 
bronze. 

The use of the main spring at that 
time was uncommon even more so the 
use of the fusee. The many unique fea- 


tures about the clock caused much dis- 
cussion as to its age. 
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LEES & SANDERS. 


Manufacturers would not recommend us to their friends if 
they were not satisfied themselves 


SWEEP SMELTERS. 
BIRMINGHAM,ENc. 




















The 
Fulcrum 
Family 


The Finest Oils 


Produced 
Anywhere at 





Any Price 


If you are not 
using 


FULCRUM |W 
OILS | 


} 


you are not 
using the best 


Oils 
FULCRUM || 
OIL CO. 
Franklin, Pa. 
U.S.A. 











If You Make White Gold Jewelry 


You Need The Hoke-Phoenix White Finish 


White gold jewelry, without the Hoke- 
Phoenix White Finish, is like a peacock 
without feathers. 

The Hoke-Phoenix White Finish gives 
your white gold the beautiful platinum 
color. Directions and anode accompany 
each package. Easily stripped if article is 
to be repaired or soldered—and then easily 











refinished. 
1 quart—$5.00—will finish several hundred 
small articles. Try it—it pays. 

| Ask for free Circular D. W. F. 











J 


JEWELERS TECHNICAL ADVICE C° 
ISAM W. HOKE, Mor. co" Matra Neem 
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MESH BEAD 
BAGS — SILVERWARE —p 4c 


EXPERTLY REPAIRED AND REFINISHED LIKE NEW 


PRECISE ATTENTION TO EACH DETAIL OF 
REPAIR, SKILLFUL REPLACEMENT OF MISSING 
PARTS AND ORNAMENTS, AND EXACTING CARE 
IN HAND FINISHING, POLISHING AND PLATING 
ASSURES THE SUCCESSFUL HANDLING OF EACH 
JOB REGARDLESS OF SIZE, QUANTITY OR CON- 
DITION. YOUR SATISFACTION IS GUARANTEED. 
WE ARE EQUALLY WELL EQUIPPED TO DO YOUR 


PLATING 


GOLD—SILVER—-PLATINUM—CHROMIUM 


10 $. WABASH AVE. SWARTZ & Co. CHICAGO 





























H. ARNOLD & STEINWACHS 


48 Rue du Rhone 
GENEVA, (SWITZERLAND) 


Manufacturers of exclusive table-clocks, fine enameled 
toilet-sets, bonbon boxes, luxury-goods, etc. 








™Protection Ring Guard 

For thin rings get our num- 

ber 0. It is a new addition 

to our regular sizes. 

The Lien Safety Pin Clutch Co. 
20 W. 22nd St., New York pat. may 35, 1990 
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WW atchmakers Certified by the H. I. A. 


HE following is a list of certificates granted by the Examining Board of the 
Horological Institute of America on Nov. 5, 1929, at Washington, D. C.: 


Name 


Judson Bogue 


Leo Davidoff ..... 


Walter Haas 


eree 


re ..-e Bernard Bartikowsky 


ee 


CERTIFIED WATCHMAKERS 
Employed by 


Ye 
Prescott, Ariz. 


Address 


aE eR ae agg larsie ee Perry, Okla. 
ake Wilkes-Barre, Pa. 


Monterrey, N. L., Mex. 


William T. Hennessy....... Ce eee 


Lloyd A. Morrison 
ee ee 


Name 


William P. Bosch. 
Lewis Brown 
John C. Conlin... 


Pua ea ave © ee 
eeoee 20ttfredson & Nicoll........ 


Prescott, Ariz. 


eee eee seeee 


JUNIOR WATCHMAKERS 
Employed by 


Ivan Hunzelman ..........- 


Earl E. Jones..... 
R. Clayton Land. 
Gerard Laporte .. 
Harold G. Pfander 
Edward Puchaty . 


Charles M. Smith... 
Herbert L. Voegele 


Student at Bradley Inst..... 


Self 


Student at Bradley Inst..... 
Student at Bradley Inst..... 


Student at Bowman School.. 


Nevada, Iowa 


Pomona, Calif. 
Kenosha, Wis. 


Address 


Peoria, IIl. 


Los Angeles, Calif. 


Peoria, Ill. 
Peoria, IIl. 


SuStk eae Student at Bradley Inst..... Peoria, Ill. 
aban oe Student at Bowman School.. Lancaster, Pa. 
etree r t Student at Elgin School..... Elgin, II. 
Deas Student at Bradley Inst..... Peoria, IIl. 


Lancaster, Pa. 


eeereeeeee 


y ie Eee Pauls Valley, Okla. 
Student at Bradley Inst.....Galion, Ohio. 


Recent Gifts to the Hlorologial Lustttute 


T echnical Books, Watches, etc., Come from Various Sources 


NUMBER of gifts, including books 

and watches, have recently been 
made to the Horological Institute of 
America. With the desire of the Insti- 
tute to have in Washington the greatest 
collection of timing devices and horolog- 
ical literature in the world, it is believed 
that every jeweler and watchmaker 
should interest himself in this work. 
Some of the best collections have al- 
ready been given to institutions here and 
abroad, and many of them are so placed 
that they can have no particular educa- 
tional value. Some are in small towns 
where only a few people ever see them; 
some are in kinds of institutions that 
have no particular effect upon the de- 


velopment of horological science and 
practice. 
The value of such collections would 


be enhanced tenfold when in the posses- 
sion of an organization like the Horo- 
logical Institute of America, whose 
great purpose is to make _ horology 
something of real value to the nation. 
Many jewelers and watchmakers know 
people who have interesting pieces or 
collections that might easily be secured 
for the Institute, if they would take the 
trouble to make a suggestion. 


HE following are voluntary gifts to 

the Institute: 

A number of horological books from 
Mr. A. P. Maschmeyer, of Orrtanna, Pa. 
Mr. Maschmeyer came from Germany 
many years ago on the same steamer 
that brought Mergenthaler. He has 
been a noted clockmaker. 

A set of the Report of the Geneva 
Chronometer Tests beginning 1890 and 
including 1923, with only 1912 and 1914 
missing. There is also a report for the 
year 1872-3. This is a rare and valu- 
able record. The donor, Mr. Willett H. 
Cornwell, is a prominent Chicago attor- 
ney who knows more about a fine watch 
than most watchmakers do. He was a 
visitor to the Packard collection when it 
was exhibited in Chicago, and shows his 
appreciation of the Institute’s work by 
giving these important documents. 

Watch-parachute and compensation 
detached lever, by T. F. Cooper, Lon- 
don. Gift of Mr. Charles S. King, 
through G. C. Pauls, certified watch- 
maker, Washington, D. C. 

Nineteen watch movements by various 
makers, among them a Jules Jurgensen 
(Copenhagen), a William Pearce of 
Nottingham, a Joseph Johnson of Liver- 


pool and a William French of London. 
This is a gift of Mr. S. J. Rosenhein, 
Jr., of Los Angeles, who recently won 
the certificate of “Certified Watch- 
maker.” 

Secretary Paul Moore, Washington, 
D. C., will be glad to have information 
about all collections and individual in- 
teresting pieces. 








Brown Spots in Silver 


ILVER when annealed in an oxi- 

dizing flame will absorb a certain 
amount of oxygen which will produce a 
brown spot on the surface of the work. 
Obviously this surface must be entirely 
removed in order to get down to clean 
metal again. It is not always practical 
to do this on thin stock. The remedy, 
of course, is to be very careful in anneal- 
ing the surface. Of course if it is an- 
nealed in a muffle furnace this cannot 
happen. Your only recourse with finished 
work is to polish the goods enough with 
tripoli to remove this black stain and if 
the stock is not thick enough to stand 
such polishing there is nothing further 
that can be done. 
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United States Patents 
Issue of Nov. 12, 1929 
1,735,805. PROCESS OF PRODUCING 


WATCH PARTS. REINHARD STRAU- 
MANN, Waldenburg, Switzerland, as- 
signor to the Firm Thommens Uhrenfab- 
riken A. G., Waldenburg, Switzerland 
Filed Sept. 20, 1928, Ser. 307,285, and in 
Germany April 20, 1928. 3 Claims. 
The process of producing a compensating 
balance wheel for watches, clocks, counters 
and the like, comprising the steps of orient- 
ing the crystalline structure of the metal from 
which the wheel is formed, to such an extent 





that the balance wheel made therefrom de- 
forms unequally along two crossing axes 
upon occurrence of temperature changes, 
forming a balance wheel from the treated 
metal, and utilizing the unequal deformations 
in the finished wheel due to temperature 
changes together with the adjustment of com- 
pensating masses to correct compensation 
errors. 


1,735,060 WRIST-WATCH BOX. JOHN M. 
SHIELDS, Chicago, assignor to F. H. 
Noble & Co., Chicago. Filed July 12, 
1928 Ser. 292,047. 4 Claims. 

A container fot-wrist watches and like ar- 
ticles ineluding. a box body and a false 
bottom .structure therein including a _ false 
bottom member cut out along its central re- 
gion and an orificed fabric cover member pro- 
viding a strap receiving pocket, an orificed 
opening provided by said fabric member be- 
ing situated adjacent the outer end of the 





cut out opening of the false bottom member, 
whereby the wrist watch arranged in said 
box will rest upon the upper face of the 
fabric member opposite the cut out opening 
in the bottom member and will be cushioned 
thereby and the perforated section of the 
strap will be received within said pocket 
underneath said fabric member to constrain 
the watch against movement when handled 
or during shipment. 


1,735,061. DISPLAY PAD FOR JEWELRY 
BOXES AND THE LIKE AND 
METHOD OF FORMING THE SAME. 
JOHN M. SHIELDS, Chicago, assignor to 
F. H. Noble & Co., Chicago. Filed Aug. 
14, 1929. Ser. 385,848. 4 Claims. 

A display pad for jewelry boxes and the 
like comprising a body member, a central 


6 
Co nrerenes 
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ad > wy 
facing superposed on said body member, a 


border facing and a border frame member, 
the inner edges of the border facing being 
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interposed between said body member and 
said border frame member and the material 
of such border facing extending over the 


top of said border frame member around 
the outer edges of both said bord r frame 
member and said body member being ce- 


mented to the bottom face of said body 
member. 


DESIGNS 


79,879. WATCHCASE. 


Fort Thomas, Ky., assignor to The 








Wadsworth Watch Case Co., Dayton, Ky 


Filed Feb. 14, 1929. Ser. 30,047. Term 


of patent 14 years. 


79,916. CLOCK CASE, CHESTER R. GAINS, 


























Muscatine, Iowa. Filed June 18, 1929 
Ser. 31,748. Term of patent 7 years 


United States Trade-Marks 
Issue of Nov. 12, 1929 


The following trade-marks are published 
in compliance with Section 6 of the Act of 
Feb. 20, 1905, as amended March 2, 1907 
Notice of opposition must be filed within 380 
days of this publication. 

Marks applied for under the 10-year “pro- 
viso” are registrable under the provision 
in Clause (b) of Section 5 of said Act as 
amended Feb. 18, 1911. 

As provided by Section 14 of said Act a 
fee of $10 must accompany each notice of 
opposition. 


Ser, 289,010. GEMEX Co., Newark, N. J 
Filed Aug. 26, 1929. 


RANGER> 


For Watch Straps, Watch Attachments— 
Namely, Watch Chains, Fobs, and Charms; 
Neck Chains, Bracelets, Scarfpins, Finger 
tings, and Belt Buckles; Ear Ornaments 
and Hair Ornaments Made of or Plated with 
Precious Metal. 

Claims use since July 15, 1929. 


ARTHUR P. CONANT, 


November 21, 1929 
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Ser. 289,011 GEMEX Co., Newark, N. J. 


Filed Aug. 26, 1929. 


ALLEGRO 


For Watch Bracelets, Watch Straps, Watch 
Attachments—Namely, Fobs and Charms, 
Neck Chains, Watch ¢ ‘hains. Bracelets, Scarf- 
pins, Finger Rings, and Belt Buckles, and 
Ear and Hair Ornaments Made of or Plated 
with Precious Metal. 

Claims use since July 15, 1929. 


Ser. 289,588. LocKHART SALES CorP., Brooks- 
ville, Fla. Filed Sept. 10, 1929. 








(DENTOGRAM 


For Gold and Silver Plated Monograms 
Claims use since July 1, 1929. 


Trade-Mark Registrations Granted 
63,981 WATCHCASES. Star WatTcH 
CASE Co., Ludington, Mich. 
Filed July 25, 1929. Ser. 287,676. Pub- 
lished Sept. 1929. Class 27. 
263,733 MACHINERY AND TOOLS SUCH 
AS ARE USED BY JEWELERS, ETC., 
ALSO PARTS, SUPPLIES, AND CUTLERY. 
LINICK, GREEN & REED, INC., Chicago. 
Filed June 20, 1929. Ser. 285,867. Pub- 
lished Sept. 3, 1929. Class 23. 


263,730 CLOCKS AND WATCHES. 
WESTERN CLOCK Co., Peru, IIl. 
Filed June 24, 1929. Ser. 286,095. Pub- 


lished Sept. 38, 1929. Class 27. 








Philadelphia’s Oldest Credit Jeweler 
(Continued from page 43) 


to please the customer. They employ 
direct mail, personal correspondence, 
newspaper and other advertising. These 
methods plus effective window displays 
result in keeping the sales force con- 
tinually busy. 

An example of the high esteem that 
the firm enjoys was best illustrated on 
the occasion of the opening. At this 
time numerous floral offerings filled the 
store. Hundreds of telegrams of good 
wishes were received; a constant stream 
of visitors kept calling until late hours 
of the night to personally extend their 
good wishes. All agreed that Philadel- 
phia could well be proud of this newest 
addition to its shopping center. 
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Special Notices. 


Payable invariably in advance. 

Rates under all headings except “Situ- 
ations wanted” 5c. a word; minimum 
charge, $1.25. 

SITUATIONS WANTED 50c. for first 
25 words. Additional words, 5c a word. 

Heavy type, 10c. a word; minimum 
charge $2.50. 

Name, address, initials and abbrevia- 
tions count as words, and are charged for 
as part of the advertisement. 

Display cards, $7.50 per inch. 

If answers are to be forwarded, 15c. 
extra to cover postage must be enclosed. 

Advertising matter addressed to Classi- 
fied advertisers will not be delivered. 

Advertisers who are not subscribers 
should send 20c. if they desire a copy of 
the paper containing their advertisement. 

Special notice forms close Tuesday 4 P. M. 

Unless the advertiser instructs us to pub- 
lish his name and address, all answers will 
be directed care The Jewelers’ Circular. 

In answering ads, do not enclose original 
letters of recommendation, send duplicates. 

To avoid unnecessary correspondence 
kindly mention location in advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 











SALESMAN, ten years’ retail experience, 
able to speak French, desires steady posi- 
tion with first class firm; references. Ad- 
dress “‘A., 194,” care Jewelers’ Circular. 


WATCHMAKER, experienced on American 
and Swiss watches, wishes a position; ref- 
erences. Address “L. F.,’”’ 52 Elist Ave., 
Maspeth, L. IL. N. Y. 


SALESMAN, 22, three years’ experience with 
pearl and precious stone houses, desires 
permanent connection; A-1 references. Ad- 
dress “H., 182,” care Jewelers’ Circular. 


YOUNG MAN DESIRES POSITION with 
jewelry concern; has five years’ experience 
in this field; can furnish A-1 references. 
Address “C., 176,” care Jewelers’ Circular. 














THOROUGHLY experienced watchmaker 
would like to work evenings, or take work 
home. Address “F., 250," care Jewelers’ 
Circular. 





MANAGER OR WATCHMAKER, live wire, 
thoroughly familiar with every detail of 
the instalment business, desires connection 
with reliable organization. E. P. Brown, 
1903 Rusk Ave., Houston, Texas 











YOUNG LADY, BOOKKEEPER, thoroughly 
experienced, desires position with diamond 
or jewelry concern: can assume full re- 
sponsibility of office: best references. Ad- 
dress “C., 63,” care Jewelers’ Circular 








HIGH GRADE WATCHMAKER, Swiss or 
American; thoroughly experienced; good 
appearance and salesman; references; 
New York only. “Watchmaker,” 3 W. 
101st St., New York. 


WATCHMAKER, German, 22 years’ exper- 
ience on American and Swiss watches, 
wants steady position New York or Brook- 
lyn. Address “S., 99,” care Jewelers’ Cir- 
cular. 


FIRST CLASS WATCHMAKER, age 27, 
eight years’ experience, desires permanent 
position in West, first of year; salary $50 
week: best reference. Address “R., 97,” 

care Jewelers’ Circular. 











Situations Wanted. 


Under this heading, 50c. for first 25 
words, 5c. for each additional word; 
minimum charge, 50c. 











RETAIL SALESMAN seeks position. Ad- 
dress “A., 220,” care Jewelers’ Circular. 
STENOGRAPHERS, bookkeepers, _ typists, 


clerks furnished, no charge. Fulton Agency, 
93 Nassau St., Cort. 5051, New York. 











SALESMAN DESIRES CONNECTION with 
a watch house; experienced. Address “P., 
186,” care Jewelers’ Circular. 





AND SETTER, wishes position 
store; New York City preferred. 
189,” care Jewelers’ Circular. 


JEWBERLER 
in retail 
Address ‘“S., 





AN EXPERIENCED SALESMAN, young 
man, desires connection with a reliable 
retail concern in the Maiden Lane vicinity. 
Address “P., 2,” care Jewelers’ Circular. 








JEWELRY DESIGNER, ability to create, 
and also experienced in practical work, 
wants position with reliable firm. Ad- 
dress “A., 57,’’ care Jewelers’ Circular. 





FIRST CLASS modeler and designer for hol- 
lowware and flatware manufacturing, 20 
years’ experience, is open for a position. 
Address “‘L., 36,’ care Jewelers’ Circular. 





EXPERIENCED RETAIL SALESMAN seeks 
position with reliable concern in New 
York City. Address “V., 148,’’ care Jewel- 
ers’ Circular. 





HUB AND DIE CUTTER, thoroughly ex- 
perienced, artistic. and accurate, wax 
modeler, now open for a position. Ad- 
dress “L., 223,” care Jewelers’ Circular. 





SALESMAN, RETAIL, eight years’ experi- 
ence; firm retired;' best of reference; 
wishes permanent position. Harry Selig, 
264 Linden Boulevard, Brooklyn, N. Y 





FIRST CLASS JEWELER, age 31, expert 
mechanic on finest jewelry repairing and 


new work, open for position; go anywhere. 
Address “D., 214,” care Jewelers’ Circular. 








WATCHMAKER, plain engraver and jewel- 
er, age 30, now employed in first class 
store, would like to locate in West, January 
Ist to 15th; best reference. Address “P., 
96,” care Jewelers’ Circular. 





WATCHMAKER, 29 years of age, single; 
have had nine years’ bench experience; 
salary $40 per week; can give references; 
Oregon, Idaho or Montana preferred. Ad- 
dress “Y., 110,” care Jewelers’ Circular. 





EXPERIENCED EXECUTIVE with thor- 
ough knowledge of the instalment jewelry 








business, seeks position as manager with 
reputable outfit. Address “S., 146,’’ care 
Jewelers’ Circular. 

YOUNG LADY, bookkeeper and stenogra- 
pher, thoroughly experienced in all detail 
work, capable taking complete charge; 
best references. Address “R., 144,” care 
Jewelers’ Circular. 

WATCHMAKER, 18 years’ experience, 35, 
married; fast, accurate, capable of re- 


pairing railroad and wrist watches; sober, 
reliable; permanent only. ‘“‘Watchmaker,” 
406 West Broad St., Savannah, Ga. 





FIRST CLASS watchmaker, jeweler and en- 
graver, wishes position with first class 
house in New York City or surroundings; 
best references. M. Raff, 171 No. Main 
St., Spring Valley, N. Y. 





YOUNG MAN, RETAIL SALESMAN, ex- 
perienced waiting on trade of the better 
class, seeks connection with reputable con- 
cern in New York City. Address “J., 221,” 
care Jewelers’ Circular. 





SALESMAN, 15 years’ covering South and 
Middle West, both large and small towns; 
experienced both silver and jewelry; open 
January ist; reside in territory. Address 
“N., 227,” care Jewelers’ Circular. 





POLISHER AND COLORER, wants steady 


work; make and maintain all solutions; 
years of experience; will go anywhere; 
references. Address “Y., 204,” care Jewel- 


ers’ Circular. 





JOBBING JEWELER, first class on repair- 
ing and some new work, also competent on 
all kinds of clocks, wishes position in re- 

tail store. Address “Z., 206,” care Jewel- 

ers’ Circular. 


| 





EXPERIENCE as en 
graver and die cutter, also experienced 
with Deckel die cutting machines, wishe 
to make change January Ist. Address “W 
197,” care Jewelers’ Circular. 


TWENTY YEARS’ 





WATCHMAKER, front store man, tak 
charge bench, make estimates; A-1l repair 
man on Swiss and American watches; ref 
erences from employers and bank. Address 
“E., 178,” care Jewelers’ Circular. 


IWXPERIENCED SALESMAN, watches, 
clocks, jewelry, also repairs; come on short 
notice; references; middle aged, married: 
$45 week. ‘““‘Watchmaker,”’ care Payne, 904 
Lafayette St., Bridgeport, Conn. 








SALESMAN, extensive following, large and 
small towns, Middle West, South and 
Pacific Coast, desires connection; highest 


references. Address ‘“Z., 240,’ care Jewel 


ers’ Circular. 





WATCHMAKER, first class, mechanic, 38, 
all grades and sizes, open for permanent 
position; good references; New York o01 
surroundings. Address “B., 246,” care 
Jewelers’ Circular. 


WATCHMAKER, A-1 





mechanic, capable of 
estimating and taking in work, also act a 
salesman; reference; South or Southeas 
preferred. Address “Y., 239, care Jewel 
ers’ Circular. 





IX PERIENCED 
to connect with 


YOUNG MAN, 21, desires 
diamond importers, wit 
opportunity for advancement; can furnis! 
best of references. Address “C., 242,’ 
care Jewelers’ Circular. 

YOUNG MAN, six years’ experience as 

junior salesman, special order and repair 

clerk, desires position with responsibl 
house; finest of references. Address “‘A., 











256,” care Jewelers’ Circular. 

A-1 JEWELRY TOOLMAKER, eight years’ 
experience, wishes to make connections 
with reliable house; reference, former 
Providence man. Address “‘C., 243,” care 
Jewelers’ Circular. 

LADY, reliable, will take care of office in 


exchange for display space for silverware ; 
capable saleswoman, experienced waiting 
on trade. Address ‘‘A., 254,” care Jewelers’ 
Circular, 





YOUNG MAN, 24, several years’ experience 
in wholesale and retail jewelry line, de- 
sires position with reputable concern in 
Detroit or vicinity. Address ‘“W., 236,” 
care Jewelers’ Circular. 





BOOKKEEPER, STENOGRAPHER, young 
lady, seven years full charge diamond, 
platinum, jewelry office, wishes similar 
position ; former firm out of business. Ad- 
dress “S., 232,” care Jewelers’ Circular. 











YOUNG LADY, thorough bookkeeper, sten- 
ographer, many years’ experience, capable 
executive for any branch of jewelry busi- 
ness; full charge desired. Address “R., 

care Jewelers’ Circular. 


PROGRESSIVE YOUNG MAN, 21, good 
appearance, with jewelry experience, de- 
sires to make change; credit jewelry house 
preferred; A-1 references furnished. Ad- 
dress “A., 241,” care Jewelers’ Circular. 


999 
200, 








YOUNG MAN, 21, four years’ experience in 
precious stone line, with two years’ selling 
experience; knowledge of office routine: 
best of references. Address ‘“G., 260,” 
care Jewelers’ Circular. 


YOUNG LADY, attractive and refined ap- 
pearance, five years’ experience as sales- 
lady in showroom, desires similar position ;: 
highest references. Address “E., 244,” 
care Jewelers’ Circular. 








BOOKKEEPER, SECRETARY, stenographer, 
thoroughly experienced, desires position 
with diamond importers; can take com- 
plete charge stock and records; best ref- 
erences. Address “K., 4140,” care Jewel- 
ers’ Circular. 





YOUNG LADY, trustworthy, capable, 
thorough knowledge diamond importing 
business, desires position with reliable 
jewelry concern as bookkeeper, stenog- 
rapher; best references. Address “Z., 18,” 
care Jewelers’ Circular. 





YOUNG WOMAN experienced in trade seeks 
position of trust and responsibility ; man- 
agement, waiting on trade, bookkeeping, 
correspondence, stenography; highest ref- 
erences. Address “S., 4118,’’ care Jewelers’ 

Circular. 
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SITUATIONS WANTED—Continued 








ENGRAVER, LADY, 20 years’ experience, 
thorough knowledge jewelry business, ac- 
curate, dependable, desires position with 
reliable concern, New York City. Address 
529 Bible House, Astor Place, New York 





City. Stuyvesant 4871. 
PRODUCTION EXECUTIVE and designer; 


progressive man of unusual qualifications 
is available to take full charge of produc- 
tion: at present responsible for factory and 
sales of leading jewelry manufacturer. 
Address “H., 218,” care Jewelers’ Circular. 





YOUNG MAN, age 21, three and one-half 
years’ shipping experience in large jewelry 
and watch house, wishes position with 
opportunity for advancement; best refer- 
ences. Address “‘S., 193,” care Jewelers’ 
Circular. 





ALL ROUND MAN desires position with re- 
liable firm; have 13 years’ experience and 
can turn out the work; can do watch 
work, engraving, jewelry work and stone 
setting; best of references. Address “Q., 
187,’ care Jewelers’ Circular. 


JEWELER, 
production ; 





general, rings, hand; quantity 

some clock-watch work; drop 
press; foreman, salesman; references; 20 
years Newark firms; German-American 
widower. John Thalheimer, 73 Delmar 
Place, Irvington, New Jersey. 


WATCH CONCERN CONNECTION wanted ; 
young man, five years’ experience with na- 
tional advertising concern handling a line 
of Swiss watches; second name is work; 
salary secondary to connection. Address 
“D., 177,” care Jewelers’ Circular. 


JEWELER, English, 38, all around in 
platinum and gold special order work; 
rings, brooches, fine repairs, finishing, odd 











mounting, job setting, desires position; 
South preferred. Quin, 3405 Broadway, 
New York. 

YOUNG MAN, 23, desires connection with 
watch importer, or wholesale jewelry con- 
cern; thoroughly acquainted with office 
detail; personality, appearance; refer- 
ences Address “C., 248,” care Jewelers’ 


Circular. 


YOUNG LADY, STENOGRAPHER, desires 
position in similar capacity; knowledge of 








office routine and secretarial work; sev- 
eral years’ experience; can furnish best 
references Address “H., 261,” care 
Jewelers’ Circular. 

YOUNG MAN, 18, high school education, 
two years’ experience with wholesale 
jewelry concern, presently employed, ex- 
perienced in shipping, desires position 
with chance of advancement. Address 
“E., 249,” care Jewelers’ Circular. 





PROPOSITION ; 
stone rings; 
retailers, New 
Pennsyl- 
Address 


SALESMAN DESIRES 
gold jewelry, ladies’-gents’ 
department stores, jobbers, 
York City, State, New Jersey, 
vania, Connecticut; drawing. 
“V., 235,” care Jewelers’ Circular. 


BOOKKEEPER, STENOGRAPHER, | thor- 
oughly experienced and competent: two 
years with importers of watch movements; 
capable of taking full charge: highly 
recommended Address “H., 264,” care 
Jewelers’ Circular. 





experienced watches, 


YOUNG MAN, 24, 
jewelry, silverware, 
stock, order filler, 
ceiving, shipping, 
reference; personality, 
scientious worker. Address 
care Jewelers’ Circular. 


take charge of 
salesman, re- 
department ; 
con- 
247,” 


can 
counter 

repair 

appearance ; 
“D., 





WATCHMAKER AND SALESMAN, § ten 
years’ experience in charge of repair de- 
partment and floor; experience selling in 
first class stores; pleasing personality and 
appearance; capable workman; excellent 
references. Address “X., 237,” care Jewel- 

ers’ Circular. 


SALESMAN, established many years with 
all best trade in South and Texas, looking 
to make change; will consider one large 
reliable manufacturer only; rings, mount- 
ings, diamond goods; drawing account 
and expenses: best possible credentials. 
Address “T., 234,” care Jewelers’ Circular. 








FOREMAN, DESIGNER, platinumsmith, 
diamond setter and special order salesman, 
desires responsible executive position with 
retail store having a high class clientele 





and modern shop; efficient production 
methods; excellent references; January ; 
$100 per week. Address “A., 4162,” care 
Jewelers’ Circular. 

YOUNG MAN, eight years’ experience as 
assistant manager, salesman with Swiss 
watch importer, thoroughly conversant 
with office routine, picking and following 


up orders, supervision of watchmakers, 
and knows materials; honest and conscien- 
tious worker; best of references. Address 
“B., 116,” care Jewelers’ Circular. 





EXECUTIVE AND SALESMAN, 46, twenty- 
five years’ retail jewelry store experience, 
invites offers; can take complete charge 
of store or department; expert knowledge 
of mechanical end of the jewelry business ; 
only interested in a proposition with good 
future; can start on very short notice. 
Address “L., 155,” care Jewelers’ Circular. 





JEWELER, ENGRAVER and stone setter, 
wants permanent position in retail store, 


South, now or January ist; 25 years’ ex- 
perience; married; steady and reliable; 
first class workman; best references; em- 





YOUNG LADY, thoroughly experienced, 35 
years of age, desires permanent position 
buying and selling or managing silver de- 
partment in large jewelry store, or general 
merchandise assistant to manager of 
store; any city or town east of Rockies; 
personality; excellent references; imme- 
diately or first of year; reply at once. Ad- 
dress “Circular, 184,” 1104 Heyworth Bldg,, 
Chicago. 

TRAVELING 
1930; have 
large acquaintance 





SALESMAN available 

well established clientele and 

: in Middle West; ex- 
perience covers six years’ selling general 
jobbing jewelry line; and the past six 
years selling nationally advertised watch 
line; desires connection with reliable man- 
ufacturer or jobber; commission and 
drawing account. Address “R., 188,” care 
Jewelers’ Circular. 

CAPABLE MAN of 40, wishes to manage 
or take charge of jewelry store during 
the holiday season; don’t want a_ per- 
manent position; have owned a suc- 
cessful store for myself for 20 years; 
good salesman; honest and reliable; 
don’t know the instalment jewelry busi- 
ness; write immediately. Frank T. 
McKee, 1124 N. Sherman St., Danville, 
Ill. 


for 











SALESMAN; during my past and present 
position as production superintendent and 
sales-executive with some of the best 
jewelry manufacturers, I had occasion to 
go out and work up certain territories: 
these successful sales experiences proved 


to me that my good future is in the outside 
sales field rather than the inside produc- 


tion end; I am looking for a permanent 
connection with a reputable jewelry firm 
that can employ a salesman of fine char- 


acter, personality and pleasant appearance, 
with best of references as to integrity and 
ability; West coast representation § pre- 
ferred. Address “G., 217,” care Jewelers’ 
Circular. 








Lines Wanted. 


ployer retiring; give full particulars in 
reply. Address “P., 230,” care Jewelers’ Se. a word; minimum charge, $1.25 
Circular. 








SALESMEN, of proven ability, extensive 
following, 18 years’ experience, loose 
diamonds and diamond bunch rings, 
available January Ist; only A-1 estab- 
lished concerns need reply. Address 
“A, B. C., 228,” care Jewelers’ Circular. 


BOOKKEEPER, SECRETARY, 
rapher; young. lady thoroughly experi- 
enced, capable full charge; double entry, 
controls, trial balances; reconciliations, 
financial reports, statements; profit and 
loss, notes, drafts, codes, payroll, import- 
export; advertising experience. Address 
“B., 263,” care Jewelers’ Circular. 


‘TRAVELING SALESMAN with experience 
in watches, diamonds, platinum and white 
gold ring mountings, rings and regular 
jewelry lines, now ready to make new con- 
nection for Southern territory; only first 
class lines and manufacturers of good 
reputation need apply; good reference fur- 
nished. Address “T., 195,” care Jewelers’ 
Circular. 





stenog- 





n 


— 








SERVICES of first class watchmaker; open 
for position January 1st: fifty years of 
age, 33 years in the business: can take 
charge repair department: ffirst class 
stores only considered. Address ‘‘Watch- 
maker, 238,” care Jewelers’ Circular. 

SALESMAN, traveling South and all of 
West, considering change January 1 for 


strong line of reputable platinum manu- 





facturer; clientele of best accounts and 
leading instalment operators. calling on 
them over twenty years. Address “C., 
4168,” care Jewelers’ Circular. 
A HIGH TYPE of Christian salesman, 
executive, thoroughly experienced and 


strongly established in all territories, avail- 
able January Ist; wants highly rated man- 
ufacturers line catering to best class of 





retailers: no side lines. Address “F., 215,” 
eare Jewelers’ Circular. 
A HIGH CLASS retail jewelry salesman 


wishes a position for December in Ohio, 
Michigan or Illinois, or would consider a 
winter season place in the South as watch- 
maker, engraver and salesman; best of 
references: ready to go December 4th. 
Address ‘“O., 185,” care Jewelers’ Circular. 





INSTALMENT MANAGER, 15 years’ ex- 
perience, checking credits, advertising, 
window trimming, salesman, buyer; 
married; unquestionable references. 
Address “C., 210,” care Jewelers’ Cir- 


cular. 


MAN OF PLEASANT CHARACTER and 
keen salesmanship, many years of experi- 
ence in the watch trade, desires to affiliate 
with large concern as watch salesman, 
estimator on repairs and the fixing of 
prices; chances for opportunities; would 
also consider management of medium sized 
stores; best references as to character and 
ability. Address “P., 4216,” care Jewelers’ 
Circular, 


RETAIL MANAGER, SALESMAN, 46, de- 
sires to make connection with reliable firm, 
preferably large chain store outfit; know 
the business thoroughly, the mechanical as 
well as the business end of it; will con- 
sider a good proposition in any part of 
the country; will furnish highest refer- 
ences as to integrity and ability; am ready 
to assume duties on one day notice. Ad- 
dress “S., 154,” care Jewelers’ Circular. 











PACIFIC COAST REPRESENTATIVE 
wants side lines on commission basis; 
best of references regarding character and 
proven ability. Address “T., 7,” care 
Jewelers’ Circular. 


SALESMAN, selling jobbing trade, East and 
Middle West, nine years, desires exclusive 
connection with reputable manufacturer 
catering to above trade. Address “V., 212,” 
care Jewelers’ Circular. 


MANUFACTURERS’ REPRESENTATIVE, 
seven years in South and Southeast terri- 
tory, calling on retail trade, desires high 
class line for this territory: commission 
basis. Address “Circular, 183,’ 1104 Hey- 
worth Bldg., Chicago. 














WEDDING RING, also ring mounting line, 


platinum and white gold, for the whole- 
sale trade in New York and surroundings, 
by experienced salesman who can produce 
results. Address ‘“‘A., 262,” care Jewelers’ 
Circular. 

RESIDENT OF CINCINNATI, with sub- 
stantial retail following within 200 
miles of this territory through Ohio, 
Indiana, Kentucky, desires connection 
with reliable firm; straight commis- 
sion; references. Address “T., 191,” 
eare Jewelers’ Circular. 








SALESMAN, a real business creator with 
an established clientele of five hundred 
jewelers, department store and jobbing 
accounts, on Pacific Coast, will be East 


December first, to take on lines of popular 
priced sterling silver rings, mountings, 
compacts, leather goods, costume jewelry, 
watches, etc.; on commission basis only. 
Address “P., 142,” care Jewelers’ Circular. 


SALESMAN with producing ability, main- 
taining Los Angeles headquarters, hav- 
ing large following on Pacific Coast, 
seeking ring and mounting line suit- 
able for instalment and jewelry stores ; 
commission basis; only well rated con- 
cerns will be considered. Address “S., 
6,” care Jewelers’ Circular. 
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Special Notices. 


(Continued from page 97) 


Side Lines. 


5e. a word; minimum charge, $1.25 








WANTED, SALESMAN 
jewelers to represent a 
compacts and novelties: commission basis: 
state territory, references and experience. 
Address “‘O., 38,” care Jewelers’ Circular. 


calling on _ retail 
manufacturer of 





ALL TERRITORIES OPEN; also Metropoli- 
tan; 10% plus bonus; no advances; no 
drawings; references investigated; real 
amber beautiful goods; little competition. 
Address “‘O., 229,” care Jewelers’ Circular. 


MANUFACTURER of new’ improved 
liquid silver polish wants high class 
salesman in Southern territory to carry 
it as side line and introduce to jobbers, 
department stores and retailers; prod- 
uct is trade-marked, and company re- 
sponsible; interesting proposition and 
liberal straight commission; in reply 
state cities covered and lines now 
carried. Address “B., 172,” care Jewel- 
ers’ Circular. 











Help Wanted. 


5c. a word; minimum charge, $1.25 








ENGRAVER, good man, on ornamental and 
lettering: salary, $45 to $50; steady work 
Address “M., 225,” care Jewelers’ Circular. 





SALESMAN, steady, credit jewelry store ex 
perience. Metro-Sacks Co., 43 West 125th 
St., New York. 





SALESMAN with some experience in repair 
ing T. C. Bothman, 225 Broad St., Eliza- 
beth, N. J. 

YOUNG LADY experienced in retail jewelry 

must furnish references ee Mo 


store 
Bothman, 225 Broad St., Elizabeth, N. J 








SALESMEN WANTED for retail store; can 





use three or four good men. Apply Bond 
Jewelry Store, 58 E. 14th St., New York 

SALESMAN live wire retail] salesman, for 
the holidays: one with instalment experi- 
ence preferred. Baer, 6 Maiden Lane, or 
503 Fifth Ave., 


New York 








WATCHMAKERS, if you are looking for a 
position, please write to Henry Paulson & 
Company, 37 S. Wabash Avenue, Chicago, 
Illinois. 


JEWELRY REPAIRMAN experienced _ in 
marcasite and sterling work; permanent 
position W. Reichert & Co., 15 W. 37th 
St., New York 


WATCHMAKER. at once; nenily posi- 
tion. Max A. Kohen, Inc., 5809 Sixth 
Ave., Kenosha, Wis. 


JEWELER, good on repairs and_ special 
order; permanent position: references and 
salary expected first letter. Address 
Southern Manufacturing Jewelers, 402 
Liberty Bank Bldg., Savannah, Ga. 

















WANTED AT ONCE, good all round jeweler 


and diamond setter for repairs and some 
new work: all year round job; 44 hour 
week; state salary, age and _ reference. 


Allied Jewelers, Inc., Atlanta, Ga. 





WANTED AT ONCE, experienced watch- 
maker, for first class store; steady posi- 
tion; send references and state salary ex- 
pected. Address D. Fortin, 57 Main St., 
Waterville, Maine. 


WATCHMAKER, knowledge of plain en- 
graving; permanent position, immedi- 
ate; send reference. R. C. Green’s 


Son, Pottsville, Pa. 


WATCHMAKER, experienced, at once for 
front of store; steady position; salary $50; 
splendid opportunity for right man; refer- 
ences M. M. Munn & Co., Saranac Lake, 
NWN: TY. 








EXPERIENCED jeweler and engraver; one 
capable of diamond setting; give full par- 
ticulars; reference, salary expected; im- 
mediate position. J. M. Clawson, Potts- 
ville, Pa. 


WANTED AT ONCE, experienced watch- 
maker, jeweler, engraver; permanent posi 
tion to the right man; state age, salary 
expected. Hill’s Jewel Box, 952 Broad St., 
Augusta, Ga. 


SALESMAN WANTED for high grade electri 


clocks; salary and commission; only man 
well acquainted with trade need apply 
New 


Landis & Gyr, Inc., 104 Fifth Ave 
York, N. Y. 

SALESMAN; CARTER, GOUGH & CO. have 
opening for salesman who is familiar with 
the Middle West territorv: apply in writing 
stating previous experience. Park & Mul 
berry Sts., Newark, N 

WATCHMAKER, to work at bench and take 
in repairs in Newark, N. J., jewelry store; 
write giving full particulars concerning ex- 
perience and salarv expected. Address “A., 
170.’ care Jewelers’ Circular. 

INSTALMENT JEWELRY STORE in Brook 
lyn, requires the services of a young man, 
credit selling preferred though not essen- 














tial; this is a good opportunity for the 
right man; answer giving experience had 
and references. Address 4 201,” care 


Jewelers’ Circular. 


SALESMAN WANTED FOR 1930 to cover 
Florida, Georgia, Alabama, Mississippi and 
Louisiana, to sell manufacturer’s line of 
mountings, diamond mounted jewelry and 
emblems; in reply state age, experience 








and references; all communications con- 
fidential. Address The Dorst Company, 
2100 Reading Rd., Cincinnati, Ohio. 
WANTED, combination watchmaker and 
optician; licensed in Kentucky, or West 
Virginia; must be young man: have all 


necessary ontical equipment: state referen- 
ces and salary expected; a splendid op- 
portunity for the right man; permanent 
position and liberal bonuses. L. E. Hertz, 
610 Hamilton Street, Allentown, Pa. 


WANTED AT ONCE, experienced watch- 
maker, jeweler, engraver; must have 
good references; permanent position ; 
state age, salary expected; in Pitts- 
burgh, Pa. Address “N., 136,” care 


Jewe'ers’ Circular. 


WANTED, WATCHMAKER; permanent po 
sition to right man; must give references 
we obtain highest prices and have abun 
dance of work all the time; conditions in 
shop favorable; fine light and air; 60-40% 
basis of pay: we supply all materials 
Julius C. Walk & Son, Inc., Indianapolis 
Ind. 


WANTED: first class watchmaker and job 
bing jeweler, capable of taking in and de 
livering repairs; must be of pleasant per 
sonality, and come well recommended ; pe! 
manent position in South: send reference 
and state salary expected in first letter 
Address “B.C., 171,” care Jewelers’ Cir 
cular. 


WANTED AT ONCE, jewelry and silver- 
ware letter engravers; both permanent 
and temporary employment offered 
with attractive salary. Address Mont- 
gomery, Ward & Co., Albany, N. Y. 


15 COUNTER SALESMEN; salesgirls ; 
saleswomen; one billing clerk; four wide 
awake young girls for order department: 
four errand boys; two order fillers; 
November 25 to Christmas, as extras; good 
references ; snappy wide awake employees 
wanted; some part time; Charles L. Trout 
Co., wholesale jewelers, 2nd floor, 170 
Broadway, New York City. 


WANTED AT ONCE, experienced, first class 


























watchmaker and jeweler for first class 
store; steady position: must be good on 
watches; prefer combination man; give 


age, references, also kodak picture in first 
letter; salary or commission; must report 
for work at once; ideal working cond 
tions, city and climate; personal interview 
would be better. W. H. Hawkins & So! 
Hendersonville, N. C. 





WANTED, experienced jewelry box sales- 
men, with good following, with the 
most popular line of domestic and 
foreign jewelry boxes on the American 
market; a wonderful opportunity for 
the right men. Electric City Box Co., 


202 Oak St.. Buffaio. N. Y. 





JUNIOR SALESMAN: we have need of a 
junior salesman to sell our line of nation- 
ally advertised silverware to retail jewelers 
in the Middle West; previous silverware 
experience not necessary; what we want is 
young man who ean sell working under 
and with a senior salesman; in answering 
give complete information. Address “B., 
209,” care Jewelers’ Circular, 





SALESMAN, Greater New York territory, 
acquainted with retail jewelers and de- 
partment stores, to represent promi- 
nent manufacturing jeweler and silver- 
smith; only capable, high class man 
considered; give full particulars re- 
garding age, experience, ete.; com- 
munications confidential. Address “N., 
183,” care Jewelers’ Circular. 





WANTED, silverware’ representatives for 
Pacific coast and the Southern territory, on 
straight commission basis; old _ reliable 
manufacturers of popular priced lines of 
silver plated hollow and pewter ware and 
electric novelties are open for successful 
representatives to represent them through- 
out the Pacific coast and the Southern ter- 
ritory: men with following and catering 
to department and jewelry stores will be 
considered. Address “V., 196,” care Jewel- 
ers’ Circular. 





-XCELLENT OPPORTUNITY;  perma- 
nent position for live wire retail sales- 
man, where brains and efforts will be 
appreciated. The Savitt Company, 107 
Church St., New Haven, Conn. One of 
New Haven’s most progressive and 
finest stores. , 





SALES MANAGER; a well known manu- 


facturer of medium and high grade 
plated hollowware is in the market for 
a high class man who thoroughly knows 
the plated hollowware game; must 
have an acquaintance with the jewelry 
and department store buyers, particu- 
larly in the central Middle West; on 
salary, with bonus on increased sales; 
for January Ist; all answers held 
strictly confidential. Address “F., 68,” 
eare Jewelers’ Circular. 





SILVERWARE SALESMAN; we are in need 


of a senior salesman to cover the Middle 
West contacting both wholesalers and de- 


partment stores with our nationally adver- 
tised line, one of the best known on the 
market; previous silverware experience not 
absolutely essential; a good salesman is 
most desired; please give complete infor- 
mation Address ‘“‘A., 208,” care Jewelers’ 
Circular, 





SILVERWARE SALESMAN; we are de- 


sirous of obtaining the services of a 
high class and capable salesman for 
an established line of high grade plated 
hollowware in the Middle and Central 
West; must know plated hollowware 
and have covered the above territory 
for at least the last five years; must be 
able to show volume of sales for the 
two years previous; on salary and ex- 
penses, or commission and drawing 
account; do not answer if you have not 
the above qualifications. Mulholland 
Silver Co., Aurora, Illinois. 


$ 
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Stores, Stocks and Businesses 
5c. a word; minimum charge, $1.25 








THE BEST JEWELRY STORE in Texas; 
$20,000 cash; invoices about $40,000. 
Address “M.,- 85,” care Jewelers’ Circular. 


JEWELRY STORE, plenty of re- 
pairs; yood opportunity for a watchmaker ; 
very reasonable price. Address Gleicer, 
101 West 45th St., New York. 


JEWELRY SHOP FOR SALE; completely 
equipped, including drop hammer for man- 
ufacture gold or platinum; cheap rent. 
Room 706, 36 West 47th St., New York. 
Telephone Bryant 1339. 





SMALL 








FOR SALE, a well established jewelry and 
optical business, located in a city of 9000, 
in Augusta County, Virginia ; monthly pay- 
rolls amount to $10,000: city is backed by 
a very rich county; ideal climate, water, 
etc.; stock and fixtures inventory about 
$4,000; if sold at once will take 50 cents on 
the dollar; don’t pass this up if you are 
interested in making money in the jewelry 
business; no brokers. Address “K., 222,’ 
care Jewelers’ Circular. 








For Dale. 


Tools, Equipments, Merchandise 
5c. a word; minimum charge, $1.25 








WATCHMAKER’S BENCH AND TOOLS. 








Zoom 1112, 145 West 45th St., New York. 
Bryant 7333. 

SAFES, new and used, cheap. Acme, 44 
West 29th St., New York. Lacka- 
wanna 3305. 

JEWELERS SIX-FOOT SAFE with large 


burglar-proof vault and drawers; also one 
small burglar-proof house safe; will sacri- 
fice. J. Friedman, 18 North Moore St., 
New York. Canal 5962. 





WATCHMAKERS ATTENTION! Secret for- 


mula, how to make the most wonderful 
French watch cleaning solution, sent for 
only $1; brings back that new bright fac- 
tory finish; guaranteed not to rust; pin a 
dollar to this ad and send for it today. 
Address Moreau Jewelry Shop, Houston, 
Texas. 








Business Opportunities. 


5e. a word; minimum charge, $1.25 








@VERY EFFORT is made by The Jewelers’ 
Circular to keep its advertising columns 
clean. Advertisers under Business Onppor- 
tunities, etc., must furnish trade references. 
Announcements must pass the strict censor- 
ship requirements of the Jewelers’ Circular. 








MR. JEWELER, do you want cash for your 
stocks and fixtures. Write or wire, J. A. 
oon 415 Swetland Building, Cleveland, 

oO. 





HIGHEST CASH PRICES PAID for dia- | 


mond and diamond jewelry; bank ref- 
erences given. I. Efrus, Inc., 12 John 
St., New York. 


DO YOU WANT CASH for any part of your 
stock or stock and fixtures? Write or wire 
S. Siegel & Co., Keith Theater Bldg., Cin- 
cinnati, Ohio. 


ALWAYS PAID HIGHEST CASH PRICE 
for complete jewelry stocks and fix- 
tures. Sell out to old reliable Joseph 
M. Gordon, Room 603 Province Bldg., 
Boston, Mass. 











DON’T SELL your stock and fixtures until 
you see us; 
own expense; 
B. Wolff & Co., 


we come to see you at our 
we will pay you more. 
156 E. 42nd St., New York. 





| 
| 








I HAVE PAID the highest cash price for 
jewelry stores for 40 years; I am a 
positive buyer if you really want to 
sell. Isaac Rich, Room 516, 387 
Washington St., Boston, Mass. 


HIGHEST CASH PRICES PAID for your 
surplus stock of diamonds, watches and 
jewelry; send your stock to me and 
receive money by return mail: national 
bank references; all business strictly con- 
fidential. Emil Noel, 29 E. Madison St., 
Chicago, Ill. 


WILL PAY SPOT CASH for your entire 
stock or part of it; our immense retail 
jewelry business places us in a posi- 
tion to pay you more than anybody; 
check by return mail; best bank ref- 
erences; business confidential. M. 
Bennett & Co., 59 E. Madison St., 
Chicago, Ill. 


ARE YOU GOING OUT OF BUSINESS? We 
pay highest cash value for entire stock or 
part of jewelry, diamonds and fixtures; 
communicate with us, it will be to your 
advantage: rating and references of the 
highest order. Van Praag & Co., 653 
Broadway. New York, established 1889. 











WE PAY MORE; before selling your 
jewelry stock or fixtures, see us; small 
or large stock; we will see you per- 
sonally at our own expense and give 
you a bona fide cash offer; (or send 
surplus stock and get cash by return 
mail); best references. Colmes Broth- 
ers, 11 Beacon St., Boston, Mass. 











GUARANTEED WATCH REPAIRING; only 
genuine materials used; experienced on 
railroad work: no trash wanted. Ss. G. 
Ely, 120 West Hollingsworth St., Lakeland, 
Fla. 





QUALITY-SERVICE railroadtand bracelet 
watch repairing; 35 years as watchmaker 
and factory foreman and formerly head 
instructor of watchmaking for the College 
of the City of New York. Wm. Bold, 551 
W. 152nd St., New York City. 


ALL MAKES electric clocks, self winding 
or battery, repaired; work guaranteed 
for twelve months; batteries for all 
makes electric clocks carried in stock; 
no work called for or delivered. Electro 
Magnetic Clock Corp., 580 Fifth Ave., 
New York City. Phone Bryant 6576. 


Special Order Mork and 
Repairs for the Trade. 


5c. a word; minimum charge, $1.25 

















GUN REPAIR WORK for the trade; expert 
shotgun, rifle, revolver and automatic pistol 
repair work: send for wholesale gun and 
ammunition catalogue. A. F. Stoeger, Inc., 
509 Fifth Ave., New York. 


To Let. 


5c. a word; minimum charge, $1.25 














TO LET, small light office suitable for bench 
work. Address Room 1404, 64 West 48th 
St., New York. 











FINANCIALLY strong jewelry chain store | PART OF FURNISHED OFFICE to let," 
organization, desiring to open one or a ~aneeahid: 146 Yeenieesw Mee *teen 
chain of stores in San Francisco and on a qd se “a 181 Be kes, + os ee An . 
the Pacific Coast; wire or write (airmail) Address —G., 1o1,_ care Jewelers Circular. 
St. Germain & Murley, attention Mr. | EXCELLENT LOCATION for jeweler and 
Magener, 145 Sutter St.. San Francisco, optician near busy corner of 9th Street 
Cal.; fine location and the services of an and 5th Avenue, Brooklyn, N. Y. Schroeder 
experienced manager are available at once. Bros., 295 9th St.. Brooklyn, N. Y. 

WILL SUBLET PART OF OFFICE, fur- 


ARE YOU IN NEED OF MONEY? We 
will pay you highest market price for 
your entire stock or part; check sent 
by return mail; will hold merchandise 
for your approval; reference: First 
National Bank of Chicago; business 
strictly confidential; give us a trial on 
old gold and silver; established 1900. 
Emanuel Maltz Co., 1005 Maller: 
Bldg., Chicago, III. 





MORE 
Then sell 


WANT TO REALIZE fo! 
your entire stock and fixtures? 
out completely to us, get your cash and 
retire; it is the only logical way: you can 
profit from our many vears’ experience 
in the jewelry market by receiving our 
appraisement quickly and accurately; all 
correspondence kept in strictest confidence ;: 


DO YOU 


ship your dead or surplus stock to us, 
express collect and realize the cash by | 
return mail; remember that you are under 
no obligation to keep the check if it is 
not satisfactory; but others have been 
satisfied, so no doubt you will be too; 
bank and trade references furnished upon 
request; wire or write today to have our 
representative call on you, or send in that 
surplus goods and receive your. cash. 
Gordon Bros., 333 Washington St., Boston, 
Mass, 








Wanted to Purchase. 


5c. a word; minimum posited $1.25 








WANTED TO BUY a jewelry store in Texas 
for cash. J. H. Spandau, 322 E. Houston 
St., San Antonio, Texas. 








Watch Work for the Trade. 


5c. a word; minimum charge, $1.25 








AWARDED A MEDAL for watchmaking and 
repairing in London, England, first-class 
watchmaker is able to handle extra re- 


pairs; all work guaranteed; prompt de- 
livery; prices moderate. Felix Pyms, 464 
Main St., New Rochelle, N. Y. 


nished or unfurnished; unobstructed north 
light, suitable for diamond dealer. Apply 
Rudolph Schweiger, Room 1609, 48 West 
48th St.. New York. 





SMALL OFFICE uptown New York; sepa- 
rate entrance; also suitable for diamond 
setter, watchmaker; call Bryant 7520 be- 
tween 12 and 1 o’clock or after 4 P. M.; 
rent $45. 








#HM#iscellaneous. 


5c. a word; minimum charge, $1.25 








WATCHMAKERS, increase your ability 
through the highly recommended books: 
“Rules and Practice for Adjusting 
Watches,” and “Practical Balance and 
Hairspring Work;” circulars on request 
Walter Kleinlein, Waltham, Mass. 


We Will Buy-- 


your entire business or part 
of your stock and also estates. 
and will pay highest cash for 
same; records show we 
bought out some of the larg- 
est concerns throughout the 
United States; bank and mer- 
cantile references of the high- 
est character; it will be to 
your advantage to communi- 
cate with us. 














BROOKLYN 
PURCHASING SYNDICATE 
FRANK WALKER, PROPRIETOR 

610 Broadway Brooklyn. NY. 
32 Years at the Same Address 











ee a 



















14 Maiden Lane 


Telephone 
Cortland 6496 


THE JEWELERS’ 








“AMERICA’S LEADING JEWELRY AUCTIONEER” 
JAMES L. HAND 


FIRST BY MERIT 


The Hand contribution to the cause of honest retailing is the Hand Auction! A 
dignified sale, the advertising value of which, and the stimulation of yourself and 
your clerks to Better Salesmanship and more up-to-date Merchandising following 


the sale, will be worth Ten times its ‘Cost! 


You can prove our Leadership by 


investigating our record! We must stand or fall on that record! The actual facts 
and figures are an illuminating record of unequalled success in the field of auction- 
eering. The customers we have served; the wholesale jewelers who know us per- 
sonally; the Banks and Trust ‘Cos. and United States and Canadian Courts who 
have placed in our hands Estates for liquidation; these can furnish the evidence 
upon which you must decide who is best fitted by character, by experience and by 
proved ability to conduct your sale. You are advised and helped in every way by 
one who, because of long experience in adjusting the financial ills of his thousands 
of clients, is able to give you the kind of help that will mean to you a Hopeful 


Prospect of Future Prosperity ! 


Hand conducts all sales personally! No substitutes! 


Hand can sell only your 


own stock! No inferior merchandise sold under your reputation! Associated and 


conducting all sales with me is Mr. Chas. J. Wilbur, an auctioneer of great talent! 





IN CANADA! 


PWART, SCOTT, KELLEY & KELLEY, 
Barristers, Solicitors 
To James L. Hand, Esq. 
Auctioneer, 
New York, U. S. A. 
Dear Mr. Hand: 


For the past few weeks, you have been conducting for 
clients of mine an auction sale of a jewelry stock in this city. 

I do not wish to let this opportunity pass without conveying 
my clients’ appreciation of the manner in which you have 
handled this sale. Throughout you have looked after their 
interests and your dealings both with themselves and with 
the public have been fair and above reproach. 

You are at liberty at any time to refer to me any enquiries 
from prospective clients in this district. I shall be only too 
glad to advise such people of the manner in which you have 


conducted this sale in Ottawa. 


114 Metcalf St., 
Ottawa, Canada 


With best wishes to both yourself and Mr. Wilbur, 
LEE A. KELLEY. 


the sale. 








CIRCULAR 





From the “JEwWBLERS’ CIRCULAR,” April 4, 1929 

James L. Hand, Jewelry Auctioneer, 14 Maiden Lane, New 
York, while conducting a stock reduction sale for L. H. Rowe, 
Daytona Beach, Fla., was recently called to Havana, Cuba, 
to sell the art collection belonging to Francis Faurez, a 
prominent sugar planter. Despite the fact that two-thirds 
of Mr. Hand’s audience spoke only Spanish the sale was a 
success. He had interpreters on the floor to assist him with 


After disposing of this collection, Mr. Hand returned to 
New York, and last Tuesday night left for Ottawa, Can., to 
sell out the stock of C. A. Olmstead & Sons, in business in 
that place for many years. 





November 21, 1929 










New York 


Cable Address 
“Handsale”’ New York 




































IN CUBA! 























The aggregate stocks of fifty representative stores, selected at random from the many satisfied Hand clients, amounted to 


OVER FIVE MILLION DOLLARS! 


No Doubdt the Largest Selling Record of Any Auctioneer in America! 









Square Deal Miller, Detroit, Mich. 

Estate C. L. Haskins, Saratoga Springs, N. Y. 

Jos. Reininger Estate, Baston, Pa., for Easton Trust 
Co., Executors. 

A. C. Thomas Jewelry Co., Wheeling, West Va. 

P. W. Hoffman Estate, Albany, New York. 

David Goldman, Milwaukee, Wis. 

J. Chas. Ernst, Charleston, West Va. 

Kranich Bros., York, Pa. 

Davis & Freeman, Atlanta, Ga. 

Hadley B. Dodge, Lynn, Mass. 

Stelfox Co., Austin, Texas. 

C. E. Wheelock & Co., Peoria, Ill. 

The Fred Brodegaard Co., Omaha, Neb. 

J. M. & W. Westwater, Columbus, 0. 

Duhme Jewelry Co., Cincinnati, 0. 

Freidberg’s, Detroit, Mich. 

A. Thoma & Sons, Piqua, Ohio. 

Kingsbacher Bros., Pittsburgh, Pa. 

Edwards Jewelry Store, Pittsfield, Mass. 

0. J. Fuchs, Chillicothe, 0. 

Wells & Wikander, New Haven, Conn. 

Meyer-Leach Jewelry Co., Chattanooga, Tenn. 

C. R. Bennett Co., Palm Beach, Fla. 





reputation as well. 


SEND TO-DAY 


FOR THE 
“HANDBOOK ON ACUTIONS” 
IT’S YOURS FOR THE ASKING 














conduct your sale. 






Henry Healy, Brooklyn, N. 


ao 
Uniontown, Pa 


J. D. Paterson, Pt. Huron, Mich. 
August Jacobs, Quincy, III. 

Harvey Fritz, Oil City, Pa. 

Chambers & Stewart, Mt. Clemens, Mich. 
H. J. Bridger, Brooklyn, N. Y. 


man, New Haven, Conn. 


Hasbreok China Co., Columbus, 0O. 
H. J. Shupp, Wilkes-Barre, Pa. 
Seidel, Pittsburgh, East Liberty, Pa. 


Prop., Werner Jewelry Store, Grand 


Ra } 
Welte & Wieting, Peoria, Ill 

C. Wettengel’s Gem, Cincinnati, O 
Incorporated, 4 sales, Newark, Paterson, New 
Brunswick and Plainfield, N. J 
& Co., Lancaster, Pa. 
Savannah, Georgia. 
Bryant, Danbury, Conn. 
, Chester, Pa. 
Estate Chas. Hartdegen, Newark, N. J. 
Carl Mayer Co., Austin, Texas. 
Narcisse Beaudry, Montreal, Canada. 
E Rochester, N. Y 


Investigate the Record, the Character, the Financial Responsibility of the man to whom you entrust not only your stock but your 


Be sure he is the kind of man you wish behind your counter, the type you can 
safely introduce to your friends and customers—one to whom you can trust your 
reputation and business welfare. 
It tells of the methods that have made “HAND SALES” so invariably successful. 
It gives facts and figures it is essential you should know before deciding who shall 
Every statement in this interesting book is based upon facts 
and every statement can be proved by the written word of reputable jewelers. 
SEND FOR IT TODAY. 
To all Jewelers, no matter how large or small their stocks, the Hand services and methods are available! 
WRITE ME TODAY! 


DO IT NOW! 














Green-Joyce Co., Columbus, 0. 

Geo. Kapp, Toledo, O. 

W. A. Sturgeon Co., Detroit, Mich 

L. W. Vilsack, Pittsburgh, Pa. 

H. J. Lohmiller, Escanaba, Mich. 

Wentz & Price, Sharon, Pa. 

R. J. S. Roehm, Detroit, Mich. 
William Frasier, Durham, N. C. 

Geo. W. Feldman, Franklin, Pa. 

Philip Present, Rochester, N. Y. 

Emil H. Leffert, Council Bluffs, Iowa 
C. J. Hueg, Jersey City, N. J. 

Taylor Chapin, Oneida, N. Y. 
Castelberg’s, Chester, Pa. 

Henricksen Jewelry Co., Duluth, Minn. 
E. Gundlach & Co., Hartford, Conn. 
Owens-Cotter Co,, Tampa, Fla. 
Button-Oliphant Co., Bridgeport, Conn. 
L. H. Rowe & Co., Daytona Beach, Fla 
W. G. Corwin, Southampton, Long Island. 
Wm. H. Enhaus & Son, New York City. 
BE. H. Wetherhold & Son, Allentown, Pa. 
Scott & Bousquet, Montreal, Canada 
Olmstead & Son, Ottawa, Canada. 
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ment Glass flfg. Co. 


Manufacturers of 


Glass-Shades 


for 


Figures, Clocks and 
Taxidermists. 


Brooklyn, N. VD. 





89-97 North 11th St. 





COLLECTIONS ADJUSTMENTS 
FINANCING 


Activities Restricted to the Jewelry Industry— 
Bonded Representatives from Coast to Coast 














Platinum and White Gold Shells 


Co!) 


SAMUEL STERN 


71 Nassau St., New York 





rr 
3 I ae 
FILS 
Diy Wy 
| ~ 
i 7 


ee i "Phone Cortland 4346 
Monufecteres Fine Platinem “Changeable Ring” 
Only thet mount = jaseiry—fipecial Order Work. Patented U. 8. A 














AVIATION EMBLEMS 


CLUB—SCHOOL AND FRATERNITY PINS 


attsorts’ MEDALS At sports 


round stones appear square. 
O.E.S. AND PRESENTATION JEWELS 


JOHNSON CO. 


352 W. 13th ST. “Wing Building” NEW YORK CITY, N. Y. 
Write for Aviation Catalog 















MAXIMUM SERVICE MIMIMUM COST 





JEWELERS ADJUSTMENT BUREAU 


17 JOHN STREET 
NEW YORK Cumed, 6. _wehtans 


CORTLANDT 6359 

















NYES OIL 


tor 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 




















The Breakers | 


ON THE BOARDWALK 
ATLANTIC CITY, N. J. 





| Preferred--- 


THE WASHBURN 


MAGIC NUT 
fer EAR STUDS—SCARF PINS, ete. 


G- 


Now Made in | 


: 18K. WHITE GOLD 
Platinum—18K.—14K.—14K. R.P.—Sterling 


SAFETY CATCH 
Open For Brooches, etc. Closed 
18K. White. 18K., 14K., Large and Small Size. 
Descriptive Circular on Application 
Pearl Drilling, Stringing and Adj. a Specialty 
Special Order Work and Repairing 


C. IRVING WASHBURN 108 Fulton St. 


NEW YORK 





| In Winter and all seasons by 





| those who know and wish the 
| best upon either the American 
or European Plan 


Sensible rates withal! 





Gillette Electric 


6 STREET CLOCK 
COMPANY 


728 Buckingham Place 
icago 


9) Catalogue and terms, free. 














Bathing from Rooms 





HILLMAN MANAGEMENT 











Buyers’ Directory 
$1.00 Postpaid 
Jewelers Publishing Corp. 





Trade Marks 


OF THE 


Jewelry and 
Kindred Trades 


Fourth Edition 


Illustrates the trade marks, 
registered and unregistered, 
used by manufacturers, 
wholesalers and importers 
in the jewelry and allied 
industries. 


Price $5.00 


Express Charges Paid 


Jewelers Publishing Corp. 
239 W. 39th St., New York, N. Y. 
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MANDELL E. LEWIS 


WORLD’S FAMOUS DIAMOND AND JEWELRY AUCTIONEER 


Highest Type of Auctioneer for Legitimate Jewelers Only 
Record of Service Unparalleled for One Third of a Century 


My long and extensive experience enables me to give the very best service possible 


I Can Raise Money for You—Quickly—Honorably—Successfully 
Any Amount You Need 


$20,.000.00—$40,000.00—$60,000.00—$80,000.60—$ 100,000.00 
Or More 


Reduce Your Stock—or—Close Out Your Business Completely 


NOW IS THE TIME TO BOOK SALES 


Wire or write for date. All correspondence strictly confidential. 


IT WILL PAY YOU TO GET THE BEST 


MANDELL E. LEWIS 


221 West 82nd Street-8-D, New York City 275 East Palmer Ave., Detroit, Mich. 











IF YOUR SHOP IS ALL 
RED from polishing rouge 


or covered with polishing 
dust—then your lungs must be 
» the same. You breathe this dust 
and dirt and it will sooner or 
later cost you dearly. 






Use LEIMAN BROS. 


POLISHING 
, DUST COLLECTOR 


hd . . 
it costs little enough to play safe—drop us a 




















Every store, shop, hotel, club or wherever polishing work is postal card for more information. 
done should have this polishing dust collector! 


LEIMAN BROS. INC., 23 (B) WALKER ST., NEW YORK 


MAKERS OF GOOD MACHINERY FOR 40 YEARS 


























Wattace Hever 


can be relied upon to repeat quickly 


Ovder upon order is coming in for Wallace 
Pewter ... sizable orders and most 
of it repeat business from merchants 


The Candlestick, Pepper and Salt, and Bowl, illus- 
trated, are specimens from the “Encore Collection,” a who quickly sensed the popular trend. 


series of new designs offered as an “Encore” to the 
wonderful reception accorded the original Wallace 


Penal save One reason for this popularity of 
Wallace Pewter is the fine designs 
wrought in high quality metal. It cannot 
help but move fast. Wallace Pewter can 


be relied on to bring repeat business. 
S re} 


Such is the variety in design and type 
that you will find in Wallace Pewter 
sufficient diversity to make your Pew- 
ter Department thoroughly representa- 


tive. The catalogue will be sent you 





on request. 


R. WALLACE & SONS MFG. CO. 
Hilvevenitte — Wallingford, Conn. 


NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO 
411 Fifth Ave. 10 So. Wabash Ave. 1204 Chestnut St. 140 Geary St. 


Wallace are designers and makers of tableware, dresser silver and trophies in Sterling; tableware and trophies 


in Silver Plate; Early American reproductions in Pewter CT ae ee ee ee Founded in 1835. 


MEMBERS OF fT H £ STERL fF WC S tiv 2 e2s$-4 47T BS GC e-1 i. OF AMER Ca 























~ NORTH ~ SOUTH ~ EAST ~ WEST ~ 


Everywhere, aeroplanes in miniature will pre- } 3 
Ps, sent AVION, the new air-inspired Silverware de- c rane 
sign, to air-minded America. For their selected i: 


dealers, the new management of Wm. A. Rogers, 
Ltd. has created little cardboard display planes 
to carry actual spoons, as part of the modern 
merchandising program behind this new pat- 
tern in a long-established line. These selected 
dealers will also enjoy the assured protec- 
tion and increased profit made possible by a 
policy of direct contact with the manufacturer. 


1881 @MROGERS ®@ Al 
































